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‘is just breaking when Holo-Krome’s telegram re- 


ceiving equipment begins clattering in a deserted office 


Telegrams from distributors start coming in as early as 





3 o'clock, and they’re ready for action when the office 
opens at 8 A.M. 
With our new telegram sending and receiving equipment, distributors can speed telegrams 
to us faster than before... cut precious minutes in getting an answer to an inquiry 
keep in closer touch. Here’s another service first from Holo-Krome! 
No one tops H-K when it comes to service. First, SamE-Day SERVICE on catalog items .. . 
then same day telegram inquiry service . . . then specials in 4 weeks then a nighf shift 
to handle emergency orders—-and now, new telegram sending and receiving equipment. 
No wonder H-K distributors say, ““‘Holo-Krome service is the best in the world!” 


If you aren'ta Holo-Krome Distributor, H-K’s 100% Distributor Sales ‘Poiicy is well worth investigating 


Find out right now if your territory is open 
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SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS THE HOLO-KROME SCREW CORPORATION © HARTFORD.10, CONN. 
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Pome ries TI os kon ck vdcccees cave 


An editorial 


Selling Major Plants Takes Major Effort . 


Memphis firm is organized for frequent calls 


and special service 
Got a New Symboi? .. 


Curiosity-provoking mailings did the trick 
for Warren, O., distributor 


How Do You Prove to Your Wife You're at 


EE Scud ckve ge tee saws Daess 


Take her along was the answer for 


Los Angeles inside salesmen 


Get the Most from Inside Sales Experience . 


Jacksonville salesman put phone know-how to 


work when he started calling on customers 


Worry Won't Do It — But Planning Will . .. . 


Canton distributor runs his business by this 
simple, but effective, method 


Texas A. and M. Starts Distribution Course . 


Twenty students enrolled, distributors assist 


with program 


Use Call Reports to Bolster Sales ....... 


Sales promotion manager of Rockford firm puts 


reports to use in his sales promotion program 


More Selling Time for Outside Men....... 


New Britain distributor assigns inside 


personnel to specific “customer service” jobs 


“What ! Want from Salesmen” 


P. A. of small plant stresses tact, teamwork 


and appreciation of customer's problems 


Supply Firm Buyers Wear Many Hats .... 


Survey shows that P. A.'s duties vary widely 


in different companies 


Harris Expands Quarters .............. 


Chicago firm takes over two-story building 








. Then Surprise "Em . 
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PROOF POSITIVE 








Inside salesmen of a Los 
Angeles distributor found 
out that you can prove to 
your wife that you ve really 
been to a meeting — when 
you take her right along 
with you. See page 88 for 
the picture stor 
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SELF-STARTING 
MATERIAL 





That's what ach 
salesman found 
sales experien is wi 
he started i 


DON’T WORRY—PLAN 





It’s good advice given by 
1 Canton distributor. H 
gathers ideas from many 
sources and applies then 
for ete tive management 
Page 92 
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Johns-Manville 
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Your best customers and prospects read J-M Packings 
and Gaskets advertisements regularly in these magazines. 





Strongest advertising program in packings 
and gaskets field presells your customers 


Ir you are a Johns-Manville Au- 
thorized Packings Distributor, the 
largest advertising program in the 
packings and gaskets field works for 
you. It embraces a number of adver- 
tising campaigns, each aimed at a 
major market, and placed in the 
magazines with the most influence 
on that market. Your customers, in 
aviation, chemical processing or 
manufacturing, metal working, 
paper, petroleum drilling and refin- 
ing, transportation and other indus- 
tries are targets of this advertising. 

And because Johns- Manville 
Packings and Gaskets advertise- 
ments are hard hitting, tailored to 


PACKINGS, GASKETS & TEXTILES 9 


the needs of industry, and feature 
items that offer maximum perform- 
ance at lowest cost, they presell 
your customers . . . make orders 
easier to get. 


When you handle Johns- Manville 
Packings and Gaskets, you have the 
benefit of the year-in, year-out ad- 
vertising that has helped make 
Johns-Manville one of the oldest 
and most respected names in in- 
dustry. But advertising is only one 
of the advantages of a Johns-Man- 
ville Distributor Franchise. For the 
complete story, write Johns- 
Manville, Box 14, N. Y. 16, N. Y. 
In Canada, Port Credit, Ont. 
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Taper Lock Sprockets 
Require No Reboring 


There are no costly delays 
with Link-Belt roller chain 
taper lock sprockets. They're 


ready for use right off the 
shelf. Bushing and sprocket 
assembly slips easily into posi- 
tion on shaft. Setscrews draw 
sprocket onto taper bushing, 
causing bushing to clamp 


tightly on shaft. Mount is 
tight as a shrink fit. 
Immediate availability is 


another plus feature. Stocked 
in 8 pitch sizes, 42 to 2 in., 
they are the logical selection 
for a variety of applications. 
Book 2649 is available for 
details. 





Link-Belt Trolleys Precision-Built 
In Ball and 





Tractor clutch housings are conveyed from machining operations 


to assembly line on Link-Belt trolley conveyor 


Inherent bearing 


superiority ensures free-rolling action 








SMOOTH RIVET-FREE SURFACE 
Each plate is of uniform thick- 
ness, without rivet pockets or 
projections to catch dirt 


PRECISION STEEL ROLLER CHAIN 


Exact tolerances permit easy and 
quick coupling. No special tools 


are necessary 


SECURE 


ASSEMBLY. The 
side of each nylon plate is mold 
ed with 4 projections that form 
self-rivets for sure fastening 


under 


New Link-Belt Ny-Steel Flat-Top Conveyor Chain 
Combines High Strength with Long Life 


Link-Belt announces industry's 


happiest marriage—the first 
and only flat-top conveyor 
chain combining a smooth, 


rivet-free, nylon carrying sur- 
face with precision steel roller 
chain. 

Ny-Steel is a natural for all 
conveyors where smooth wear- 
resistant, lightweight, flat-top 
chain is needed to convey 
cans, bottles, packages, small 
parts or countless other items. 
The perfect mating of nylon 
and steel gives it unexcelled 
wear-resistant advantages plus 
rugged strength to carry heavy 


loads without stretching. 
SHOCK ABSORBENT — Smooth, 
resilient, nylon top-plates per- 
mit safe, easy transfer of con- 
tainers without spillage or 
breakage 

NO STRETCH—Precision steel 
roller chain retains pitch un- 
der all atmospheric conditions. 
There is no stretch under load 
regardless of conveyor length 
LONG LASTING—Nylon’s wear- 
resistant qualities virtually 
eliminate top-plate and track 
wear. 

CORROSION-RESISTANT—N ylon 


carrying surface resists de- 
terioration from chemicals and 
corrosion 
Economical 

another feature 
existing sprockets without 
modification. For new instal- 
lations or replacements, Link- 
Belt makes a complete line of 
cut-tooth sprockets, designed 


installation is 
Ny-Steel fits 


with close control of tooth 
form and other dimensional 
specifications 

More detailed information 
on Ny-Steel flat-top roller 
chain can be found in Book 


2492. 
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Roller Bearing Plant 


The life and efficiency of any 
trolley system are dependent 
on the bearings. As a leading 
manufacturer of precision 
anti-friction ball bearings 
Lirk-Belt is singularly quali- 
fied to offer industry the very 
finest in trolley design and 
manufacture. 

Our trolleys 
* Sales are manufac- 


Meeting tured at the 
in Pri ink-Belt 
in Print plant where 


precision ball 

and roller bearings are pro- 
duced. They incorporate the 
design refinements found in 
every Link-Belt bearing Hard- 
ened, concentrically ground 
inner and outer raceways 
accurate cage-spaced balls 
frictionless labyrinth seals 
all have proved their effective- 
ness on heavy-duty bearing 
applications 

Link-Belt trolleys are engi- 
neered for long life and free 
rolling efficiency. Simple yet 
rugged in design, they main 
tain rolling contact with the 
track in all positions. Sturdy 
forged bracket maintains rol- 
ler camber. 





Link-Belt Series 500 trolleys ar 


available in riveted (shown) 


bolted types 








LINK-BELT COMPANY 


Plants in 


‘ Anapoius © Ph : 
Ch zo e Atianta e ¢ 

Pa. « Houston « M ip 

lis ¢ San Francis e Los 
Angeles ¢ Seattle ‘ 
Offices in Principal Citi 























Accuracy you can trust 

Controlled dimensional stability 

Longer wear life 

Reduced initial wear through precision lapping 


Tolerance for taper, cloverleaf and bell-mouth 
held to one half gagemaker's tolerance. 


... finer gages at a price you can sell 


Plain Cylindrical Plug Gages... Taper Plug and Ring 
Gages — Master Setting Disks... Plain Cylindrical Ring 
Gages ... Adjustable Limit Gages... Thread Gages... 
Thread Checking Equipment... Pipe Thread Gages... 


GET THE THREADWELL STORY NOW 





THREADWELL TAP & DIE COMPANY 
Greenfield, Mass., U.S.A. 
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The Cover 


Large plants, small plants, or plants of 
all sizes—which account for your Jargest 
sales volume? No matter which box you 
check on the cover, you can be sure that 
you'll find something in this issue that 
will stimulate your thinking—and per- 


haps your sales, too. 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 


Senior Associate Editor John A. Wertis 


Associate Editor D. A. C. McGill 

Associate Editor Dennis C. Orphan 
(Chicago) 

Assistant Editor George L. Bottari 

Assistant Editor J. Van Ness Philip 

Assistant Editor Leugel Foss 

Editorial Assistant Domenica Mortati 


McGraw-Hill Domestic News Bureau: 
Atlanta, Cleveland, Detroit, Houston, San 


Francisco, Washington, D. C. 
McGraw-Hill World News Bureau: in 
principal cities. 
Publisher 


Ar h Vi. Morris 





District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston; 
John W. Otterson, San Francisco; John 
B. Uphoff, Los Angeles; Gordon L. Jones, 
Dallas; Business Manager, C. H. Holds 
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New Tools in the PROTO Line 


Sharply Increase Your Sales and Profits! 


Continuous expansion of PROTO’s huge 
line of professional-quality tools ena- 
bles you to meet your customers’ needs. 
With thousands of standard and special 
tools in the complete line, you can serve 
many markets... add customers... in- 
crease tool volume ... gain one-source 
buying advantages of lower inventory, 
less paper work. PROTO also gives you 
unequalled promotional support... im- 
pulse-selling merchandisers, extensive 


magazine advertising, over 40 sales aids. 
Yes, tool business is BIG business when 
you handle PROTO. Send for catalog of 
entire line to PROTO TaaLs 

2235 Santa Fe Ave., Los Angeles 54, Calif. 


Eastern Warehouse & Factory, Jamestown, N.Y.*Canadian Factory, Lon 





mm) Forging Ahead 

| Through 
Leadership, 

| Quality, Service 

| & Understanding 
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with new 


MORE SALES 
OPPORTUNITIES 





TAKES TAKES 
ANGULAR MISALIGNMENT PARALLEL MISALIGNMENT 





TAKES ABSORBS 
END-FLOAT TORSIONAL VIBRATION 











THE COUPLING WITH THE 4-WAY FLEX 


Para-flex 


FLEXIBLE CUSHION COUPLING 


Consider the broad market for this coupling which 
swallows up shaft misplacements! It automatically 
compensates for angular misalignment, parallel mis- 
alignment, end-float or any combination of all three. 
It cushions the stresses of shock loads. And it absorbs 
torsional vibration—reducing noise and protecting 
machinery. 

Customers will instantly recognize a new type of 
performance—made possible by the development of a 
tire-like flexing element. Synthetic tension members, 
bonded together in rubber, give this element the 
stamina and dependability of modern, high-speed, 
high-load, shock-absorbing truck tires—and the ability 
to respond magically to all manner of changing 
shaft conditions. 

Para-flex takes minimum space on the shaft. Mount- 
ing is simplified through the use of standard Taper- 


Lock bushings—no reboring, no machining. Safety is 
promoted by flush design; there are no protruding 
parts. No lubrication is required, no periodic in- 
spection. And since the flexible member is molded 
with a transverse split, it can be replaced without 
moving either the driver or driven machine. 
Para-flex Couplings are available in capacities up 
to 600 hp at 900 rpm. 
DODGE MANUFACTURING CORPORATION, 500 Union, Mishawaka, Ind. 


a 


\ THE TRANSMISSIONEER is featured in Dodge advertisements, which 
appear in leading iudustrial publications. Prospects are directed to 
“eall your local Dodge Distributor” for information and essistance on 
new cost-saving developments in power transmission machinery 
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24-Industry Review and Preview 


DEPARTMENT OF 


Economics, in a regular semi-annual 


Moo Hin’s 
report, presents the following summary of recent performances and pros 
pects for industries served by distributors. The report will give you an idea 


of what to expect from your customers in the months to come 


|. Production of steel ingots and 
castings ran about 91% of capacity 
in the first half of 1957. This means 
that about 61 million tons of steel 
were turned out in the six months 
ending June 30. Output in the third 
quarter should run about 80% of 
capacity. «But production schedules 
are expected to be increased in the 
fourth quarter as demand from the 
auto, housing and appliance indus- 
tries picks up. So for the next six 
months output is expected to be 
about 8% lower than in the first 
half. All this adds up to 117 million 
tons of steel for the vear as a whole, 
, 1956. 
Primary nonferrous metals out 

put has been keeping pace with the 
production performance of a year 


2 million tons more than in 


ago. Only output of primary alu- 


minum among the big four—alu- 
minum, copper, lead and zinc—is 


down from the first half of 1956. 
Aluminum production is down 5%, 
lead is up 2°, copper 3% and slab 
15‘¢. But orders currently are 
quite low for 
metals and buvers are holding back 


zinc 
refined nonferrous 
despite sharp drops in prices, espe 
cially of copper, during the past 
vear. A few companies recently an 
nounced cutbacks in output. How 
ever, strikes at aluminum and cop 
per refinery plants in the last half 
of 1956 kept output down in that 
period. So there is a good chance 
that output in the second half of 
1957 will top the production figures 
made in the last six months of 1956. 
For the year as a whole, primary 
nonferrous metals production will 
probably run 2% ahead of 1956. 
3. Chemical industry has 
istered a smali gain in the first half 


reg- 


of 1957. Output in the January 
June period averaged 3‘« higher 
than in the last half of 1956 and 


4% higher than in the first six 
months of 1956. During the second 
half of 1957 it is expected that chem 
ical production will continue to rise 
—but very slowly. For the year, out 
put will run about 4% above 1956 

+. Shipments of the machine tool 
industry in the first half totaled $500 
million, or 7% above the last 
months of 1956 and one-fifth higher 
than in the first half of 1956. New 


orders in the first six months have 


S1X 


run below shipments, so backlogs 
have decreased to about 44 months 
of output at current rates of produc 
tion. Shipments for the vear arc 
expected to hit $925 million, a gain 
of 4.5% in dollar volume. This trend 
suggests a slight drop in physical 
production for the vear 

5. The automobile industry turned 
out 3.4 million passenger cars and 
575,000 trucks in the first six months 
of 1957. 


+ 


hese figures compare with 
3.2 million cars and 599,000 trucks 
in the January-June period of 1956 
With the exception of the Edsel, 
new models are not expected to 
start off the assembly line any earlier 
than usual. Domestic car sales in 
1957 will probably run about 5.9 
million units compared with 5.8 
million a year ago. Higher car prices 
this year brought about some resist 
ance on the part of the consumer 

6. Output of auto and truck parts 
manufacturers is running ahead of 
a vear ago. So far this vear, produc 
tion of parts is 3% ahead of the first 
half of 1956, despite the fact that 
output of the independent auto pro 
ducers is off about 30% from the 
first half of 1956. But Ford 


Chrvsler are doing a lot better this 


and 


vear, and they are not as fully in 
Motors The 


3% increase will probably hold for 


tegrated as General 


the balance of the vear 
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The Editors. 


Railroad equipment produ 
tion is averaging one-third higher 
than a vear ago. About 50,000 
freight cars were turned out in the 
first six months of the year. Ship 


ments of freight cars have been ru 
ning ahead of new orders, so back 
Thus 
output in the next six months should 
run a little below that of the first 
half. In 1957 about 90,000 freight 


cars will be produced compared with 


logs have declined slightly. 


67,500 cars a year ago. 

5. Aircraft and parts production 
has been fairly steady at a very high 
level during the first six months of 
1957. Output is running 20% above 
a vear ago he defense program is 
definitely shifting the emphasis to 
longer-range aircraft and missiles, so 
1 levelling-off of airplane orders may 
be expected. It now appears as if 
output of aircraft and parts will run 
ibove a vear ago 


a 


9. Construction machinery manu 


about 15° 


facturers shipped about 10% mor 
in the first half of 1957 
than in the comparable period of 
1956. This 
a 4% decline in physical volume of 
New orders for con 

1] 


struction machinery are stil] 


machiner 
gain took place despit« 


construction 
running 
ahead of a vear ago although incom 


ing new orders have been far below 


For 


} } 


a whole, the dollar vol 


expectations of the industry 
the vear as 
ume of shipments should run at 
least 10% above 1956 while physical 
volume should be close to 4 
greater 

10. Farm machinery output has 
month 


been month by 


during the first half of the 


increasing 
year 
Farm income is expected to average 
4% higher in 1957 than in 1956 
This should 
farm cquipment sales. And export 


CONTINUED ON PAGE 10 
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One troublesome $10 valve can cost 
your customer $100 in maintenance | 


He Wants the Best Quality He Can Buy... 
and in Valves that Means LUNKENHEIMER! 


Watch the leading business publications. Note the space they are 
giving to maintenance reduction. Read the articles on 

Lunkenheimer Valve installations that have cut maintenance costs 
beyond anything plant people thought possible. 

Through their trade magazines and their own experience, your 
customers are finding out that there’s only one answer to 

industry's number-one headache—that answer is top-quality equipment! 


prof now... 
heimey 


+ 
< 
a 1 


LUNKENHEIMER 


QUALITY 


Nothing cuts maintenance costs at their source like trouble-free equipment, 
and no ralre can match Lunkenheimer performance. Yow ll find vour 
customers receptive to this selling approach, not only on 

Lunkenheimer Valves, but on all vour quality lines. The long-run 

savings they enjoy with dependable, trouble-free equipment 

like Lunkenheimer Valves can make a dig difference in their 

maintenance costs. Today, as never before . . . The cost of a 
Lunkenheimer Valve gets smaller ...and smaller...and smaller... 
with each passing vear of dependable service. 

Use your maintenance saving desk flip chart to present this timely 

idea every chance you get. If you need a chart—write 

The Lunkenheimer Co., Cincinnati 14, Ohio. 
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LQ600-150 
150 Ib. S.P. 
300 Ib. W.O.G. 


LQ600-200 
200 Ib. S.P. 
400 Ib. W.O.G. 


- * Bronze 
HEME RR  ... 
* Steel 


NAME IN VALVES — «pve 
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VANANANAY 
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Socket 
Pipe Plugs 
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“Led-Lok” 
Socket Cap Screws 


Socket Screws 


i Fiat Head 


Socket 
Set Screws 
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you a warm reception 
ore could a distributor 


What m 


Silver Anniversary —25 Years of Socket Screws Exclusively 


tion-proof socket screws that will give 


in any plant in your vicinit:’, 


ask for? 
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Worehouses ot: Los Angeles, San Francisco, Detroit, New Haven, Conn. 


Sold Only Through Authorized Industrial Distributors 


SAFETY SOCKET SCREW COMPANY * 6500 N. Avondale Avenve, Chicago 31, illinois 


try today. Included in the line are Lep-Lox and Sar-Lox, vibra- 


give me the finest line of Socket Screws available in the coun- 


V'M A BLUE DEVIL DISTRIBUTOR . . 
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24-Industry 
Review and Preview 
STARTS ON PAGE 7 





of farm machinery have been gain 
ing too. Since dealers’ stocks of 
agricultural machinery are relatively 
low compared with the current rate 
of sales, the outlook for further 
production gains is good. It now 
looks like a gain of 8“@ in output of 
farm equipment is in the cards fot 
this vear. 

11. Office machinery output con 
tinues to register substantial gains 
over a year ago. Shipments in the 
first half of 1957 ran 15% above a 
vear ago. New orders for office ma 
chinery this vear should average at 
least 20% above 1956. In 1957 the 
office equipment industry will reg 
ister a substantial gain both in dol 
lars and physical volume of output 
his year a 15% increase in physical 
volume seems likely. 

12. Shipments of instruments and 
controls have been running at 
very high level for the past six 
months. New orders are running 
about 5% above the first-half 1956 
rate. So the outlook is very good for 
this industry. The shift to moderni 
zation and replacement of plant 
and equipment from expansion can 
only lead to bigger outlays for in 
struments and controls. It is ex 
pected that shipments of this type 
of equipment will average about 
15% above a year ago. The gain i 
physical output will be at least 5% 

13. Manufacturers of electrical 
apparatus are having the biggest year 
ever. Production is running about 
8% ahead of the first half of 1956 
rate. New orders are off, but back 
orders for heavy apparatus are still 
substantial. Planned capital expendi 
tures of the utilities suggest an even 
bigger volume of heavy electrical 
apparatus will be shipped in the next 
six months. So physical production 
of electrical apparatus will probabl; 
be up 10% in 1957 compared with 
1956 

14. Output of major electrical ap- 
pliances in the first six months of 
the year has been very disappoint 

CONTINUED ON PAGE 14 
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MARVEL HACK SAWS 
CUT-OFF MORE ACCURATELY :--- 


The consistently accurate performance 
of MARVEL Heavy Duty Hack Saws is no 
accident. MARVEL engineers knew, many 
years ago, that to produce and maintain 
accurate cutting-off, a hack saw must be 
designed and built like a fine machine 
tool. 

Some of the basic design principles 
built into the modern MARVEL Hack 
Sawing System that makes it the most 
accurate cutting-off method you can use 
are: 


1. V-Way Design...Greater Rigidity 


Upright and Saddle are precision machined 
and fitted to form a rigid, integral unit capa- 
ble of withstanding any cutting load with no 
deflection or side movement. 


2. Anti-Friction Bearing Construction 


Anti-friction ball or roller bearings are used 
at all load carrying points. Even the strongly 
braced saw frame reciprocates on heavy 
duty, fully enclosed preloaded ball bearings 
which provide permanent, frictionless rigid- 
ity and true-running, straight line cutting 
strokes. 


3. Minimum Blade Frame Reach 


Close-coupled design and crank lever action 
of MARVEL Saws keeps the saw frame and 
blade reach very short in relation to the ver- 
tical V-ways on which the unit is mounted. 


This insures optimum rigidity, even under the 5 Rigid Cutting Tool 


most severe operating conditions. 


ee accuracy requires a rigidly held, relatively 
HY ; i short cutting tool. MARVEL Unbreakable High-Speed-Edge 
4. Positive Relief Blade Lift Hack Saw Blades, which combine a narrow high te 
steel cutting edge permanently welded to a tough alloy 
steel body, can be tensioned from 200% to 300% more 
taut than ordinary blades. This provides a most rigid 
cutting edge. 


On the return stroke, positive relief lift raises 
the blade to provide proper and “cushioned” 
lead-in on the next cutting stroke. This pro- 
longs blade sharpness, life and accuracy. 


Write for the MARVEL Catalog and the complete story on 
MARVEL METAL CUTTING SAWS 


ARMSTRONG-BLUM MFG. CO. 
5700 W. BLOOMINGDALE AVE., CHICAGO 339, ILL. 
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WIRE ROPE CORPORATION OF AMERICA saint Joseph, Missouri 


12 


WIRECO SERVICE 
like WEIRECO and Brown Strand 


always on the job...FAST! 


ready to COME TO YOU with advice and 
counselling! Wireco engineers will fly to you to 
make specific recommendations for economical 
and efficient wire rope service in the applica- 
tions you need! 


SPEED is the factor in today’s fast, high-output 
operations that often makes the difference be- 
tween profit and loss! Not only must men and 
equipment produce at top capacity, but speed 
in making the right decisions is absolutely 
necessary! 


WIRECO is geared to serve you—F AST! Don’t 
waste time gathering the data necessary for 
right decisions regarding the use of wire rope! 
Let Wire Rope Corporation bring Wireco ad- 
vice, service and personnel TO YOU! 


When you are faced with a decision con- 
cerning the use of wire rope... whatever 
the application...in any situation... 
wherever located ... Wireco experts are 


Wireco District Warehouses, strategically 
located in 24 key cities across the country, are 
paced for fast delivery of custom-cut inven- 
tories that save you time—and money! 


Wire Rope Corporation of America is staffed 

with people whose job it is to serve you! 
When you make plans—or hit a snag— 
call Wireco! You’ll find Wireco advice, 
service, and personnel ON THE JOB in 
short order! 
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Action aire sa. ok 
A 

plane pal 

nettle V-BELTS 


eywill get you more sales from the vast 





——— V-belt market 


ATWOOD ENGINEERING TO GIVE THE METALWORKING INDUS- 


a complete line 


® serving industry 


MULTIPLE V-BELTS 


Standard Line for normal 
loads. 
Premium Line with 40% 
extra capacity for high 
loads. 





STEEL CABLE 
V-BELTS 
Now available... a com- 
plete line of steel cable 
reinforced V-belts. 





GENERAL DUTY 
V-BELTS 
Power-balanced con- 
struction for maximum 
flexibility, durability and 

strength. 








DOR-TITE 


for weather proofing ... 
sound proofing .. . 


stopping, etc. 


SPONGE RUBBER 


for cushions . .. gaskets... 


mounting pads, etc. 





TRIES nyYNAMIC ACTION V-BELTS 


A full line of belts for all the uses that the gigontic metal ind 
Standard and premium lines are engineered to give m 
applications Special engineering will be supplied 

required 


A SELLING PROGRAM DESIGNED TO GIVE DISTRIBUTORS 
DYNAMIC ACTION 


The metalworking industry is source for $14,000,000 worth of V-belts 
With the D. A. Dynamic Action distributor program we co f 
market in your territory By o mew D. A. Service we can pinpoint 
volume of V-belt business you con expect within the orea you serv 

vs for more information about the new D. A ervice 


DISTRIBUTOR PROGRAM TO GIVE REAL PROFIT FROM 
. A. DYNAMIC ACTION TO DISTRIBUTORS 


To find markets industry by industry To create sales from these morkets ¢ 
supply a most complete line of high quality V-belts to serve these markets 
To provide the most generous distributor profits To maintain adequote eng 
neering ond service facilities to develop these markets. These are high lights 
of the D. A. Dynamic Action distributor program We want to tell you more 
about the advantages of distributing D. A. V-belts Just write us thot you 
are interested for the complete story 


Address: 217 N. E. 7th St. 


FEderal 2-0441 _ Minneapolis 13, Minn. 
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One of a Series: Germs You May Know 


Genus: 


Salesmaninadcquatus 


Do You suffer from 
Salesmaninadequatus? 


Salesmaninadequatus is a germ which causes certain distributor 
diseases known as Low Sales Productivity, Swollen Selling Costs, 
Shrinking Profits and General Business Anemia. 


This germ flourishes whenever and wherever there is a shortage 
of well-trained, effective salesmen. Salemaninadequatus will at- 
tack any distributor who has salesmen who are inadequately 
trained and inadequately informed on the products they are 
supposed to sell. 


To help distributors stay healthy, FORT WORTH’s comprehen- 
sive Distribution Policy emphasizes a continuous program for 
training and improving distributor salesmen. We conduct Sales 
Schools and provide Visual Training Aids, Simplified Engineer- 
ing Catalogs and other Product Application Aids. FORT 
WORTH representatives spend a good part of their time making 
calls with Distributor Salesmen. Special assistance is provided 
on difficult problems requiring factory experience. 


We'd be glad to send you a copy of the FORT WORTH Distri- 
bution Policy (and a picture of Salesmaninadequatus suitable 
for display). Write us, P. O. Box 1038, Fort Worth, Texas. 


Fort WortTH 


STEEL AND MACHINERY COMPANY 


TOMORROW'S PRODUCTS TODAY 
V-BELT SHEAVES — ROLLER-CHAIN SPROCKETS — SCREW CONVEYORS — INDUSTRIAL FANS 
Warehouse Stocks in « Fort Worth « Jersey City «© Memphis « Atlanta « Chicago ¢ St. Louis 


Kansas City ¢ Odessa ¢ Houston ¢ Oklahoma City « Denver ¢ Los Angeles 
San Francisco ¢ Portland 
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ing. In the first half, washers and 
ranges have been off about one- 
fourth from the January-June 1956 
totals. Refrigerator production is off 
2%. And output of vacuum clean- 
ers is down by 3%. Even the big 
growth appliances—dishwashers, ait 


conditioners and freezers—are not 
showing very much growth. The 
number of housing completions has 
been down from a year ago. And 
real per capita income, after taxes, 
registered no gain at all in the first 
six months of 1957. These two fac 
tors are reasons for the relatively 
poor showing of the appliance in- 
dustry. There is a good chance that 
one of the two factors will be better 
in the second half of 1957. Real 
per capita income may be on the 
uptrend in the next six months. The 
rate of housing completions, how 
ever, will probably not change sig 
nificantly in the near future. The 
improvement in real per capita in- 
come could result in some pick-up 
in appliance sales and production, 
especially since inventories of appli 
ances currently are not too heavy. 
But it now seems clear that appli 
ince output will run about 10% 
below a year ago. 

15. Radio and television produc 
tion is off substantially in the first 
six months of the year. This year, 
as expected, output of radios is hold 
ing up a lot better than television 
production. Radio output was 5% 
under the first half of 1956, while 
television set production was about 
20% below the 1956 rate. Heavy 
inventories of T.V. sets have been 
worked down to a manageable level 
but demand has not been heavy. 
Only in the case of the small port 
able T’.V. unit has sales activity im 
he industry will probably 
turn out about 18 million units— 


prov ed 


'.V.s and radios—this year com 
pared with 20 million units a year 
ago. 
16. Petroleum refiners’ operations 
were 2.5% higher in the first half 
CONTINUED ON PAGE 18 











Another reason it pays to sell CHICAGO fasteners 


Our Salesmen Sell Standardization... 
You Make The Profits 


Day after day CHICAGO’s salesmen are working to increase your 
sales. Whether they work alone, or with your own salesmen, their 
job is to open new accounts for CHICAGO distributors. 

And these fastener specialists have a strong sales story. With 
over 4000 separate types and sizes in CHICAGO’s complete line— 
always in stock for immediate delivery—they sell your customers 
the solid advantages of standardizing on cuHicaco. In addition, 
they give technical assistance on special fastener problems—often 
suggesting ways your customers can make a better product for 
less money. 

The most liberal protection policy in the industry . . . vigorous 
missionary selling . . . a really complete line . . . these and many 
other reasons make a CHICAGO franchise the most profitable in the 
industry. Complete details are quickly available. Why not write 
today to our Standard Products Division. 


THE CHICAGO SCREW COMPANY 


ESTABLISHED 1872 @ DIVISION OF STANDARD SCREW COMPANY 
2701 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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Complete line stocked by 


These are the things you look 
for in the Reaming of Holes. 


“‘Standard”’ quality Reamers 
will give you all of them. 


Select your Reamers from 
the “‘Standard”’ Complete Family 


of rotary metal cutting tools. 


Quality Tools Since 188] 


Stanparp Toor (Jo. 


FACTORY BRANCHES IN: NEW YORK © DETROIT «© CHICAGO «¢ DALLAS *© SAN FRANCISCO. 


THE STANDARD LINE: [wist Drills - Reames - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 
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) 
4,000,000 “Door-Openers” 








ta 


a, 


at your Service 


Those doors being opened are the right ones, too. 
Behind many of them sit VIP’s of America’s top 
industrial product-using firms. They’re the men 
getting the message about Goodyear products 
dramatically told and retold by Goodyear’s big, 
four-color national advertising campaign. 


On the average of 4,000,000 advertising mes- 
sages—in Time, Business Week, Newsweek, U.S. 
News & World Report — go out month after 
month, year after year. They slip past recep- 
tionists and secretaries—right into the hands of 
decision-makers in firms you call on. 


What’s more, virtually every one of those ads 
is tied in—directly—to you. Ever since '44, their 
concluding paragraph has reminded readers that 
“It’s smart to do business with your Goodyear 
Distributor.” Even longer than that, there’s 


been the suggestion to “Look for him in the 


Yellow Pages .. 


Naturally, that prompts many a phone call to 
you. And even when it doesn’t, this kind of con- 
stant preselling of the men at the top has plenty 
to do with the reception you get from your con- 
tacts down the line. 

So it’s easy to see how Goodyear’s “‘distributors- 
come-first” campaign—unparalleled in the indus- 
try—can be of help to you. To find out how you 
can make the most of it, write: Goodyear, 
Industrial Products Division, Akron 16, Ohio 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 
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W-S COUPLETS 


eeeeeeeeoeoeo eeeeeeeeeeeee 


Connections Hm 





Economical 
and 
easy-to-install 






x Readily modified 
~~. for small diameter 
“~e"_ installation 





W-S Couplets are designed to function as universal outlet connections 
for tanks, process vessels and pipelines. They eliminate the need for large, 
expensive field inventories and costly delays in fabrication. 


On most tank, and large piping installations they are used 
as received. On those few applications where attachment 
is to be made to a small diameter pipe, the W-S Couplet 
is easily modified by contouring the welding end 
with an acetylene torch to mate with the 
curvature of the pipe. Couplets are 
made with extra length and heavy wall to permit 
contouring without detriment to the threaded 
or socket end. 


W-S Couplets are available in sizes %4” through 2”, 
with screw-end or socket-welding dimensions 
... also in a 90° elbow. f 


Send for Bulletin CP-1-57. Write to ima? 





bes (f 
W-S Fittings Division, H. K. Porter pent 
Company, Inc., P.O. Box 95, Roselle, N. J. hd » j 
TT | 


W-S FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 
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of 1957 than in the same period a 


vear ago. Demand has been only 
slightly higher than output during 
this period. The outlook for the 
remainder of the year is for rela 
tively little change im over-all re 
finery operations. Industrial produc 
tion in July-December will probably 
iverage close to the first-half rate, 
so the outlook for industrial fuels is 
no better than it has been in the 
first six months. It now looks as if 
refinery operations will top the rec 
ord of a year ago by about 3%. 

17. Despite a big inventory build 
up in the last half of 1956, paper 
output so far this year has just about 
kept pace with the volume produced 
in the first six months of 1956. In 
ventories have been reduced to nor 
mal levels when related to current 
sales. Output may be expected to 
pick up slightly in the second half 


of the vear. But onlv a slight gain 


1“o-2%) is expected now. 

18. Rubber manufacturers have 
increased output by 4% in the first 
half of 1957 
izo. The increase in over-all rub 


compared with a year 


ber production resulted because of 
1 10% gain in output of auto tires 
Production of truck tires was down 
vhile output of miscellaneous rub 
ber products held about even. Out 
put for the original auto equipment 
market and for 


was higher in the first six 


the replacement 
market 
months than in the comparable 


period of 1956 Ihe outlook for 
rubber 


hrioht 
i ait 


products output is_ still 
Output 


above a year ago 


should average 
ibout 5% 

19. Lumber production has run 
10° below the level of the first six 


months of 1956. The drop in the 
innual rate of housing starts from 
1.16 million in the first six months 
of 1956 to 950,000 in the first half 
of 1957 is the main reason for the 
substantial cut 


I lowever, 


in lumber output. 
lumber production. has 
held very steady during the first 
half. It will probably maintain an 


CONTINUED ON PAGE 22 











LO-CARB 


BRIGHT 


100 


COARSE 





FERRY CAP announces 





“Lo-Carbs™ | 
Flat Head 
Set Screws if lf Screws 


“Shinyland” 
Milled Studs 


Headless 
Set Screws 


NEW LABELS 





They'll soon be showing up on the packages you receive... 


an entirely new family of labels. 


Of modern design in gothic type, these labels are easily read and 
promote quick, positive identification of packaged products. 
They have a family resemblance—<ai/ of ‘em—quickly recogniz- 


able as Ferry Cap. 


A costly change but, we believe, well worth it. It's a part of 
our program of cooperation with distributors and users. 


—— 
Al COARSE 2|2 


White Background 


To facilitate identification, in the case 
of all products, the backgrounds of the 
blocks—imprinted with sizes, quanti- 
ties, etc.—are white for coarse threads 





VY "iss"| 2 


ee) 














Green Background 
and light green for fine threads. This 
imprinting is black for all products 
except for ‘‘Hi-Carbs’’ which has the 
imprinting in red. 


FERRY CAP 


2153 SCRANTON ROAD «+ CLEVELAND 13, OHIO 


Pioneers and recognized specialists, cold upset screw products since 1906 
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FULL DELTA LINE IN SHOWROOM—lorge corner showroom oat Lee 
displays the complete line of Delta tools, many of which are set up to 
operate for demonstration purposes. The Lees credit much of their 





TOP NOTCH ORDER DEPARTMENT—Six busy 
solesmen and on order department account for 
the large volume of orders processed through 
the Lee Supply and Tool Co. Sales territory 
includes Chicago and its suburbs and as far 
north as the Wisconsin border. Photo above is 
view of the general order department. 


DELTA raise 


Delta success to 


FAST, DEPENDABLE REPAIRS AND SERVICE—The 
lee dealership is strategically located near two 
major express highways offering easy access to the 


suburbs or for in-town deliveries. A 24 hour pick-up 
ond delivery service on machine repairs is rigidly 
adhered to—and has given the firm an excellent 
reputation for service. 


i) 
5). : 


{ 








d 








aad 






e separate Delta department which concentrates 
exclusively on selling and servicing the entire line. More disploy areca 
will be available when a 5,000 square foot addition is completed. 


Par | 


Soa + age 2 coe 







COMPLETE STOCK OF DELTA PARTS—lLee maintains 
ca comprehensive perpetual inventory of every part in 
the Delta line—and keeps them readily available. Pur- 
chasing agents find this a big asset, and the Lees hove 
built a profitable repeat business on parts. Above, 
Walter Voytovick (left) Lee salesman for the school 
market, finds a part for a potential customer. 

















our volume 20%” 


say Leonard and LeRoy Lee, owners, 
Lee Supply & Tool Co., Chicago, Ill. 





LEE BROTHERS CALLED “MEN IN MOTION”—Leoncrd Lee (left) 
and his brother LeRoy (right) have their “office” right out in the main 
order room. Servicing between 2500 and 3000 industrial accounts 
keeps them on the go—they are often referred to as “Men in Motion.” 





LEE EXHIBIT FEATURES DELTA—Backing up salesmen with local pro- 
motion, Lee prominently displayed Delta Power Tools at the Chicago 
Purchasing Agents Show. Full advantage was taken of the opportunity 
to describe and demonstrate Delta Quality features to thousands of 
potential customers. 





The Lee brothers credit addition of the 
Delta line with increasing their volume 
20% since they were awarded the dealer- 
ship three years ago. A leading industrial 
supply house serving metropolitan Chicago 
and its suburbs, the company is expanding 
steadily under a policy of fast, dependable 
service, sound selling principles and vig- 
orous merchandising techniques. To meet 
growing needs for display area and storage 
space, the Lees are currently adding 5,000 
square feet of floor space. 

“‘We feature Delta because we get 50% 
more profit on these quality machines than 
on our other mill supplies,’ says Leonard 
Lee, “and we’ve always considered Delta 
the last word in light machine tools. Delta 
has an excellent reputation--and it has 
opened doors for us we have never been 
able to crack before.” 


Separate Delta Department 


“A Delta department, staffed by a man- 
ager, order department and sales force 
entirely divorced from our other industrial 
lines enables us to concentrate on the 
Delta line and do a better job of servicing 
and selling it,”” adds LeRoy Lee. 

The continued growth and success of the 
Lee Supply and Tool Co., with Delta is 
typical of leading industrial distributors 
throughout the country. The reason: When 
Delta Quality is backed by dealer service 
of equally high quality, the result is bound 
to be growing sales and profits. Delta 
Power Tool Division, Rockwell Manufac- 
turing Company, 634F N. Lexington Ave., 
Pittsburgh 8, Pa. 


another product by 
ROCKWELL © 











JACKS for All Trades 





100-Ton Hydraulic 
Mode! 100B12 





Ratchet Lowering 
Model 2215SB 





Roller Bearing Journal 
Model 2510 


No matter who your customers are. . . 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
‘suDA WACKS 


WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
Chalmers Mfg. Co. This old, established, 
highly-reputable line of 145 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete . . . expertly selected to sup- 
ply the mass demands of the whole industrial 
market . . . capacities from 3 to 100 tons... 
closed heights from 634” to 38” . . . lift ranges 
from 1%" to 24”. This means every jack is a 
fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 
basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer the 








Hydraulic “Two Speed” 
25822 


Mode! 


Hydraulic “Hi-Speed” 


Model 8-9A 


aR 





iv 
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New SERVICE Policy 


Authorized Repair Stations 
strategically located through- 
out the nation carrying com- 
plete stocks of replacement 
parts. Prompt repair service. 


New DELIVERY Policy 


WEsTERN has built up an 
inventory of all models, all 
types. No matter how large 
an order is placed, deliveries 
will start immediately. 


New ADVERTISING 
Policy 


Hard-hitting, interest-pro- 
voking ads are scheduled in 
leading industry publications 
... Urging users to buy 
WestTERN Jacks from West- 
ERN Distributors. 


most attractive to buy from . 
able to represent. Here’s how: 


. the most profit- 


New SALES Policy 
New representatives have 
been appointed. Territories 
are set up so representa- 
tives can concentrate on 
proper servicing of selected 
distributors. 


New DESIGN Policy 
WESTERN has announced a 
100-ton hydraulic jack 
illustrated above. More jacks 
are on the drawing board 
others are being redesigned, 
refined, improved 


New PROMOTION 
Policy 

Direct mail pieces for dis- 
tributors to send to their cus- 
tomer lists... ample space 
for imprinting so distributors 
can tie-in with WeEsTERN’s 
national advertising. 


8012 


Member, American Supply and Machinery Manufacturers Assa., Inc. 


WESTERN 


INDUSTRIES 


INC. 


Formerly Western Railroad Supply Company 
Industrial Division—2400-2434 S. Ashland Ave., Chicago 8, lil. 
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even keel even though housing 
starts may inch up during the last 
half of 1957. 

20. Output of construction mate- 
rials—cement, glass, brick and gyp 
sum products—in the first-half ran 
2% below the first-half 1956 per 
The physical volume of 
from a veal 
construc 


formance. 
construction is off 4% 
ago, with nonresidential 
tion volume up 4% and residential 
building down 11%. During the 
next six months it is expected that 
manufacturers of construction mate 
rials will probably do slightly better 
than they did in the first half. 

21. Furniture manufacturers’ out 
put dropped 3% in the first six 
months of 1957. The demand for 
furniture this year has been weaker 
than a year ago. Fewer houses have 
been completed. And only a slight 
increase in the number of new of.- 
fices and stores has taken place. 
Both home completions and new 
offices and stores will be lower in 
the second half than in the frst 
half. 

22. Textile mill production is 
running 5% under a year ago. By 
vear-end some of the gap may be 
closed—but not all of it. Output of 
textiles will probably be down about 
3% for the year. 

Apparel production is running 
1% higher than a year ago. Con- 
sumers have purchased relatively 
larger quantities of apparel this year 
than in recent years. If real income 
gains take place in the last half of 
1957, apparel production and sales 
may be considerably better than in 
the first half. Thus apparel output 
is now expected to run about 2% 
higher than in 1956. 

24. Output of processed foods 
and beverages in the first half 
of 1957 ran about even with pro- 
duction in the first half of 1956. 
However, unusually bad weather— 
droughts, floods and tornadoes—over 
a large part of the agricultural area 
of the U.S. will mean slightly smal- 
ler crops for processing. 











Soe them Now ! . 


Indwstry’s 
MOST WANTED 
lime of 


GENERAL PURPOSE VALVES 


FOR PETROLEUM REFINERIES 
CHEMICAL PLANTS * POWER PLANTS 







Write for Supplement No. 1 
to Catalog F-9 
Address Dept. 24A-FC 


MOST WANTED — that’s right — because the and galling. That's why they are setting new 
standards of performance in steam, water, oil, or 
gas services at the recommended pressures and 
temperatures. 


G P line includes gate, globe, and angle type valves 


having seats faced with HAYNES STELLITE* alloy 
or other hard facing alloys for greater seat-wear 


resistance . . . at no extra cost! Get longer, drop-tight, service life with minimum 

maintenance by specifying Vogt G P Valves. Avail- 
Hard faced seats, in combination with precision able in a complete range of sizes from 14,” to 2” 
finished, selectively hardened discs and wedges give and rated 800 pounds at 850°F. and 2000 pounds 
these valves amazing resistance to erosion, corrosion at 100°F. 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Lovisville 1, Ky. 
SALES OFFICES: New York, Chicago, Cleveland, Dallas, Philadelphia, 
St. Lowis, Charleston, W. Va., Cincinnati, 


OROP FORGED STEEL 


VALVES 








*Trade-Mork of Union Carbide 
end Carbon Corporotion 
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CA TOOLS 


pliers 2 to 1 





SELL GTICA-- 


® 
4 rnsy CAD UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4, NEW YORK 


Hallmark of Quality since 7895 
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The took the oyporte ue [ 


FAMOUS BRAND NAME Most wanted name in pliers and other high-quality hand tools since 1895 
WORLD'S MOST COMPLETE LINE—- Pliers for every purpose. Over 160 different types from stock. “‘Specials 
designed for special needs. FINEST QUALITY — Utica pliers are drop-forged for rugged strength. Electroni 
induction hardened on wear surfaces for greater durability. FULLY GUARANTEED—FE very pair of Utica 
pliers that you sell is backed by Utica’s famous full guarantee. 
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At Adirondack, 
they let George do it... 
and George is doing very well 







Adirondack Foundries of Watervliet, N.Y., is a big outfit. And they've 


Bay State distributor George Shako of got a shop full of grinding equipment that gobbles up abrasive wheels 
Shako, Inc., Latham, N. Y., brings a wealth like a pack of hungry hound dogs 
of specialized knowledge to the solution of bis wate ¢ 
customers’ problems. Working closely with When Bay State distributor George Shako set out to sell Adiron- 
Westboro, be passes on to bis customers the dack, he had to prove that Bay State could solve the problems involved 


latest improvements in abrasive formulation in cleaning and finishing steel castings that weighed from one ounce to 
ten tons... and varied from hydraulic valve bodies and paper- mill rolls 
to railroad truck frames and artillery parts 


He also had to sell a Purchasing Agent with a solid 29 years of 
foundry experience . ..a man who knew his costs and materials inside out 
and wanted suppliers who could and would give him real service 


Result: Bay State became a regular Adirondack supplier . .. George 
Shako increased his overall sales volume by a healthy percentage and 
his business is still growing. The same combination of close plant- 
distributor cooperation and top quality products is paying off every day 
for Bay State distributors across the country. Write for full details. 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
Branch Offices and Warehouses: Bristol, Conn., Chicago, Cleveland, 
Detroit, Pittsburgh. Distributors: All principal cities. Bay State 
Abrasive Products Co. (Canada) Ltd., Brantford, Ontario. 
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Good Delivery on Electroplated Fasteners 


Any time your products call for electroplated fasteners 
—either bright-zinc-plated or cadmium-plated—get in 
touch with Bethlehem. 

Bethlehem electroplated fasteners have a smooth, 
good looking finish. They meet ASTM Specifications 
A 164-55 RS, LS and GS, and can be produced quickly 
in practically any size up to a maximum length of 30 in. 

We'll be pleased to furnish complete information 
about electroplated fasteners, whether you need a hand- 
ful or a carload. Just get in touch with the nearest 
Bethlehem office, or write to us at Bethlehem, Pa. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Stee! Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Your friend 
indeed 
when you’re 

in need... 


the man behind the 


Morse Designers... 
Morse Engineers... 


Morse Modernized 
Piant... 


Morse Master- 
Craftsmen... 


all backing up 


THE MORSE- 
FRANCHISED 
DISTRIBUTOR 


MORSE TWIST DRILL 
& MACHINE COMPANY 


New Bedford, Mass. 


A Division of VAN NORMAN INDUSTRIES, INC. 


Warehouses in 
New York, Chicago, Detroit, Dallas, San Francisco 
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COLD FINISHED BARS—supplied in rounds, squares, hexes and flats in all STEEL PIPE—for plumbing, heating, air conditioning and all other building 
standard ond special steel! analyses. and industrial uses, is available in a full line, in sizes you need, 


REPUBLIC 


Woldé Wideat- Range of, Standard Steels 
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olin Products build Better Pnoftta... sell 


EPUBLIC PLASTIC PIPE 


Plastic pipe profit opportunities grow greater 
every day, as increasing industrial, agricultural, 
and home applications are developed. You can 
take maximum advantage of this expanding 
market when you stock and sell Republic Plastic 
Pipe Products—a complete, high-quality line, 
backed by a nationally known and respected name. 
Three types of Republic Plastic Pipe are 
available in one-half to six-inch diameters to meet 
your customers’ requirements. These include FE 
(Flexible Polyethylene), SRK (Semi-Rigid Kra- 
lastic) and SRB (Semi-Rigid Butyrate). All are 
light in weight, easy to use, corrosion-resistant, 
non-toxic, and immune to electrolytic action. 
Republic FE is ideally suited to applications 
requiring flexibility and/or mobility. Can be cut 


rRmOFPIT 
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PASTENERS — over 20,000 types and sizes of 
standard bolts and nuts cre supplied in eye- 
catching, tough, non-smudging packages that 
make attractive self-selling displays. 


BU 


STEEL SHEETS—for wide variety of fabricating 
or repair applications. Available in ENDURO® 
Stainless Steel, Electro Paintiok®, Continuous 
Galvanized —steel or copper-steel base, Galvan- 


with ordinary hand saw or knife. Lengths are 
joined with insert-type fittings secured by stain- 
less steel clamps. 

Republic SRK provides strength and toughness 
to withstand applications subject to physical abuse 
Also offers excellent chemical resistance. Cut with 
an ordinary hand saw, it is joined by fast-setting, 
solvent-welded sleeve fittings. 

Republic SRB with its exceptionally smooth, 
non-clogging surfaces, solves many fluid-line 
requirements. Cutting and joining are similar to 
methods used with Republic SRK. 

Get the full story on profit-building, Republic 
Plastic Pipe Products. Simply contact your local 
Republic representative, or mail coupon for 
illustrated literature. 


iLtestnt es, ta 


ao 


ow ae ee | oe 


nealed—steel or copper-stee! base. 


REPUBLIC STEEL CORPORATION 
Dept. C-4231 
3156 East 45th Street, Cleveland 27, Ohio 


Please send more information on: 
O Plastic Pipe O Bolts and Nuts 


? ar vs a ae Vt 
WIRE NALS AND STAPLES —c complete line for 
every industrial use. Also ideally suited to and 
accepted by the building trades. Made from 
steel wire specially produced for nail manufacture 


STEEL 


ant Stack Product 


0 Cold Finished Bars ©) Steel Sheets 
0 Steel Pipe O) Nails and Staples 


 — 
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Company 


Address 
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The right insulation 
for every job 


and service when you need it 


There are big orders waiting for distributors who sell 
K&M insulations. Many plant engineers who want the 
best in low- and high-pressure insulations insist on K&M. 

Throughout the country distributors find K&M insu- 
lations are “‘right”’ for them. They like the completeness 
of the line, the national advertising, the quick factory 
service, and the prompt delivery. 

Write to us today for complete information on the 
K&M line. 





en ge ee 
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At Buffalo Municipal Airport, Cheektowaga, N. Y., boilers, equip 
ment, and steam lines are insulated with K&M ‘“‘Featherweight’’® 
85% Magnesia; hot water and return lines insulated with K&M 
Air Cell Pipe Covering. Heating Contractor: G. A. Dyce; Insulation 
Contractor: E. J. Eddy, Inc.; both of Buffalo, N. Y. 


BEST IN ASBESTOS 


KEASBEY & MATTISON COMPANY + AMBLER + PENNSYLVANIA 
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N E W! Profit with another 
Campbell Chain EXC/usive! § 


Blue Temper 


PRE-CUT, PACKAGED CHAIN 


*% 3/16", 1/4", 5/16", 3/8” Proof Coil Chain... in lengths of 10’, 
15’, 20’, 50’ or 100’ . . . in attractive self-service packages. 


* Instantly identified by the rich blue color . . . tempered right 
into the chain itself. 


Now, for the first time, you can offer your customers the convenience 
of pre-cut, pre-packaged chain that stays clean and stores easily 
And, “Blue Temper” provides instant brand identification— you and 
your customers always know it’s Campbell "Blue Temper’ Chain. 
Start selling chain the modern way ... write for complete information. 


Available only from Campbell. 


York, Pa.—W. Burlington, lowa— Portland, Ore.— Sacramento, Calif.—E. Cambridge, Mass. 





Easiest fastest way to kill fire... 


KIDDE’S NEW DRY CHEMICAL EXTINGUISHER 


CENTER: LARGE HANDLE 


BALANCED __ Ni FOR GLOVED HAND 
/ 


SPEEDY | oe 
al 4 AUTOMATIC 
Get TRIGceR-LOCK 





Here — from Kidde — is the newest, the fastest, the easiest- 
to-operate dry chemical fire extinguisher! 

Look at the extra large, aluminum handle and trigger—even 
a gloved hand fits comfortably with room to spare. Pick the 
unit up — it hangs straight — no awkward angle to throw you 
off balance. 

If fire strikes, follow the simple directions: “Remove Horn” 
— automatically the trigger safety lock is released — “Pull 
Trigger” — instantly a cloud of fire-killing dry chemical 
whooshes out of the nozzle and fire’s out! With this unit, 
designed by Kidde engineers working with Henry Dreyfuss 
personnel, you don’t have to be a trained fireman to get 
perfect results. 

Built for a lifetime of use, the handsome new 20 and 30 
pound Kidde dry chemical extinguishers have top ratings 
from Underwriters’ Laboratories, require only 50 psi 
charging pressure. The rugged pressure gauge is recessed in 
handle for maximum protection. Tells at a glance if the unit 
is ready for use. 

Available nationally through Kidde’s sales and service 
organization. Write Kidde today for the name of nearest 
distributor. 


MECHANISM RECESSED 


ENCLOSED AND PRESSURE 
PROTECTED GAUGE; SHOWS 


; IF UNIT IS 
SIMPLE _— CHARGED 
INSTRUCTIONS 





. RUGGED 
’ DIFFUSER 
STABLE BASE——= HORN 


Kidde © 


Walter Kidde & Company, Inc. 
822 Main Street, Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd., Montreal — Toronto 
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Rig up with Tiger Brand Wire Rope 


Users in every field report LOW OPERATING COSTS 


Tiger Brand Wire Rope is the first 
choice in all fields because it’s made to 
unvarying quality standards. It pos- 
sesses strength, toughness and flexibility 
in the right combination to stand up 
tirelessly under long, hard service. 

Its Excellay Preformed construction 
makes it easy to handle . . . quick to in- 
stall. It requires shorter breaking-in 
period . . . has less tendency to loop, 


kink or whip . . . it hugs sheaves and 
drums at all speeds. And it offers the 
highest resistance to bending fatigue 

You can depend on Tiger Brand to 
help reduce operating costs . . . to doa 
more efficient job in any service calling 
for quality in wire rope. That’s why 
there’s more Tiger Brand in use than 
any other make. Call us today for any 
type of wire rope you need. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


OMITED STATES STEEL EXPORT COMPANY, HEW YORE 


USS AMERICAN TIGER BRAND WIRE ROPE 


Lxcelliy Cleformed 
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YOU GET more* WHEN 
YOU BUY BEARINGS FROM YOUR 








YOU CAN DEPEND ON BUNTING, the Bunting 
distributor and on Bunting Stock Bronze 
Bearings and Bars. The very highest 
standards of metallurgical and 
manufacturing processes assure uniform high 
quality in Bunting Cast Bronze and 
Bunting Sintered Powdered Oil-filled Bronze 
Bearings and Bars. Bunting distributors are 
the leading responsible distributors in their 
respective areas. They carry ample stocks 


at all times. 


Your Bunting distributor is listed in the classified section of 
your telephone directory usually under Bars— Bronze, 
and Bearings—Bronze. Two modern Bunting factories 
and eleven Bunting Branch Warehouses expedite 


distribution in all areas. Write, or ask for catalogs giving 






| Simplified standardized size listing 
including all ASTM sizes—an exclusive 
Bunting feature, 


complete dimensional listings and technical data. 






BUSHINGS, BEARINGS, 


Ta ntic BARS AND SPECIAL PARTS 
This advertisement appears in: OF CAST BRONZE AND 


Purchasing News POWDERED METAL. 


lron Age @ Mill & Factory 
Machinery ¢ Modern Machine Shop 
Southern Power & Industry @ Steel The Bunting Brass and Bronze Company @ Toledo 1, Ohio © Branches in Principal Cities 
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Get your customers 
STEAMED UP 
about snow melting! 





Here’s a hot solution to a chilly problem: A Spanc 
CW Steel Pipe automatic snow melting system! 

There’s nothing like making your plans now to sell 
a lot of Spanc CW Steel Pipe snow melting systems in 
your area—and getting them installed during the early 
autumn ahead of the bad weather. 

There are plenty of good reasons why your customers 
need snow melting systems—easy access to store sales 
rooms or loading docks regardless of weather 
elimination of expensive snow-removal equipment and 
chemicals . . . accident reduction . . . goodwill build- 


ing... savings in time and money, 


COLD FACTS ABOUT SPANG PIPE 

There are plenty of good reasons, too, for using SPaNnc 
Pipe. Because it is carefully controlled during manu- 
facturing, Spanc CW Steel Pipe is uniform, easy to 
cut, bend, thread and weld. Installations are made 
quickly, costs are kept low. Thorough inspection and 
testing before shipment mean you get only top-quality 
pipe, ideal for snow melting installations. This means 


profits for you! 


WARM UP YOUR PROSPECTS with a 
copy of the free booklet entitled “Snow Melting 
Systems.’ Your regional Spanc Sales Office can obtain 
them for you. Order as many as you can us« use 


as many as you order. Start selling now! 


R 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPARY 


CW STEEL Pi PE General Sales Offices 
Two Gotewoy Center, Pittsburgh, Pa 
i District Soles Offices: Atlante, Boston, Detroit, Houston, New York, 

Philadelphia, Pittsburgh, Son Francisco, St. Lovis 
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Note the unique pattern of narrow chip break- 
ers created by steep-angled serrations. This 
maximum cutting surface design gives fast, deep 
penetration on all metals. 


This is a close-up (enlarged) of the most 
efficient All-Purpose Machinist's file your 
customers can use. Show it now to every 
customer who files metol. 


t 1957, Nicholson File Company 
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The Magicut comes in Flat, 
Half Round and Square shapes. 


Nicholson announces the new 


MAGICUT ALL-PURPOSE MACHINIST’S FILE 


with exclusive Penetrating Planer Type Teeth that rough—then smooth all metals in one stroke! 


When it comes to file news, it's Nicholson that makes 
it! The news now is of the Magicut—a great new file 
and a great new sales opportunity for you. 


The All-Purpose Magicut has a new kind of teeth 
—Penetrating Planer Type—to rough and smooth all 
industrial metals in one operation. This new tooth 
structure is super-efficient. 


Your customers will like the exceptional versatility 
of the Magicut. They can use it on dense metals like 
brass and bronze...on other metals like annealed 
tool steel and malleable iron. The Magicut is an All- 
Purpose Machinist's file for every metal from soft 


aluminum and lead to stainless steel. Created by 
Nicholson researchers, made by Nicholson craftsmen, 
sold in Nichoison or Black Diamond brands only by 
leading Industrial Distributors. The Magicut is the 
most exciting file news in years. Have your salesmen 
demonstrate it—and they'll get orders! 


We're announcing this great new file to your cus- 
tomers in September issues of Iron Age, Steel, Pur- 
chasing, Purchasing News, Tooling and Production, 
American Machinist, Modern Machine Shop, Machine 
and Tool Blue Book and Mill and Factory. Have your 
sales force tie in! 


Always recommend Nicholson or Black Diamond files 


NICHOLSON FILE COMPANY, 42 ACORN ST., PROVIDENCE, R. I. 


(in Canada: Nichetson File Company of Canada Lt¢.. Port Hope, Ontario) 
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With the Gates Franchise — 


“a 287% increase in just 20 months’ 


Some 20 months ago, Roger Arnold’s long established company at" 
Buffalo, New York, became a full-line distributor for Gates V-Belts, indus- 


trial hose, and other rubber products. 
President Arnold’s comments are interesting: 


“Frankly, we gave the matter of changing lines very thorough study. One 


of the important considerations was Gates’ offer of substantial sales help both 


within our own organization and in the field. 


“I am glad to report that Gates has fulfilled every promise of sales and 


field assistance. In fact, the cooperation has been even greater than we expected. 
“In 20 months our sales of V- Belts and industrial hose have increased 
tremendously. This increase is right at 287%.” 
* * 7 7 * 


Buffalo Rubber is one of the many distributors who know — 


the Gates franchise is the key to LPyY 


increased prestige, progress and profit 


THE GATES RUBBER C0. Denver, Colorado - World’s Largest Maker of V-Belts 
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Here's How KENNEDY Construction Means 
Easier Operation and Longer Valve Life... 





Fig. 427. 
125-lb. S.W.”. Bronze Gate Valve. 


These additional advantages make KENNEDY your best valve buy... 


The solid wedge disc movement is ac- 
curately guided by ears machined on the 
disc. This prevents contact with seating 
surfaces until the valve is almost closed. 


Bonnet Hex is extra large and located close 
to the face joint where it screws into the 
body. This makes the valve more rigid and 
still permits easy removal if it is necessary 
for clearance in close installations. 


The outside diameter of the bonnet has 





been set back from the outside diameter of 
the body at the bonnet-body joint. Marring. 
burring or indenting caused by handling or 
rugged use will never interfere with a tight 
body-bonnet joint. 


These are only a few of the many Exclusive 
Kennedy Valve features that make them 
your best Valve buy for new installations 
or for lasting replacements. Always specify 


KENNEDY VALVES! 


@ WRITE TODAY FOR COMPLETE DETAILS 


| KENNEDY VALVE orc. co.— 


1608 EAST WATER STREET, 
VALVES * PIPE FITTINGS + FIRE HYDRANTS 


e@ OFFICE AND WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO, ATLANTA © SALES REPRESENTATIVES IN PRINCIPAL CITIES> 


ELMIRA, NEW YORK 
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BUT 


WOULDN'T YOU RATHER HAVE THE 
LATEST TECHNICAL ADVANCE? 


0 «<.- 


Flat H 
cuts tool making costs 4 ways: Pall! Ni pA Ctep 


A great new addition to Heller’s famous tool line — “Job Tempered” Flat Ground Die Steel 
— offers solid, cost-cutting advantages to users in four specific ways: 


1. Over 1300 standard stock sizes available provide of this high grade alloy steel saves time in making 
the right size for the job — minimum waste in the actual tool. 


cutting to size — maximum utilization of each piece. ; 

4. Easy to heat-treat. Wide hardening ranges make 
2. Requires no pre-finishing. Tool patterns may be heat treating non-critical. Simple instructions on 
laid out directly on its super-smooth 25-35 micro- every package show how to “Job Temper” the tool 
inch surface. to get maximum service life and performance on 
3. Easy to machine. Spheroidize annealed structure the job. 


You get extra assurance that “Job Tempered” Die Steel is right because the analysis has 
been checked and recommended by leading consulting metallurgists. All these advantages add 
up to real cost-savings in making tools . . . and maximum tool performance under the 
toughest service conditions. 











Look how Heller 
helps you sell... 


Heller Distributors get real money-making ad- 
vantages to back them up — 
FULL SIZE RANGE... over 1300 stock sizes in oil and 
air hardening types — minimize the need for “spe- 
cials.” You offer the right size for the job. A nearby POWERFUL MERCHANDISING . .. A complete packag 


Heller warehouse backs up your own stock... fast. of outstanding promotional material goes 1 
for you... direct mail programs, wall 


THE MOST SALEABLE DIE STEEL in the field .. . the 
only one whose analysis has been checked and ap- 


proved by leading consulting metallurgists! And 
it’s versatile . . . tool makers and others find an SOLID DISTRIBUTOR BACK-UP — Heller sells 


memo books, remembrance pieces .. . all 
to help you get business. 


| 
amazing variety of uses ... you have a potential through distributors and labels this policy in every 
sale on nearly every call a real bread and butter advertisement. 
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POWERFUL ADVERTISING .. . Heller’s big, dynamic 


. rartiaina a reaches 2 ir st ‘O8} te : : age 
advertising program reaches your best prospects Simplify your selling job by stocking thes 


7 ] 7 ; 


HELLER TOOL CO America's Oldest File Manufacturer 
Newcomerstown, Ohio A subsidiary of Simonds Sow and Steel Co 


and customers with a consistent, impressive pro- 
gram in the most widely read metal working pub- 
lications. 


} 
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the analysis 
recommended 

by leading 

consulting metallurgists 





SOLD EXCLUSIVELY THROUGH 
/ Peller 


“YOUR OUTSIDE TOOL ROOM’ 


Helle, A Ze~ne” Tools 
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Who doesn’t? The cost of materials nowadays demands 
that practical architects and plumbing and heating con- 
tractors get the most for their money every time they 
buy. That’s why so many of them consistently specify 
National Pipe for their heating and plumbing needs. 
They know that National Steel Pipe offers the greatest 
service per dollar of cost for all-round use in all types of 
building and industrial applications. 


For the minimum number of dollars you invest in 
National Pipe, you receive the very maximum in 
strength, durability and ease of installation. Get in touch 
with your local National Pipe Distributor. He will give 
you prompt, efficient service. 


thle =a 
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HERE ARE SOME OF THE “BUILT-IN” ADVANTAGES 

THAT MAKE NATIONAL PIPE THE LARGEST SELLING 

PIPE IN THE WORLD: 

1. It is completely uniform in metallic structure, ductility, 
strength, corrosion resistance, surface finish, wall thickness 
and diameter 

2. it threads and cuts easily due to the consistent quality of 
the metal. Slag inclusions, laminations, and blisters are elimi- 
nated. The steel cuts clean — retains its characteristic 
strength even in the lightest part of the smallest thread. 

3. it coils and bends well because it possesses the full meas- 
ure of strength and ductility needed for smooth shaping. With 
National Pipe you can estimate time, labor and material 
closely without worrying about excessive loss 

4. it makes sound, permanent joints, both welded and coupled. 
The uniformity and accuracy in manufacturing have made 
unequalled pipe jointing records for National Pipe 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 
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LAMSON 
NUTS... 


to match the 


DEPENDABILITY 
of LAMSON BOLTS 


The perfect teammate for a Lamson Bolt is a 








Lamson Nut. 

Because they come from the same family, and 
are manufactured to the same quality standards, 
Lamson Nuts and Bolts make the perfect holding 
combination. A COMPLETE range of sizes and 
types are in stock ready for immediate delivery. 

For assured quality and fit that pleases custom- 


ers, stock and sell Lamson Nuts. 


— oa iii 


VO7T\ WEST 85 ih STREET « CLEVELAND 2, OMI - PLANTS AT CUEVELANND BMD WERE, GH 
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FOR HEINEMANN SAWS- 


how 
HEINEMANN 
does it! 


Saw blades are taken rough 
ground from surface grinders. 
They are placed on the 
magnetic rotating plate. The 
Brightboy Wheel oscillates back 
and forth across the surface 

of the saw. 


“a mirror-like BRIGHTBOY Finish, 


unobtainable by any other form of polishing” 


The FINISHING Touch 
Your Customers Will Appreciate 


“The eye-appeal provided by Brightboy’s unique working 
action pls part in the sale of our saws”, 
says Mr. Williar einemann of the nationally-known Heine 
Ohio ‘It produces the 

t the skill of our craft 


aterials which assure outsts 


g service and satistactior 


For a Wide Variety of Metal Working 


BEFORE AFTER 
Including Manufacture & Maintenance of Tools: 


Heinemann Saw before and after Brightboy polish 


A Single-Step BURRING, FINISHING, CLEANING, POLISHING OPERATION 


Alert dealers and salesmen are reaping rapidly increasing profits and building substantial 


repeat business by explaining the versatility of multi-use Brightboy to their customers 


action of RUBBER and ABRASIVE 


Brightboy’s unique, time-saving 4-in-1 ¢ 
entirely new, wider concept of abrasives applications. A Brightboy finish 


stitutes the final polish 


Readily Available: A WIDE RANGE OF 
STOCK BRIGHTBOY SHAPES, SIZES & TEXTURES 


Wheels, sticks, rods and blocks for machine and manual operations 
Carbide and Aluminum Oxide grains from extra fine to extra coarse. Soft, fi 
rubber binders. 

Write today for catalog, prices and attractive dealer proposition on nationally-know 


notionally-demanded, nationaliy-advertised Brightboy Rubber-Cushioned Abrasives 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Nework 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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For sawing wire-braid pressure Industriol hard chrome cones 


Bends hard or soft tubing. Open © Spare cutting wheel now in- 
tubing. Assures now furnished on Imperial flar- 


side design. Forms neat, accurate cluded at no extra cost with hose or metal 
bend any angle up to 180 this tube cutter! Fits behind re squore, clean cuts. Minimum wear 
No. 364-FH tractable reamer. Instantly avail on hacksaw blade due to special e 
Sizes g to able. Cutter has free-wheeling gripper. Extro-tight slide-to/size for 45°, 37° and uble flares 
Individual ball-bearing action. No. 274-F clamping. For ~ to 1 OD No. 300-F for 

Hi-Duty tube cutter for '¢ to 1 hose or tubing. No. 384-F bolls 437-F for 37° flare 
0.D tubing. to bench or clamps in a vise. P 6 2 und 


Sell Imperial... the industry’s most complete line 
of tube working tools with more work-saving features 


If it’s first with all the improved features your num, steel or stainless steel your customers 
customers want .. . it’s Imperiai! That’s a mat- profit from greater accuracy, speed, ease — better 
ter of record as shown by the examples above. craftsmanship on every type of job. And the 

No matter what the tubing — copper, alumi- word gets around, builds extra sales for you 


ing tools. No extra cost! Smooth 


flores, up to 55 easier! Types 


,VU. 


Get complete details from your IMPERIAL representative and write 
for Catalog 3011. Profit from years-chead IMPERIAL tubing tools! 


a we 

oy 
~\ A 

0 " “ S z 


No. 500-F and No. No. 140-F Test Ne. 206-F — No. 400-F flares No. 270-F Gear No. 260-F tube 

507-F Rol-Air flaring lug — for clos- Adjust-o-matic, stainless stee type bender bender combine 

tools for 45° and 37° ing end of tube slide-to-size tube titonium ther bends any type tion for 7 sizes 

flares. temporarily. Pres- cutter. For 34" to metal tubing to of tubing Ve to %" O.D 
sures to 100 Ibs 24" 0.0. Tubing AN stondords 


THE IMPERIAL BRASS MFG. CO. 


511 S. Racine Ave., Chicago 7, Ill 
In Canada: 334 Laver Av Toronto, Ccnada 
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More Striking Power 


e speeds work 


improves safety 


e saves money 


HIDE 


AMMERS 


New! NYLON FACES 
available for all 
C/R HAMMERS! 


Change faces 


in seconds The new C/R Nylon 


Faces are interchange 

able with Rawhide Faces 

and can be used in all 

C/R Hammers. They have 

/ : : two specific advantages 

handle ! longer service life and 

> unusual resistance to 

d \ reatd iy heat, oils, moisture and 

wedges. 4 most acids. When these 

: 7 / factors are present, we 

SAFER STRIKING POWER! ~~ 5 recommend that you spec- 

C/R Jawhead Hammers are safety-engineered ify C/R Nylon Faces. 

to protect both the worker and his work. The Buy C/R Jawhead 
Rawhide Faces will not spark, crack or chip. Hammers and Faces 
, ‘ . : " from your local indus- 
They will not transmit sting or vibration and aid canbe: oo @ 
will not break, mar or mark finished surfaces, ectte Gar thle Wnstinted 


machine tools, dies or parts. folder 


wedge i y-tnrust iron 


HAMMER § DIVISION 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
1217 Elston Avenue Chicago 22, Illinois 


In Canada: Distributed by Chicago Rawhide Mfg. Co. of Canada lLtd., 


Hamilton, Ont. R AW H I D 1 > 


Export Sales: Geon International Corp., Great Neck, New York 
1239 Elston Avenue Chicago 22, Illinois 
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WHEN YOU SELL 


Performance-Rated 
MOTORS 


you're free to sell 
your 


entire 
market 











When you're on the trail to new and bigger sales, you 
never have to lose an order because you're calling on 
the wrong companies. In your Century contract, 
there are no exclusions as to type of motors or 


type of motor users you may sell. 


You are your own man, free to cash in on all the 
sales opportunities you create—and with Century 
acceptance and Century quality, that’s a lot 


of opportunities! 


If you’re not a Century Distributor at this time, 
find out the facts now. Contact your nearby 


Century District Sales Office or write direct. 


Performance-R ated 


MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. « St. Lovis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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But all of them can count on 


the same man 


the 
"4 5 5 oo] Fei ieleonks 
DISTRIBUTOR 


f£ 
j 
t 


SMALL RESET COUNTER 


A compact, rugged reset counter for moderate 
duty in parts inspection, quality control, con- 
veyors, machine tools, light presses, etc. 
Dimensions: 1%” long, 1'%4”" high, 16" wide. 
Speed: Up to 1000 counts per minute. 


Automobile or jewelry maker, both of them and 
all other types of manufacturers count on the 
same man to solve their industrial counting problems. 


That man is the Veeder-Root Distributor. And he’s sitting 
pretty .. . right on top of the most complete line of top quality 
counters for mechanical and electrical application on every 
type of production machine and process. And this line is 
distinctively, colorfully packaged . . . easy to identify, 

stock and handle . . . easy to sell and make money on. 


Have you seen the Veeder-Root “‘package deal’’? If not, just 
write on your letterhead to D. G. Dresser, Veeder-Root Inc., 
Hartford 2, Connecticut. 


RESET MAGNETIC COUNTER 


BOX-TYPE RESET COUNTER 


For punch press installations, conveyors, metal- 
working equipment, die casting, plastic-molding, 
rivet, spring and wire machining, or any installa- 
tion requiring a heavy duty counter 

Dimensions: 4%” long, 252” high, 3%” wide. 
Speed: 500 counts per minute. 








For quick spot-checks of production or per- 
formance. 

Dimensions: 11744” long (to end of reset knob), 
1%” deep, 2” high. 

Counts one for each depression of the thumb 
lever, and resets to zero by a turn of the knob. 


Everyone can count on 


VEEDER-ROOT 


| CLUTCH SPEED COUNTER 


oe 


oe 


For checking to make sure that the machine is op- 
erating at the required R.P.M. 

Dimensions: 3%” long, 4” max. diameter. Non- 
Reset. 

Internal clutch operates counter only when rubber 
tip is pressed against the shaft. 


For remote indication of machine 
operation from plant to office. 
Dimensions: 3'545” long, 244” high, 
1%” wide. 

Speed: Up to 1000 counts per 
minute. 

Coils: 1 1O0V-AC are standard. Other 
voltages are available. Panel 
mounting feature also available. 





SEE ES 6 Pap Ts. 


Hartford, Conn. « Greenville, S. C. 
Chicago * New York « Los Angeles 
San Francisco * Montreal 
Offices and Agents in Principal Cities 


"The Name that Counts” 
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quality proved 


POWELL VALVES 


FIG. 150—Bronze Globe Valve 
150 Pounds W.S.P. Inside scre 
rising stem, union bonnet, rene 


composition dis 


FIG 500 Bronze vale Vaive 1 
125 Pounds W.S.P. Inside scre 


rising stem, screwed 


for dependable flow control 


Consult your Powell Valve distributor for full facts about quality proved bronze, iron, steel and 


corrosion-resistant valves. For every flow control problem—there is a Powell Valve to solve it 
THE WM. POWELL COMPANY, CINCINNAT! 22, On10... 1ith YVEAR 
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FREE FROM CARBON RESIDUE AFTER 72 HOURS AT 300° F. To determine carbon residue 
under heat, researchers poured No. 49 Light and a typical competing oil into watchglasses 
and subjected them to 300°F for 72 hours in a thermostatically controlled oven. Keystone 
No. 49 Light (at right) emerged without a trace of carbon residue. The competing oil (left) 


was almost completely carbonized. 


Facts to help you sell Keystone high temperature lubricants 





Keystone 49 Light outlaws oil carbon deposits . . . 
saves 66% of maintenance— 60% of oil consumed 


Here’s another report on a Keystone Specialized 
Lubricant that will increase production and 
lower costs for your customers. Use it in your 
selling, for such lubricant performance will help 
you win new customers and keep them sold. 


On machines operating at high temperatures, 
carbon deposits are practically eliminated when 
Keystone 49 Light lubricant goes to work. 


Reason is that 49 Light resists oxidation, sludg- 
ing and breakdown—prime causes of carbon, 
friction and scoring, and costly mechanical in- 
efficiency. Severelaboratory and in-service tests 
prove that 49 Light saves up to 66% of mainte- 
nance costs and 60% in lubricant consumption. 


KEYSTONE LUBRICATING COMPANY . 21st and Lippincott Streets * 


Keystone 49 Light was developed primarily 
for air compressor use. But its low carbon 
content and anti-gumming features make it a 
superior lubricant for such applications as: (1) 
ring bearings in electric motors, (2) multiple 
plate friction clutches, (3) plastic molding heat 
transfer systems, (4) drying oven conveyor 
chains, and (5) textile tenter frames. In such 
service, 49 Light has demonstrated up to 500% 
longer usability. 


Technical Bulletin No. 51 contains complete 


information and specifications on 
Keystone 49 Light. It will pay Kersrov 
you to review your copy now and 


be ready toanswer inquiries Tanne eanne 
developed by Keystone trade 
journal advertising. 


SPECIALIZED 
LUBRICANTS 


Philadelphia 32, Penna. * Established 1884 
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Wow Simonds CT alalelialo Mme, Aal-1-) 1 
SHIPPED ON PALLETS 


Tels 


(Ts 
Sauny? 


EASIER ACCESS 








SPACE 


SAVING 
NO MESSY 


UNCRATING 


b 3 


HULL 


A 
i 


EASY HANDLING 





Specially designed to save stockroom space and 


minimize handling! That's the idea of these new packages Ss] M ‘@) | 'D) S 


for Simonds Grinding Wheels. The wheels are stacked or | ABRASIVE CoO.| 
racked on pallets and securely held by steel straps. —_— oe 
Easily handled by fork-lift or hand pallet truck. 


Besides being ideal for your big volume customers, 7 lad t he Dd 1 N G es 
these palletized packages can be broken down into units WH EELS ; 


for your smaller sales. Another reason why it pays 


to carry Simonds Grinding Wheels. 








SIMONDS ABRASIVE COMPANY Kor Pe ti 


Tacony & Fraley Sts., Philadelphia 37, Pa. ' Dp”, 
Call 


supe'y y 
DIVISION OF SIMONDS SAW AND STEEL CO. — Q” Servicé 
BRANCHES: PHILADELPHIA + CHICAGO + DETROIT + LOS ANGELES + SAN FRANCISCO + PORTLAND, ORE. : 
SIMONDS NISTRIRIUTOAR 





yse nO.2 pencil onLy, 


sToL COM 


THE BRIS'\* 
Wate Re 


7 yy if 


Ait 


And, cuts distributor paperwork up to 26 times! 

There’s no typing to do, no pricing. 

Big reason for this outstanding time and work saver 
is the new, prepriced Bristoi E-Z purchase-order-invoice 
form. Just fijl in the blanks using an ordinary lead pen- 
cil. Net prices per hundred are printed right on the 
form. No looking up prices. No complicated discounts to 
figure. Mail. Your paperwork time can be cut from as much 
as 80 minutes to about 3 minutes—a 26-fold reduction! 

When your order reaches Bristol, we make fast photo- 
copies of your order—takes only 3 minutes to produce 
acknowledgement, packing list, invoice, ete., and route 
to the proper departments. Your order is on its way in 


+5 
oat 


ie 





yr¥ 20 CONN 


pacstaus 
PANY . 
u. SA . 
vn: " eae SCREWS 
® 3° A on r wead cA 2% 
HEX ea tt STEEL 


Z Laos 
omy FOR paceace & 


Now Bristol Socket Screw Division... 


Ships your urgent orders in one day or less 





one day or less if you request it. 

And that’s not all: There’s no need for you to check 
invoice, acknowledgement or packing list against order. 
The camera doesn’t make mistakes! 

Just one way Bristol’s advanced business methods 
help the distributor. You can add: New individual pack- 
aging—even for bulk orders. New, simplified labeling. 
New, speedy phone and TWX service—answers your 
questions in seconds! These are just a few of the big 
new features aimed at making life easier and more prof- 
itable than ever for the Bristol socket screw distributor. 

P.S. A few localities are still open for distributorships. 
Write A732 


for infurmation. 


THE 


BRISTOL 


COMPANY 
SOCKET SCREW DIVISION 
WATERBURY 20, CONN. 
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STEEL PIPE... vital arteries for modern living 


itv. J&L contr 


Steel pipe is one of the most important of highest serviceab 
metal products in our daily lives. Modern ll the way from raw materials 
comforts and conveniences in the hom« through 
depend on pipe. In industrial life, pipe is you need superior pipe 
the arterial system for the lifeblood of service, call your nearby J&L « 

tor. Or write to the Jones & Laug! 


the finishing n s W heneve1 


and dependable 


power and energy. 
Jones & Laughlin is one of the world’s Steel Corporation, Dept 
Pitt 


principal suppliers of tubular products Center, sburgh 30 
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Get more sales 
from your 
territory with 


Thermoid 


- narct 
| prospec 


Thermoid 

( onvevol 

Belts 
Industrial 
products 


or re} 


WHAT'S MORE Thermoid helps 
. 1 
vs. First with consistent 
of Thermoid product 
rines read by your customers and pros 
nd with a staff of experienced field 
idy to give vou technical sales 


yn special problems 





Get in touch with Thermoid. You'll soon 
see how Thermoid can help you get more 
sales from your territory. Thermoid Company 
Trenton, New Jersey 
Nephi, Utah 








BARNES 
BLADES 


HAND HACK SAWS 
ROCKET 
BAND SAWS RED ARROW 


POWER HACK SAWS ARC-LINE RAKER BARNES TUNGSTEN 
ROCKET ARC-LINE WAVY STANDARD FLEXIBLE 


SERVICE SKIP TOOTH STANDARD "600" 
RED ARROW HOOK TOOTH SPECIAL UNBREAKABLE 


THE BARNES HANDBOOK 
OF METAL SAWING 


The Barnes line gives distributors a blade for 


every production cutting application. 


The Barnes distributor sales policy gives 
Barnes distributors high quality products 


they can sell at a more than average gross 

. . a guide to production saw- 
ing. It tells how to select and 
use saw blades for maximum 


profit 


results. 


w. 0. BARNES co., inc. <a> 


1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 
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STANDARD GEARING 
that meets SPECIAL needs available from 


Foote Bros. has pre-engineered an 
extremely broad range of gears to 
form an almost complete variety 
of ratios, capacities, center-distances and 
sizes to meet specific requirements. 
Manufactured to strictest quality 
standards, you'll find Foote Bros. open 
gearing the solution to availability 
and cost problems. See Foote Bros. 
for all your gearing needs. And 
they're completely cataloged... 





FOOTE BROS. Duti-Rated 
Lifetime Gearing 





Here’s greater capacity in less space! Longer life 
Duti-Rated gears are specially heot-treated for in 
creased tooth surface hardness and produced to high 
yet can be ordered from stock 


BACKING 
THE DISTRIBUTOR 
.. ads like this 
in leading trade publications 


precision tolerances 
to meet special gearing specificotions! Send for the 
Duti-Rated manual for complete information and tech- 
nical data on the standardized styles and sizes avail- 
able ask for Manual DR-2 


FOor, eno® 


iw mo 
Pviee oso" 


For 


J 


This Trademark Stands for the ‘am } finest Industrial Gearing made. 
: Out ala 
\ UFETINE Gtanmeg 5 
peo J 


— 


FOOTE BROS 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Bivd., Chicago 9, Ill. 
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FOOTE BROS. 
Worm Gear Sets 


Standardization and Quantity produc- 
tion—by Foote Bros.—make this line of 
quality standard and special worm gear 
sets possible. These are the same worm 
gear sets used in Foote Bros. famous Hy 
grade Drives, now made available for 
special operating and service condi 
tions. Write today for this complete 
catalog of ratings and dimensional 
data. Ask for Manual SW-1. 











rugged cutting... 





POWER HACK SAW BLADES 


Here is a power hack saw blade that can take it! 
Power-packed steel, tough-wearing teeth, and straight- 
cutting performance gives you increased production 


rates with minute tolerances. 


Made of the finest high-speed steel, the LENOX 
Mo-Speed bites into the toughest materials, takes full- 
rounded chips, eats through hard spots. You'll 

spend less time changing blades, get straighter cuts, and 
boost cutting records when you switch to Mo-Speed. 





There are three types of LENOX power blades 
designed to fit your particular cutting needs. Call or 
write today for full information. 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASSACHUSETTS «+ VU. S.A.! 











show it 
“ sell it 


Columbian 


PURE MANILA 


ROPE — 


Bacar ever aur 





The better you show a product, the better you'll 
sell it. And this new Columbian Rope Merchandiser 
has a display value that is an inviting reminder for 
rope purchasers. It will keep your Columbian Rope 
Sales moving. 


The new Merchandiser, ruggedly built, will hold 


simple and accurate measuring device and a cutter. 


this NEW 
COLUMBIAN ROPE 


merchandiser 





will stretch your 


rope sales 





P . 
Columbian Rope Merchandiser No. 57 
Size 54 long—44', high without sign—23'4 
deep. Sign—i2 high. Comes knocked down. Can 
be easily assembled ins few minutes. Construction 

Heavy gauge steel finished in light grey enamel 


You can complete a sale in the time it takes you to 
cut a rope. And the unused rope remains coiled, 
ready for the next customer 


Columbian Manila Rope sells readily and in large 
quantities to boat-owners, homeowners, farmers — 
to everyone who uses rope. With the new Columbian 
Merchandiser, it’s an unbeatable sales-and-profit 
combination for you. For full information, write 
Columbian Rope Co., Auburn, N. Y. 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only rope with the red, white, and blue markers 


Pe 
Zg ROPE 


4, TWINES 7 
( 2 


a MBIAN “= 
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END MILLS ARE OUR BUSINESS... 
NOT A SIDELINE 


TO BEST SERVE YOUR NEEDS 


For over twenty years our designing and manufacturing abilities have been 
devoted to producing highest quality end mills. Because end mills are our busi- 
ness, we realize that universal acceptance of our product is obtained and main- 
tained by continuously supplying the best end mills available. 

Putnam manufactures and stocks over 1400 standard types and sizes of end 
mills. Thus, you can quickly and economically select the exact size and type to 
best meet your needs. 


Putnam Distributors from Coast-to-Coast carry large stocks of 
standard end mills. Contact your neighbor, the local Putnam 
Distributor, he will recommend the best end mill for specific jobs, 
give you personalized service, and quickly supply your needs 


with the finest end mills obtainable. 


”aPuUTN AM 


2981 CHARLEVOIX AVENUE +- DETROIT 7, MICHIGAN 
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CARBOLOY. 


COmemre® Cameras 


SS 


Rigvs 


How this emblem 


is being made more valuable to 
Authorized Distributors of CARBOLOY 


CEMENTED CARBIDES 


ORDER ANALYSIS 


‘Quarterly Performance Reports” provide 
Authorized Carboloy Distributors with a 


new way to increase return on investment 


Several unusual features of the new franchise for 
Authorized Distributors of Carboloy cemented car- 
bides combine to bring Distributors increased profits 
through better service to customers. 


Probably the most unusual of these features is the 
Quarterly Performance Report. This completely 
new idea in distribution now makes it possible for 
a Distributor to know what his gross margin is on 
the line 
Here’s how the Performance Report works: 


. and what can be done to improve it. 


Analyzes Distributor Purchases 


At the end of each quarter, every Carboloy Distrib- 
utor receives a breakdown of his purchases during 
the previous three months. At a glance, the Dis- 
tributor can see: 

1. Total purchases of Carboloy products 

2. Types of items purchased 

3. Ratio of stock orders to rush orders 

4. Estimated gross-margin percentages 
In addition, the Distributor receives a similar break- 
down that shows his district and national averages 
for each of the above items. 


Shows How to Increase Margins 


Thus, the Distributor can quickly see whether his 
margins are above or below those of other Distribu- 
tors in his area. He can compare his purchasing 
practices with those of other Distributors. And, by 
examination of the breakdowns, he can see how to 
better anticipate his customer needs . . . and take 
advantage of larger package discounts to increase 


gross Margins. 


With the stock protection afforded by the new in- 
ventory policy, he can use this opportunity for 


increased profits with a minimum of risk. 


Benefits Distributors and Customers 


With the Quarterly Performance Reports, the Metal- 
lurgical Products Department is furnishing its Dis- 
tributors with a uniquely effective management tool 
Because it gives Distributors better control over 
their operations, it results in more effective organi- 
zation, more money on the Carboloy line, more 


efficient stocking for customers. 


The Performance Report is another example of 
how teamwork between the Department and its 
Distributors pays off in better service for the cus- 
tomer . and increased profit for the Distributor 


on his investment. 

Metallurgical Products Department of General 
Electric Company, 11133 E. 8 Mile Street, Detroit 32, 
Michigan. 


CARBOLOY. 


CEMENT E OB 


CARBIDES 


GENERAL @@ ELECTRIC 
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the 
name 
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SBORSA BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHE « BRUSHING MACHINES ef NORY MOLDING MACHINES 
R 
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Biggest sheave ad ever run tells Worthington’s 
unique “Easy-On, Easy-Off, Yet-Always-Tight” story 





a 


Nationwide organization of factory representatives 
gives you better coverage, more sales and technic 3! helr 


t 
5 — 
Sy 


nal 


, 


; ) 
> = 
yt . 





ee 
Worthingtoh’s 13 giant factory warehouses 








—— 
— 


ae ~ 











What are the reasons behind 


THE BOOM IN QD SHEAVE SALES? 


Last year, Industrial Distributors 
reported new record sales of Worth- 
ington QD (Quick Detachable 
sheaves. For this outstanding job, 
Worthington is proud of its entire 
distributor organization. In order 
to make 1957 even better, here are 
some of the things we are doing. 
More sales help. To lend you special- 
ized engineering and sales assis- 
tance, Worthington has _ recently 
added more MPT distributor repre- 
sentatives. These factory-trained 
specialists can provide the technical 





help needed to re-inforce the 

of your own salesmen is n 
More Stock. A new warehous x- newf or Worthington sh 
pansion program, recently c every day of the week. 

pleted, has added thousands of We believe this demonstrates, in : 
sheaves to the 13 fac ‘y war tangible way, that Worth 

houses located across the country “the franchise that works f ; 
There are now more 250,000 Worthington Corporation, Mechani- 
units in factory warehouses alor cal Power Transmission Sales Dept., 
New promotional programs. The QD !! City, Pa 


sheave’s unique product advantage 
is being told in dramatic fashion in wo RTHINGTON 
more than 50 separate advertis¢ ——- seed as : 


, es = . ‘ » = 


ments in 10 leading industrial maga : SSS 





More than 10 times taller 








than the Washington Monument: 


if one of each size in stock 
was placed end to end, of 





Only ACME offers you TWO 
standards: A.S.A. and ACME-— 
#80 to 2”. 


Standard sizes from your local 
distributor’s stock —special 


sizes on request. 


Standard catalog tolerances. 


> FREE catalog and price list. 


Write your distributor or Acme for informa- 
tion and prices on micro, standard and 
tungsten carbide drill jig bushings. 





DISTRIBUTORS: 
Big ads like this 
are telling your 
customers to order 


from you. Wi ACME INDUSTRIAL COMPANY 


for suggested 
initial stock 
and price lists. 








218 N. Laflin Street Chicago 7, Illinois MO nroe 6-4122 
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ALLEN-pointers that will help 
you sell more socket screws! 


= 


ae 
Pc uel > he < 
Shee” we oa el ; 


~~ 


For customers who are miniaturizing ... save space, time, 
and money with Minicaps and Minisets (+0 thru #3 dic.) 


These miniature Allen Hex Socket Cap 
and Set Screws make it possible for 
your customers to scale down product 
sizes even farther. They're made from 
Allenoy special alloy steel—so strong 
that it’s safe to specify fewer screws 
or smaller sizes. 


Allen Minicaps and Minisets are tiny, 
but very tough! —true Allens, with 
deep, clean, strong sockets and uni- 
form Class 3A threads. Minicaps have 
the Allen knurled “Grip-Head” and 
are trimmed both on top and under 
the head, for tighter fit and better ap- 


pearance. Minisets have the improved 
small-cup Allenpoint that drives 
deeper and holds tighter. 


Because sockets are uniformly true 
hexagon shape, the key or driver fits 
tight — makes starting much easier, 
saves a lot of time in assembly. 


Diameters of these miniatures run 
from #0 through #3. Minicap lengths 
run from ¥s” through 42”, and Miniset 
lengths from \%e” through %”. Also 
standard in stainless steel. Write for 
full information and samples. 








~ 


You can sell Minicaps anc 
Minisets to any customer who 
is looking for dependable 
fastening in very small 
assemblies: 


TV, radio and telephone equip- 
ment @ Guided missiles, rockets 
e Panel meters e Electro-me- 
chanical devices and servo-sys- 
tems @ Computers @ Control and 
operating mechanisms for relays 
® Cameras e Instruments 





MANUFACTURING COMPANY 





ALLE 


Hartford 2, Connecticut, U.S.A. 
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measure your 


COMPRESSOR 
BUSINESS 


@® DEPENDABLE PERFORMANCE 


... through the most efficient design! 


@ CUSTOMER SATISFACTION ¥ 


y 


GIVE YO 


ALL) SALE 


...evidenced by an outstanding record of repeat sales! 


DVANTA 
@ COMPLETE LINE /2TO 20H.P. \ \ 


...every need filled for low-cost air power! 


® NAME AND QUALITY PRODUCT 


...1-R’s reputation paves the way for sales! 


Ing ersoll-Rand 


3-405 11 Broadway, New York 4, N. Y,. 


the outstandin€ 
nstruction of 
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STRAIGHT-WALL 
SOCKET SCREWS 


Socket screws have been added to the 

HMS line of over 3550 in-stock items. As 

the laboratory photomicrographs below show, 
HM:S is equal in quality to the most 

accepted brands. Because HMS distribution 
is confined to the East—on a selective 
basis—shipments can be made 

consistently on the same day orders 

are received. Write for full information 


about the HMS sales plan. 


HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Company 


HARTFORD, CONNECTICUT 
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SJahe CLOVER ABRASIVES 
A LEAF 


FromOur 
Book 


#$ # 
otter otill 
CLOVER MFC. CO. NORWALK, CONN., U.S.A. 


TAKE SINCE 1903 
Four 





LEAVES _ COMPLETE LINE — 


Coated Abrasives: sheets, rolls, belts, bands. discs, 


cartridge rolls, and other specialties in paper, cloth or 
fibre. Also, Clover’s famous Lapping and Grinding 


( ompounds, both grease-mixed and water-soluble 


ENGINEERING SUPPORT — 
Help with stubborn abrasive problems, in customers 
plants or in Clover’s laboratories—a service with over 


90 years’ history behind it. 

PACKAGED FOR CONVENIENCE — 
K.asy to use, easy to carry. and easy to store 
PLANNED FOR PROFIT — 


Price-wise or performance-wise, Clover delivers full 


¢ }/ value by the dollar or by the hour. 
tese four points mean firm policies to 


us—mean real advantages to distributors 


and manufacturers. Write or telephone for Coated 
details—Clover means business. at a profit. CLOV E R M F G. Cc 0. {brasives 


pee NORWALK, CONN., U.S.A. | 
Lapping and 
: 1 
Grinding 
Telephone: V Ictor ol. . 
eux gti ata Raa: BS aah ah 8 . sh a) Compounds 
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MIDG-A-MATIC 
...- Only 1” in dia- 
meter, 103,” overall 


..-46” boles and 
BANT-A-MATIC ander. 


4 speeds 
PAR-A-MATIC for portable or fixed 
.. Tepeeds... mounting sy” 
stroke and thrust heavy duty capac- 
ad justable yr .. ity 
AUTOMATIC... waaay rye 
stroke lengths in- pacity 
finitely adjustable , 
to 6”... dri 


HOLES COST LESS 


wn ARO DRILLS 


AUTOMATIC DRILLING at LOWEST COST .. . because 
it’s ALL AIR operated! 


Sizes ore _— SINGLE OR MULTIPLE SET-UPS . . . widest range of ap- 


to relative 


ecole. plications. 


FEWER MAN HOURS... greater output . . . higher quality. 
CHOICE OF 4 precision-made drills . . . Aro dependability. 
WRITE for complete literature and details of the attractive 


profit-plan for you as an Aro Distributor. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Ave., los Angeles 7, Calif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario » Offices in All Principal Cities 


al 


AIR TOOLS 
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Sell American COLOR-marked Chain 
—the chain with three-way identification 


The color-mark is a brand identification— gives 
assurance that it is American Chain. 

The color-mark is a grade identification—Proof, 
BBB, High Test, Alloy or accoLoy X-weld. 

The color-mark, approximately every five feet, 
makes for easy measurement. 
To save time —to help you furnish the exact grade, 
brand and quantity of chain your customers want— 
American Chain is now marked, at intervals of ap- 
proximately five feet, with distinctive, self-identi- 
fying color bands of stick-tight tape. These bands 
bear the brand name ACCO, also the grade of the 
chain (Proof Coil, BBB, High Test, Alloy, X-weld). 
Tapes are in standard industry colors as follows: 


GREEN ... . for ACCO Proof Coil 
RED .......... for ACCO BBB 
BLUE ...... for ACCO High Test 
ORANGE... .. for ACCO Alloy, 
also for Accoloy X-weld 125 're.ns27es7e8) 


Containers are marked with the same colors 
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Instant Identification + You can see instantly what grad¢ 
the chain is and that it is American Chain—the very 
in chain quality and value. This eliminates the possibility 
of confusion and error. It makes buying and s¢ 
more satisfactory all around 

Easy Measurement * It is a simple matter to measure 
off any desired length of chain, in seconds, thanks to these 
bright, durable color markers which appear approximately 
every five feet of the chain 

Full Protection * These color markers assure that 
supplying the right length and the right grade of 
acco-made chain wanted. Even a color-blind person can 
identify the chain from the easily-read color markings 


best 


ing easier 


you are 


genuine 


Remember this: Top-grade distributors always choose to sell 
the top-grade line—in any field. In chains, the top-grade line 
is the American Chain line. You'll find it good business to 


feature American Chain products! 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa 


Agco 





*Atlanta. Boston. *Chicag 
*Houston. *Los Angeles. *New York. Philade 


* indicates Warehouse Stocks *Portiand 


Sales Offices 


1957 
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sscs is the most valuable bearing franchise you can 
hold because Ss goes with it! acs does more than 


supply you with bearings, of every type for every use. 
ee ee It becomes a part of your company, working for you. 


— 
= = es a A call brings you assistance in the field, whether you 
want advice on a technical problem, or need help in 
opening a new account. Call the man from Sir 


Spherical, Cylindrical, Ball, and “Tyson Tapered Roller Bearings 
*Reg. U.S. Pat. Off. Tyson Bearing Company 
SRF INDUSTRIES, INC., PHILADELPHIA 32. PA 


He’s your direct link to ssf Headquarters in Phila- 
—— SKF Gives vou delphia, too, for engineering service. He has direct ac- 
+ cess to the answers for specialized problems likely to 

AS 





@ Sales-building product improvement , 
arise in industrial applications, construction work, tex- 


© Complete line of ball and roller bearings 
® Strategically located warehouse stocks tile mills, or any place where bearings are used. 


@ Training program for distributor's salesmen 


© Top fight field engineering service This front-line support, where it does the most good, is 


available to every authorized scsf Distributor. 77** 
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THE STANDARD OF INDUSTRY 


ARMSTRONG Clamps are accepted by industry as 
the standard of quality. 

This wide acceptance is the result of ARMSTRONG 
superiority in design and workmanship. ARMSTRONG 
Clamps are designed with full knowledge of clamp uses 
and requisites—the result of over sixty-five years’ expe 
rience manufacturing quality tools. 

ARMSTRONG Clamps are drop-forged and machined 
from selected steels for utmost strength and rigidity 
They are carefully heat-treated and tempered 

The Arm-and-Hammer trademark is recognized by 


industry as a sign of dependability. For increased profits 
catalog, stock and sell ARMSTRONG CLAMPS 


Write for new ARMSTRONG General 
EXTRA DEEP THROAT Catalog showing almost 5000 
“Cc CLAMPS 


provide extra clearance required 
for some work. Extremely stft 
for weight. Screws and bubs are 
accurately machined and aligned 
with machined seats; have slid 
ing pin handles and free-acting 
swivel caps « point. Bodies 
have smooth sandblast finist 

(8 sizes to 12” opening) 


industrial tools. 


ARMSTRONG BROS. TOOL CO. 
5205 W. ARMSTRONG AVE. + CHICAGO 30, U.S.A. 


MEDIUM SERVICE TOOL MAKERS 
“Cc CLAMPS “Cc” CLAMPS 


HEAVY DUTY . The design and careful Quality steels irop 
t. selection of steels in this forged pant treated and 
eogree ty clamp combine to accurately machined wit 
c CLAMPS ates it "manline m ground seats. Drop forged 
Universally recognized as strongest ‘‘C he strength and stiffness screws have both wing 
clamps made. Longer hub holds screw . 4 consistent with conven- nut” handle for 
alignment against terrific side strain; per- ; ient weight. Heat treated rence and square 
mit tighter clamping and multiplies thread $e screw with sliding pin tight setting 
nst loosening. Extra Large B1e handle and swivel cap wrench. Either 
; 4 j 


hardened at 252 on point. Ground seat swivel’ screw 
- Four sizes: 1 


4” maximur 


(9 sizes to 18” opening) 





eparven MACHINISTS’ CLAMPS PARALLEL CLAMPS 
RESISTANT Jews drop forged. = iealall ciai ai 


end hardened ere selected grad teel vd 
WELDERS end hardened are xe 


hardened. Particular 


=" CLAMPS bend of spring on ae suited for holding we oe 


Extra Deep Throat short bite and are together when drilling 
Pattern (see above) faced true. Will grip tapping. Rounded jaw end 
Body. Swivel and increase clearance in 
Screw are cadmium quarters. Spring 
plated over all to re- loose pin in alignn 
sist welding spatter while tightening or 
(8 sizes Capacities to ing 7 

12” opening) seat for tilting (3 sizes: Capacitie 

(Four sizes: Capaci- 244” opening) 

ties to 41%" opening) NOT DROP FORGED 


non-paralle! surfaces 
because the under 
face of the center 
screw ts ymnvex, fit 
ting «nto a concave 
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- General Electric Says: 


He the average, only 1 out of 100 G-E Lamps will burn out 
ring the first year of service in a single shift operation.” 


7 Harold Kilburg, electrical 
' contractor, says: 


~ “O 5.15 : 
~ Out of 5,150 G-E Lamps we installed a year ago, we’ve 


ha a ace ,»< ° 
d to replace only 20. That’s 1 out of 250!” 


i, 
ne ne ee ee 


MR. KILBURG center), president of Kil l 
tric Co., ¢ saaainie on a Sg pater tar 
the G amy t Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





SEND FOR REPRINTS of the advertisement shown 
above. They'll be full-size proofs just as the ad will 
appear in September issues of leading business maga- 


Progress /s Our Most Important Product 


zines. Mail them out to your customer and prospect 
list—and use them on your regular calls. See your G E N b R A L 46) t LE CT R | C 


local G-E Large Lamp Department representative. 
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U.S. Royalastic Plastic Tape 


U.S. Security” Friction Tape 


“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name. 


These tapes are used and advertised the year 
*round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 


Backing up “U.S.” Splicing tapes is this big plus: 


THE NAME U.S. RUBBER REACHES INTO 

MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY 
DAY, ALL YEAR LONG, THROUGH ADVERTISING IN 
NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, with products that are household names 


sales tap 


U.S. Security Rubber Tape 


e 
—names such as U. S. Keds®, U. S. Royal Master with 


Tires, U.S. Golf Balls and widely used rubber 


or plastic products. bé 99 
Make your sales taper up with the volume line, U . S. af i i C i Nj G 


the profit line. Order “U.S.” Splicing tapes from 


any of the 28 “U.S.” District Sales Offices, T t 
or write to us at Rockefeller Center, A PE 
oe 


New York 20, N. Y. 


Mechanical Goods Division 
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why sell 
inferior 
“Knuckle-Buster” tools? 


For Safety's Sake—Sell Bonney ! 


Strength and precision fit! That’s the 
popularity secret of fine Bonney tools. 
Experienced machinists and mechanics 
have found that Bonney tools help avoid 
dangerous accidents—cracked knuckles— 
lost time on the job. 

That's why you can count on a warm 
welcome when you carry the complete line 
of Bonney tools. In the automotive, avia- 
tion, construction, railroad, refrigeration, 
shipbuilding fields . . . throughout general 
industry ... Bonney tools rate tops for 
practically every job. 

Bonney tools are consistently adver- 





tised in the magazines your customers 
read. So, take advantage of Bonney qual- 
ity, wide acceptance, promotion—stock 
and sell Bonney tools Now! Write us for 


a “run-down” on why Bonney’s best. 


Bonney is fully equipped to design and manufacture special tools to 
meet most customer specifications. Write us about any tool problem. 


| BONNEY FORGE & TOOL WORKS + ALLIANCE, OHIO _ 
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ONLY SARCO MAKES ALL 5 
BASICALLY DIFFERENT TYPES OF STEAM TRAPS 


me 
cil. 
ty 


Thermostatic 


a= 


Thermodynamic 


=n 
ot | id 


Liquid Expansion 


WHY DISTRIBUTORS FIND IT PAYS... 


to sell all 5 types of Sarco Steam Traps 


Only Sarco offers this sales-winning 
combination of advantages 


A strong competitive advantage 


Sarco and only Sarco offers all five basically dif- 
ferent types of steam traps. 


When you sell these five traps, you are, from 
the user’s standpoint, in a position to make un- 
biased recommendations. You can always rec- 
ommend exactly the right type of steam trap to 
meet the user’s needs. 


Undivided Responsibility 
-+-by one source of supply 


Sell the Complete Sarco Line...and you elimi- 
nate the expense of dealing with four or five 
different sources of supply. And you get the pro- 
tection of Undivided Responsibility. 


Simplifies your selling job 

You have only one “brand” selling job...instead 
of five! You recommend one steam trap manu- 
facturer...Sarco...for all five different types of 
steam traps. 


Gives you the fastest-selling 
steam trap on the market! 


It’s the new Sarco TD Thermodynamic Steam 
Trap...a revolutionary new type made only by 
Sarco. 


Has taken hold like wildfire in all industries. 
It’s the greatest “door-opener” in the field. Ask 
for new bulletin No. 257B. 


Big advertising campaign 

Sarco advertising in 35 publications...total 
monthly circulation of almost 1,000,000...and a 
continuing mail campaign help Sarco distributors 
by creating a preference and demand for Sarco. 


Helpful sales assistance 


Our distributors can always count on prompt 
and competent sales and technical assistance 
from Sarco field offices. Sarco Company, Inc., 
Empire State Building, New York 1, N. Y. 


Sarco steam traps, temperature regulators, heating specialities, 
Strainers, condensate and vacuum pumps, finned-tube radiation 


SARCO 
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T Ik f th T af n thei ompanies stemming directly from the tak 
a ay e ra e ing the course However, they tell me Andy ‘Thomp 
son (Industrial ‘Transmissions, Inc., Buffalo 
a lot of kidding about the cours« Right 
finished at Harvard, Andy was named chair 
Buffalo chapter of the Princeton Alumni ( 
vou can bet Andy was told umpteenth tim« 
Alma Mater, Princeton, recognized him 


ittended Harvard 


SIGN LANGUAGE: Out in Hammond, | 
tributor prominently displays a sign carryil 


sage 


“So long as there 
dustrial Distnbutor is and 
Distributor can be, there ' 
Standard Equipment & Supply (¢ 


PROUD PARENTS: Quite a few sons and daughters 
made the journey westward with their parents fot 
the recent Tiple Convention in San Francisco. In 
the case of Morris Abrams {Morris Abrams, Inc., New 
York City) though, it was a bit different. . . Morris 
had an opportunity to visit with his son, Dr. Abrams, 
who teaches at Stanford University 


CLASS REUNION: Although it was only six months 
since they received their “diplomas” from Harvard, 
about 40 of the graduates of the management course 
in distribution took advantage of being in San Fran 
cisco together to hold a wing-ding of a reunion 

E. E. Davison and Dick Chewning (Republic Supply, 
Los Angeles) niade all the arrangements. . . Mac Eng- 
land (Logan Hardware, Huntington, W. Va.) was 
toastmaster and Johnny Burns (Burns Supply, Syra 
cuse) easily walked away with the story-telling honors 


BADGE AND ALL: The 

into any arguments about handi 
just call Mac England. . . Mac 

ber of the USGA Handicap (¢ 


1+ 
i 


. . . It was a real reunion with darn near every sen 
tence starting out with “Remember the time. 


There was a very appreciative audience, too—most a gold badge to prove 


of the “old grads” were accompanied by their wives there are two men on base 


MORE PROGRESS: Seems as | 
industrial distribution course¢ lly 
Bill Haseltine (Haseltine & Co., Po 
working with Jack Cramer, president o 
v] } 


College, on an ID course which ma\ 


school in the near future 


CONGRATULATIONS: Lloyd S. Houvenagel (| 
trical Engineering & Equipment, Des Moines 
been elected president of the lowa-Nebraska Asso 
tion of Industrial Distributors Al Riecken (O 


; 


Iron, Evansville, Ind.) has been elected secreta 


IMMEDIATE EFFECTS: Many of the men who at Evansville Purchasing Agents Association 


tended the Harvard class can tell you of innovations R.W 
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NEWS THAT HELPS YOU SELL 
New booklet explains precision 





Meosuri” 


t 

Hier Leer 
| 
measur” 


New free 16-page booklet by SPS explains the techniques of gaging modern precision screw threads. 
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SPS thread gaging techniques 


About 50 years ago, a movement was 
initiated in this country to standardize the 
manufacture of screw threads. Subsequently 
standards were written, accepted and used. 
Since then the standards have been largely 
taken for granted, and new investigations 
into screw thread theory ignored. But 
recent technological advances, with their 
increased emphasis on precision, require 
that industry take a new look at the subject. 


There are many ways to manufacture screw 
threads and perhaps just as many ways 
to measure their accuracy. There are many 
kinds of gages, each requiring its own 
special techniques. Every method of gaging 
has its own peculiar advantages and dis- 
advantages. The new SPS booklet “Class 


3A threads: what they are; how to gage 
— , rllaite-« Craftsmanship of the anaes order 


them” describes and illustrates fully the have modern equipment—average mac 
16 the best materials—made to our owr 
cally inspected in our own plant 
pages of easy-to-understand text and how- for the consistent top q 
products they produce car 


to-do-it pictures, it gives your customers crete ong a2. Motegi 


most generally accepted methods. In 


helpful hints on how to use gages properly, that they measure out to 
customer uses tO gage them 


as well as on how to adjust and set them. 
Sampling techniques are also discussed. 


We will supply you with copies of this 
booklet to hand out or mail to your custom- 
ers. Write A. W. Scott, Advertising Mana- 
ger, for copies of Form 2239. STANDARD 
PresseD STEEL COo., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


The complete line of UNnsRAKO socket screw pro 
illustrated in “UNBRAKO Standards,” 2-page cati 


Surtace treatme 


materials; also plating anc 
Advertising Manager, for copies 





BRAR 


A 
ne 
UN D socket screw propucts FLEXELOE séir-iockinc NUTS MALLOWELE SHOP EQUIPMENT §EL-LOK SPRING PINS 
_— ee mmm meer que 


@ 
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a TOUGH felt 





























a QUALITY of product... 
uniformly good and capable of 
delivering service results that should 
reasonably be expected 








REPUBLIC’S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively sup 
$ plying the requirements of the trade 


solicited. 


A QUALITY of product uniformly 
good and capable of delivering 
service results that should rec- 
sonably be expected. 





possible aggresive competition 
with reasonable profit return. 





4 A PRICE basis inducing and making 


CONTRACTOR BLASTS THROUGH SOLID SHALE 
FREEDOM trom competition from his 1O DELIVER WATER TO CLEVELAND SUBURBS... 
source of supply. either direct or in ot nentemens an aa w @ one 
direct, among the trade covered by plies “ : “ 
his day-to-day solicitations. 


SELLING helps of reasonable 
amounts so that his sales force may 
be given the advantage of special 
ized training and a knowledge oil 
the product sold. 


























' 
~~ 1 


— - 


~. ce 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Flash From Waikiki 


Lb VERYONE SHOULD TAKE A VACATION. 


And this year, I’ve followed my own good ad- 
vice. As I write this from my hotel room, | 


ean look out over the beach at Waikiki. 


Well, Crowder, if you believe what you 
preach, stop writing now and “vacate.” Be- 
sides, aren’t there several somethings out 
there on the beach that deserve closer scru- 


tiny? 


I’ll leave you with that pleasant thought. 


Alalla A Coowlr 
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LONG CALLS, MANY PEOPLE TO SEF 


YI Th " f Blackst 


PROTOCOL AND PAPERWORK are important in big- se are 1 9 
anit Ing all at Harvester 


savs Chiff Schuit eft), vice president E. Cc aa. a] 


Blackstone C Memphis, Tt , distributor. With Law W orke 


names and facts before } 


Co.’s Memphis Works 


Selling Major Plants Takes 


By Van Ness Philip, Assistant Editor 


‘Wy 1G-PLANT BUSINESS IS GOOD BUSINESS, and we Te 

B eager for it. But it’s costly to handle and you ve 
got to know what you're doing every minute : 

That's how Cliff Schultz, vice president of E. C 
Blackstone Co., Memphis, Tenn., pinpoints the prob 
lem of dealing with a new type of customer in his 
territorv—the regional branch plant of the large, 
expanding industry. 

“These plants have tremendous purchasing power,” 
he pointed out. “They also have big payrolls and pro- 
duction holdups are critical. Besides having a good 
product at a fair price, the one reason for our exist 
ence as distributors, as far as they're concerned, is 
our ability to deliver the goods on time. All orders, 
in a sense, are rush orders.” 

Mr. Schultz was questioned recently on the special 
problems of iarge-plant selling and here are his 


answers 


Doesn’t the protocol and detail of large- 
plant selling, among other things, tend to 
put off local distributors? 

“We may have been awestruck by the sheer size at 
first. Industrial giants are rather new down here. But, 
ifter all, plants like Harvester’s are made up of human 
beings, and their problems are similar to those of the 
larger local plants. There are more people to see and 


} 


more details to handle because they have to organize 
their buying with some precision. 

“Because it takes so much time, the direct approach 
is necessary in selling. A distributor has to know his 
wn business—and the customer’s—well enough to 


stick to the specifics.” 


What about the time it takes to make calls? 
How many people in the plant must a 
salesman contact? 

“You can’t stint on time. Besides routine calls— 
maybe two or three a week—a salesman is often called 
in for emergencies that take from an hour to half a 
day. There’s no way to make this burden easier except 
to see that the salesman doesn’t have too many other 
accounts, and to back him up with plenty of help— 
both from a company officer in field work, and good 
expediting in the office. 

“Lawrence Stagg, for example, calls on International 
Harvester’s Memphis Works and usually contacts from 
three to six individuals on routine plant calls, in three 
and sometimes four separate departments; 15 or more 
persons are involved in buying his complete line. 

“On some routine calls he'll bypass certain depart- 
ment heads by previous understanding and do business 
with the three or four individuals concerned with 
specific problems. 


82 INDUSTRIAL DISTRIBUTION ¢ AUGUST, 1957 





take salesman int 
reman and operators 
ekeeper 


} 


m+ 


Major Effort 


von't bypass departme: 
| 


v calls. Buver, 


You say company officers spend a lot of 
time on these accounts. Is this a major 
problem in dealing with them? 
if we didn't plan it. I make reg 
example, on Morey Evans, Harvester’s works 
nth, sometimes with 
The purpose is policy 
and generally to main 
) 
’s another reason besides the need to 
ilesman: We have too much at stake 
yunt to leave all the cont 
how able the salesman 
't assign a man 
in’t have complete confidence 


ything happened to him, we'd 


Doesn't it cost more to stock for big plants? 


} ; 
Not necessarily eClat { ime | 


The buyer needs more service —> 





Selling Major Plants Takes Major Effort (Cont’d.) 


\ 


DEMANDS ON EXECUTIVE'S TIMI 


part of the job, 
xtra stock of 
f Inter 


UNUSUAL STOCKING PROBLEMS ar 
hultz Specials like this wh 

sk. Big plants tend to use large quantities of 

a certain size that may be discontinued at any time 

with a model change. But unless we're willing to stock 

1 few specials, plants like Harvester would not buy 

from us. They believe, rightfully, that it’s our function 

“Big plants also require larger than normal standard 
tock, and there’s the seasonal risk 

‘But most large plants seem to be well organized 


in planning. If, like the Harvester people, they're con 


HIGH LEVEL OF KNOW-HOW 


stributor-mindea, t 
changes and fluctuations in 

minimize the risk ind 180 pro 

is complete 

rations here s 

for frequent salesmen’s calls to find out about standa1 
} — = — od —_— 
applications, new tooling planned, possibie product 
changes and the level of the plant’s inventory of tools 


Contact with plant engineers is especially important.” 
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How does a distributor acquire the tech- 
nical know-how to deal with these indus- 
trial giants? 


“The problem is not the basic knowledge—a 
salesman with a working mechanical backgroun 
t! but in keeping up to date on ipplications 

ire complex and change often 

1 of frequent calls—long enough 


} 
people—and doing all we 


sadiestian 
If he has an 


probiems 


What a Big-Plant Buyer 
in a Distributor 


works buver, Internatio 


lists these eight things | 


tools, proved by test. Buyit 


50 cents cheaper 


©°Expediting is the distributor’s job, not ours. He 
should take the expense of long distance phone calls 
and wires off our shoulders.” 

eeQO res Department 


minimum needs 


listributor who'll stock th 


®®Purchasing can be expensive for too many separate 


orders. It’s important to combine—but not as impor 
tant as having an approved source tor a particular 
tool.” 


ee —— : ‘ . Sas , a . 
PeWe | ot str or off on monthly Sage 


in advance, so he needn't carry excessive inventon 
. < ‘ 
financially able to carrv adequate 


nventory 


COW 


production, and the effect of these on tool usage for 
lar jobs. We expect him to have the new to 


ve need them.’ 


1 distributor of engineering changes 


lf big-plant business is so expensive and 
time-consuming, why do you find it attrac- 
tive? 


Big-Plant Selling — 
A Salesmans Views 


( 


You can't 


ignore people up or down the ladder without their 


®@ here's a reason for lines of authority 


resenting it, or upsetting orderly routines. Besides, it 


~ 


doesn’t take longer in a big plant. If they know you 


thev send vou where vou're needed 


ee'\ 


} 


©¢@ Having something new to talk about on each call 
when you see the same people so frequently is a prob 
lem. Buyers are specialized and one man may onls 
buv a dozen items. I try to take new literature—and 
search hard for a product he could be using but isn't 


buving. ‘There’s bound to be something 





Selling Major Plants (Cont’d.) 


One Call, Three Hours 


who the salesman sees 








and what he does in a 





| 


it Interna 


plant employing 2,500... 








Fool test brings Mr Fly and Mr. Stagg into Burden Stor 
10: 30 3 oe They discuss it with C. H. 11: 5. 12. 00 :: 
left), foreman 
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fot a 
New Symbol ? 
... Then 


Surprise ‘Em! 
ia 


innounc¢ 
it will make a 
on them? 
Co., Warren, O 
idvertising age 
elements of 


the A new symMmdol ..-- 


; 


| folded-over 

1 the new trademark shown 
l second was a similar 
different shape with the 
\ new symbol” on the out 
d “for an old friend” on the 
The final mailing was a yet 
repeating “A new sym 

old friend” on the out 
vealing the secret on the 


Ree § y 2) A 
heading, “Well, di WEEK LATER—A 


mailed to Trum 
rHIRD MAILING 


} tal | ? J 
bull Supplv’s li t one week inte : 
PI Supt 


+ all 
vals. Such was the aptness of the 
trademark that several customers 
phoned or wrote after the first mail 
isk if Trumbull was behind 
Before the final mailing 


| ' In 
J. Waid, industrial suy & new symbol... 


sion manager, “A surprising 


f people had guessed the mites 
: = tte 

iS OUTS for an o1ca triend 

ce itt 4 


new trademark was 
The new trademark is being used 
[rumbull’s stationery and 
material in keeping 
Vi firm’s desire to have cus 
tomers and prospects identify it as 
1 source of industrial supplies and 


on 


juipment 





What Does Your Wife 
Think You Do 
at a Meeting? 


Garrett Supply Co.’s salesmen 
have the answer now that they’ve 
taken their wives with them to 


see a sales meeting in action 


] LADIES’ NIGHT f 
° re? | 


» } 


\\ 
KN 
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? BUFFET SUPPER PRECEDED MEETING. |! 
e to introd , } ma ' 


Mrs. Mack Springer, John Walsh, M 


ACTUAL SALI 


S MEETING 


; 


WIVES’ COMMENTS | after 
t ssured manageme! 


a fort 


i c 
hin 


ass 
vas ‘ 


doubled inside se 
ar and a half, so nig 
eded for training, R. | 
Garrett Supply manager, ex 
He described inside salesmet 
promotion, urged patient 
1 wives. Listening here are 


d Mrs. Carl Swearing 
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TELEPHONE SALES EXPERIENCE 


was practical prepa 


ACCOL 


ration for outside sales work to Robert Hatch who started 1 by John ¢ 


INT POTENTIALS of key 


} eo 


et The Most From Inside Sales Experience 


The more you learn about customers and products on the phone, the 


quicker you start as an outside salesman, Jacksonville, Fla., salesman says 


By Jack Wertis, Senior Associate Editor 


LL THAT Rosert E. “Bos” 

HarcH LEARNED about products, 
ustomers and potentials as a tele 
phone salesman for S. B. Hubbard 
Co.’s industrial division proved to be 
self-starting material of the first 
water when his turn came to call on 
customers personally as an outside 
salesman. To make the most of in 
experience, Mr. Hatch 
feels it is necessary only to take 
opportunity 


side sales 
advantage of every 
offered to learn what the customers 
need, the personnel involved and 
the use to which products are being 
put. 

Mr. Hatch began his sales train 
ing at S. B. Hubbard Co. by han 
dling telephone sales for two years 
before entering the Air Forces in 
1942. In 1946, he returned to the 
company and put in six months 
sales aide before 


more as inside 


90 


being given an outside assignme! 


It was a city assignment with some 
30 accounts which 
veloped by other salesmen but were 
given to Mr. Hatch to attain deeper 
penetration of the local market 


+ 


had been de 


Scheduling Problem 


To illustrate the value of the 
side Mir 
cited the initial problem of most 
salesmen—the job of schedulir 
calls. After all, scheduling calls is a 
job of ranking customers and de 


sales experience, 


mands of the salesman a pretty com 


prehensive knowledge of product 
and customers. Most salesmen con 
sider four factors in scheduling num 
ber and frequency of calls. ‘These 
factors are: (1.) account potential, 
> 7 
(2.) sales possibilities, (3. 


of contacts necessary in a 


number 
single 
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customer location 


plant and, (4. 
When considering each of these 
factors, Mr. Hatch could draw on 
his inside sales experience to give 
each its due weight in scheduling 

1. Account Potential—Mr. Hatch 


ll 


was able to judge fairly well one of 


his account potentials from his 
+} 


sales with the 


side 


] 


dustry of 


experience 
the account 
During 


work, he had to handle inquiries, r¢ 


which 


representative. his inside 


quests and orders from firms in the 
same sort of work and with the same 
sort of operations. This gave him not 
nly an idea of the products used 
but to what extent they were used 
in such a plant. When he couldn't 
find out from the person on the 
phone about product use and po 
tential, he could always ask the sales 
man covering the account or the 


; 
sales manager. This sort of informa 





SALES POSSIBILITIES 
tly fror mpetitors 
] 


to make the 
After personal 


I 


account, Mr. Hatch refined thes« 


estimates or iccount potentia 


through personal contact 
personnel. In some places he 


find out the actual dollar pu 
in most any give! | 


lie sol _ , 
through conversat 


4+. Location of Customers 


Mr. H 


f the work 
example, 
1 shipyard 

ill be a 


ind supplies, compress 


} 7 
if boiler work is 


to DC 


Number of Contacts—RK« 


rom 1 Vy difterent 


will be a need 
tubing, pipe, 
httings, gages, etc. 
2. Sales Possibilities—As 
n, Mr. Hatch was th 
salesman on the beat » 1 matte 


ndivi lual. More 


le salesman wanted 
ith a good 

tomer was buy 

r. Hatch would 

ibout it and asked to give such 
ymers every consideration in 
ce. Naturally, Mr. Hatch took 
rest in such accounts and 


ntere 
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FOR PLANNING 


ports from 


Peter E. \ 


ral manager, branch 


REPORTS 
‘ fr manager, 


saicsmen that tell hin 
area. Other 


| firm stands 
in market 


fill in 


lay 
In piannin 


oss scans desk 


and 


s analvsis, dail 


IDEAS FOR PLANNING—Fron 
\ te id inagen 


Worry Won't Do tt—But Planning Will 


Young Canton distributor gathers ideas from many 


sources, applies them for effective management 


By Don McGill, Associate Editor 


p' rer E.. Voss, twenty-six-vear-old president of North 
eastern Supply Corp., Canton, O., has 


running a 


a disarm 
ngly simple recipe for 


ut tod i\ 


this recipe 


business 
rv ab When explored in detail, how 
revealed 


t—hard work, 


irch for business management truths and prin 


as having a great 


careful planning, and a cease 


es 


For the mple fact is that Mr. Voss never worries 


todav, be he worried about it three, six, 
Or, to be more accurate, he 
before. This does not 
mean, of course, a rigid sort of pl inning that prevents 
the taking care of daily detail, but planning which 
has removed from management the need for making 
major policy decisions on the spur of the moment 

Mr. Voss took over the presidency of Northeastern 
Supply in the fall of 1954. At that time the firm was 


wout LUISE 
twelve months ago 


yanned for today months 


92 
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Never 


deal 


use, with da bran h 
lies. Mr 
over gradualiv to become 
use—power transmissit 
fasteners, in addition to mu 
reader of business magazin 
ks, Mr. Voss fully realized the importance 


his firm 


wer he has seen his planning and 
roduce excellent results in terms of sales 
customer goodwill, and employee relations 


proceeds on two general levels ng 


ind short range. Long range planning has t 

mmpany policy for the years ahe 

Voss has definite ideas on the direction 
wants to guide his firm in the 


‘What's the use of being in business,” he asks, ‘ 


ao with 
ind Mr 


which he 


shaping ¢ 


ruti 


unless 


1957 


es and 


Z ines\ ille, 


Voss began the slow, 


rs 





HOW TO READ A MAGAZINE—Ea 
t gh ID i ig mal t It 
= ined H 


yw, ten years from 
hort-range planning, embracin 
months immediately ahead, 

a system of rts tl 


mpetiti 


Just the ‘Pivotal’ Facts 


+} ] ret . ] ] ] 
ie daily reports from outside salesmen d 


+ rity 


tal” conditions in their respective territorities 

n on day-to-day details such as whom th« 
what they talked about, what literatur ISTRIBUTION, S 
handed out. Instead, from his salesmen Mr. Vos Manage 


o know about new lines and metho 


buvil ill phases of management 


C OTAar\ 


Key data on customer 
; ] 7 —_— ] ’ } = 
personnel changes among ks wit é 


4 
ittitudes to Northeastern’s p 


e suit h McCal 


} 


es, reasons why certain large orders w« 


ggesnions for improving the firm’s service, a! 
he adds this information to standard « 
ition (number of calls, miles tray 


et Mr. Voss can get a clearer 
litions, and plan accordingly 

larly, from his general manager, James KR 
he receives a monthly report describing 

rs’ activities, the accounts receivable situatio 

ems encountered during the month and how the 


solved, major objectives for the coming 


| 
ults of monthly sales meet 


ticism. The same sort of report 


Zanesville branch manager 


Backing up these critical estimates 
» Ul 


mance are the usual dcta 
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l and M 


Texas A. and M. Starts Distribution Course 


Iwenty students now training to be technical salesmen in four-year 


Industrial Distribution curriculum; distributors assist with program 


7 ENTY STUDENTS are now enrolled 
Industrial Distribution 
and 


i new 
Program at the Agricultural 
\lechanical College of Texas 

Uhey'll take 146 credit hours in 
jects designed to qualify them 
technical sales jobs with indus 


ial distributors and manufacturers 


The 


to 


ppies and 


rse 1s for four years leading 


equipment 
degree 

Two Years in the Making 
\lmost two vears in the planning 


t ile, the 


ized as a Companion course to the 


new program was organ 
college’s Industrial Technology Pro 
Industrial Education 
Advising and assisting 


gram im its 
Department 
with the course is a committee con 


94 
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DeWitt, Brigg 


sisting of Ashley 
Weaver Machinery Co., 
Texas; C. C. Krueger, San Antoni 
Machine & Supply Co., San An 
tonio, Texas; Joe W. Pitts, Brow: 
Roberts Hardware & Supply Co., 
\lexandria, Ia., and A. E. Cudlipp, 
Lufkin Foundry & Machine Co 
Lufkin, 


lexas. 


Smith Scholarships Founded 


have been made 
iwailable from the Alvin M. Smith 
Scholarship Fund and other sources 
for certain students in the Indus 
trial Distribution Program. These 
grants are for $500 per year for each 


Scholarships 


of the students’ two final vears and 
also lead to summer job opportuni 
making the 


ties. Organizations 


Dallas, 


1957 


in selecting recipient 
mfer with the students peri- 

ically 

lexas A. and M., largest all-male 

lege in the U.S., 
is a land grant college to train 

idents for 


ind engineering 


ISSIST 


was founded in 
1S7¢ 
areers in agriculture 
An Industrial Edu 
ition Department was organized in 
teachers, 
curriculum 


vocational 
Arts 
for teachers was added in the late 
1920's. Shortly after World War IT, 
Industrial 
was organized for students 
careers in super 


19 to train 
and an Industrial 


1 new course in Tech 


nl lo ry 


industry 


planning 
vision, production, safety and per 
sonnel work. Students are prepared 
between the level of planning engi 
neer and production mechanic 


The new Industrial Distribution 





g is devised as a companion 
irse to the Industrial Technology 
Program, with emphasis on sales 
manship, business and distribution 
subjects, in addition to the techni 
cal curriculum. Technical subjects 
among other things, engi 

g drawing, industrial materials 
inufacturing processes, ma 

hop laboratory, industrial 
tv and production engineer 
Business subjects include mat 
ing, business law, wholesale mer 


chandising, marketing industrial 
products and problems in industrial 


listribution. There are also courses 


n salesmanship and public speaking, 
ll as general arts subjects such 
) ~ 


of the United States, alge 
ics and literature 


150 Miles from Gulf 


lexas A. and M. is situated about 


0 miles from the Gulf of Mexico 
Texas that includes 


Houston, Dallas and San 


s+ 


} 
th 


it 


It now has an enrollme 
whom 279 are in tl 
Education Department 


Laboratory Work Extensive 


in Industrial Distribu 
cess to resources of both 
of Business Adminis 
id the extensive techni i] 
f the School of Engineer 
which their department 
An inventory in excess 
maintained in variou 
laboratories, where stu 
ik with actual machinern 
ction with their courses 
rv work for Industrial Dis 
students includes welding 
indry processes, woodwork 
hine shop methods, sheet 
metal irk and general metal 
working 
Texas A. and M. also offers a mili 
tarv science curriculum for all stu 
dents and maintains one of the 
largest student cadet corps in the 
count 
The college has complete sports 


and recreational facilities, including 


tr 


its 


LAB WORK 


l 


Student-industry contacts planned —>» 





Texas A. and M. Starts Distribution Course (Cont’d.) 














/ 


COLLEGE is located in East Texas not far 


} 


Started as land grant college for agricultur 


it no 


1 football program spearheaded by 
its famed Texas Aggies. 

Industrial Distribution students 
are now in the process of organizing 
in Industrial Distribution Club as 
a forum for discussion of industry 
problems with prominent company 
representatives from the Southwest. 
\ short course or clinic is being 
planned for the coming school year 
to bring together representatives 
from the industrial distribution field 






CADET CORPS AND FOOTBALL are other activities for wh 
Texas A. and M. is famous. Here cadets form T before Aggies ga 


500 students in these and 1 


in the South for tw 

at the college. Thev will 
problems and will be asked 
students a realistic appraisal 


Curriculum Is 


Broad but Tailored 


industry. 

Persons interested in more infor 
mation about the Industrial Dis 
tribution Program should write to 
Chris H. Groneman, Head, Indus 
trial Education Department, Schoo! 
of Engineering, Texas A. and M 
College, College Station, Texas. 
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Industrial Distribution Program 
Texas A. and M. College 


First Year 


Second Year 





Engineering Drawing ............... 2 | Industrial Freehand Drawing 2 
Composition and Rhetoric... ... . _... 6 | Composition and Literature ... 2 
History of the United States... . . a 6 | Differential and Integral Calculus 4 
Woods Laboratory ............... 3 | Engineering Problems . | 
Industrial Materials and Machine Shop Laboratory 2 
Manufacturing Processes ......... 3 | College Physics........ 8 
Ns cies cad GU ak kie os ae 3 | Principles of Economics. . 3 
Welding and Foundry Lab........... 2 | Sheet Metal Laboratory. . 3 
General Chemistry ................. 4 | Development and Practice in 
Descriptive Geometry ............... 2 eo — aa . 
Cabinet Making Laboratory 3 
Plane Trigonometry and Analytics..... 4 Military or Air Science . 2 
Military or Air Science.............. 2 | Physical Education .. R 
Physical Education ................. R | Electives ........ 3 
Credit Hours.................. 37 Credit Hours....... - 36 
Third Year Fourth Year 
Mechanics and Materials............ 3 | Marketing Industrial Products 2 
6 i OEE bid hw eek 64 606 we¥e 3 | Speaking for Professional Men 2 
Writing and Discussion............ . 5 | Foremanship and Supervision 3 
Study of Modern Industries........... 3 | Industrial Journalism .. 3 
Industrial Accident Prevention........ 3 | Industrial Psychology 3 
ar re re ee . 1 | Salesmanship ........ 3 
ET Se eT Tere 3 | American National Government 3 
Wholesale Merchandising ........... 3 | Problems in Industrial Distribution 3 
Applied Industrial Electricity... .. . 3 | Seminar in Industrial Education 1 
General Metalwork Laboratory. . 3 | Labor and Industry... : 3 
Production Engineering ......... 2 | Gectives .......... . 10 
NE ba Kne-k <aw ie Gk oe aw eek 5 Crodie Mours.. . 36 
Credit Hours.............. 37 
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Use Call Reports 
To Bolster Sales 


PRESIDENT MORRIS KOBRIN, left, checks a product 


pilav case with salesman Lee Nelson. These cases are used 


By Dennis Orphan 


mpanys sales progran Associate Editor, Chicago 


M AKE YOUR CALL REPORTS WORTH MORE than the 
paper they are written on. That’s the advice of 
Robert Gaertner, sales promotion manager, Rockford 
lool & Transmission Co., Rockford, Ill. He uses call 
reports to bolster the firm’s sales promotion program. 
Our sales ideas are no different than any othe: 
distributor throughout the country,” Mr. Gaertner 
said. “We want anvone and evervone within onr 
trading area to buy everything they need from us. 
Since that is next to impossible, we will settle for our 
“arr 


, 
Share of the Dusiness 


Long-Range Aims 


lo deserve an even share of the business in thei: 
area, company officials devised a long-range plan in- 
tended to do the following things 

“Inform and educate all of our customers so they 


ROBERT GAERTNER, ric : prot n manager, 

h all reports with mes | ghton lesman 
know all the products we handle 

“Impress our customers with our service, stock, 
and knowledge so they purchase from us 

“Sell new items, no matter how little, to all cus 
tomers each month so we get a broad base of business 
in each account and a fast growing volume 

“Penetrate each plant regularly so that many pet 
sons within the plant know about us 

“Have periodic sales pushes to seasonal industries 
which will give us broad base industrywise.” 

“To accomplish these aims,” Mr. Gaertner said, “we 
use various sales promotions ideas. Currently out 
salesmen are equipped with portable displays fet 
each category of products.” 

“These display cases are like three-dimensional cat 
alogs.” Morris Kobrin, president, explained. “They 
sure arouse interest in our products—the customer 1s 
able to see at a glance all of the items and brands we 
stock.” 

Salesmen are instructed to leave a packet of litera 


DON HARRISON, salesman. posts his monthly sales in an 
ture on the products displayed after each call is made. 


int be 0k 
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Ihe literature is compiled it the ofhce betore the 
salesman makes his calls 
Mr. Gaertner added, “We use our call reports t 


keep track of what our salesmen are doing, and so 


that we can get repetition of call and depth of pene 
tration. ‘The displays are intended to be used to main 


iin customer interest, to sell from, and to gain acces 


nto the plant for deeper penetration. To implement 





this plan and to insure the proper effectiveness of ou 
sales promotion efforts, it is best that all our sai 
personnel should have uniform method of makings 
ls and keeping track of them.” 
One Hour a Week 
Here w the call report system works: Call r 
ports are made out in duplicate immediately afte: 
salesman calls on a customer. The report include 
such information as name of company, names I pe! 
sons called on, what was demonstrated and to whom 
what was discussed, follow-up suggestions, and pet 


] 


sonal chit-chat. The salesman keeps the origi 


and each day turns in the carbon to the ofh 





Each salesman also keeps a call report sheet. On 





: 7 REVEL NORDENBERG 
this sheet the salesman lists the names of all the per- k up number of packets needed each day 
sons he sees in the account. Next to each name he 


1 


shows the number of times each month he visits 
laces } - ae f ] 
phones each person. The call frequency { each 
i ; I ' I utting in on the business, or there may be a switch 
account is determined in a sales conference and is 
: : in procedures so that other materials are used 
changed peniodically to fit conditions. ‘This frequency ; a 
: : Ihe salesman are also instructed to leave with the 
rate is adhered to and, in instances where a persona : 
a - sales promotion manager a weekly itinerary of thei 
call must be skipped, a phone call is made to th - ' : 
es ills. Morning and afternoon calls are separated 
individual : 
Daily deviations from the itinerary are noted. Per 
lline + the ll re rt cs + ic simp] tac] . . 
Fillin g the call report heet l i pic ISK tinent information as to whom the ilesman will] be 
vr + R CT . , ry at cs him hout o7 . . . 
for the esman Altogether, it takes him a ul 1 vith. where. and phone n she 
hour a week. When a call is made, the salesman 
7 ‘ } - - . £ ’ 9 + + +) — 
enters the date in one of four boxes next to the per 
age a News Account: New Personnel 
son’s name he called on. If a demonstration is mad 
at the same time, the salesman puts a dot in the sam hse unte it ic th 
i A i PLLLELS, | i ea ai 
sions Me 4 he fenticee of thy 
quare h the date. At the bottom of the pag to submit an up-to-date personne 
the salesman puts a check in a simila ositioned days, to the sales promotion manag 
1 y +} ré e Is int s. 3 lemonctrated . 
squar¢ ie product line that he dem rated order to retain the account. the 
eee eee ' 1} a i 
Thus, a glance, the date of the call could be seen tinue the call frequency that was est 
h +} ; , ( } } ley mn<trated : : . ; 
who the salesman talked to, what he demonstrat Fach salesman is asked to check th 
der files « Saturday mornings 
Keeping Accounts status of h mints. He checks t 
ups have been mad is noted in 
| keep the salesmen informed of their total that all arrangements are satisfacton 
monthly sales in each of the company’s lines, the Mr. Gaertner said, “From thes« 
company provides an account book. Each week the ill report sheets, we know how mam 
salesman fills in the cash amount of each sale in each men make each day. how manv differ 
line that he made to each customer. He can compare seen, what products were demon 
figures with previous months or vears, and he has some that was left, and how manv phone 
indication if he is ahead or behind This procedure is and to whom. This is vital informat 
necessary to planned selling and volume growth,” Mr us keep our sales program i ev 
Gaertner said. “If there is a drop in any item, the goes wrong, our call reports usual 
account book will point it out. Somebody may b« All in all, this svstem has been ver 
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EXPEDITING is 
t Preside Z 
ition All 


handled by Mrs. Joyce Kopsack, secretary 


they mfer on a special 
ompetent inside per 


vork,” Mr. Gow says 


= ae pies 
ORDER EDITING is Manager Joseph Smuda’s responsi 
bility This is an important istomer function,” Mr. 


When a customer mails or phones us an 


rder he is entitled to prompt irate 


Smuda observes 


rt ' 
IMTCOUS SCTVICE 


a 


ane 
ae 


aN 


PRICES are the province of Gerald Heller who handles 
phone quotations, order pricing and general accounting 
When have other duti t's dificult to keep curt 


p current 
, , My assign t ma thi major responsibility 


By assigning inside personnel to specific 
“customer service’ jobs, New Britain, 
Connecticut distributor provides... . 


More Selling Time 
For Outside Men 


By George L. Bottari 


Assistant Editor 


they were out selling when the pictures 


And, at Mill Supplies, Inc., New Britain 
salesmen now have more actual selling time 


\LESMEN AREN'T IN THESE PICTURES for a very simple 
S TCasol 
were taken 
Conn., 
because evervone in the inside organization has been 
issigned specific customer services. 

Industrial supply salesmen who spend time pric 
: their orders, expediting back-orders, writing quota 
tt making personal deliveries are, in 
said Z. S. Gow, 
president Today, industry is too technical, too de 
| ] to do 


partmentalized; salesmen should have plenty 
We believe top management must sec 


‘oT , na 
Th if Ci), ind 


my opinion, old-fashioned salesmen, 


just selling 
to it that salesmen spend maximum time on the job 
thev’re hired to do—cail on accounts and sell buvers 
mm the advantages of doing business with us. Sales 
men should not waste time on the details of filling 
billing and delivering orders—that’s what we have 


} 


specla 


inside personnel for, why we do what we call ‘sy 


IZINg in Service 


Everyone Specializes In Service 


Backing up salesmen so they can devote more time 
to selling must be accomplished, however, without 


Mill Supplies, 


Inc., achieved this by adopting a philosophy that 


jeopardizing service to the customer 


sulted in training 


of the 


: 
inside personnel to think in term 
customer 


In the past, inside personnel thought nly 


of doing a job for us,” Mr: 


in terms 
Gow explained. “But 
today everyone in our inside organization appreciates 
the fact that they must do a job for the custome 
Our specializing in service philosophy has brought 
ibout the realization that, if customers aren't satisfied 
with how we handle their business, they won't con 
tinue to favor us with orders and, if we lose bus 

personnel lose the opportunity to earn mo 

even jeopardize their jobs.” 


Once the proper attitude was acquired, th 
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for management was the delegation of sp« 
tions to each inside employee. It is important at th 






point to impress employees with the fact they ar 






responsible for assignments, that they are accountab 







to management for the success of their specifi 





tomer Service 


lor example: Mr. Gow’s secretary, Mrs. Jovce Ke 








sack, was assigned to keep track of back orders ai 
expedite deliveries with suppliers. It is her job t 
follow-up all order balances by wire, phone or lette: 







and be in a position to advise customers the exa 







status of their orders. Mrs. Kopsack also maintair 











contact with suppliers’ local representatives and 
klv as p 1] INVOICES are type: Svlvia H S 









] 
responsible for getting them as qui 





when needed at a customer's plant 





ICK-10gs and 1 





President Sells, Too 






“Incidentally,” Mr. Gow pointed out, “Normally | 
wouldn’t be in a picture with Mrs. Kopsack; I 







usually out selling myself.” 






Che next step involved informing customers of who 






in Mill Supplies’ inside organization handled what 
\s Mr. Gow put it, “My portrait of the old-fashione 
salesman is partially the result of customer influence 








We found a number of customers who, when they 






phoned, always asked for the salesman. We learned 






that invariably they wanted information on a dis 






crepancy in billing, a quotation, information on a 





back order, or a matter involving pricing or accounting 






or they wanted to place a routine order.’ 






Customers Cooperate 













Educating customers to appreciate that internal SUPPLIER CONTACTS: Reaching manufact 
bat fact é\lns K 


! i 





functions are handled by people other than the sales 





man required the combined efforts of inside and ou 


ide personnel. Salesmen on their calls, direct mail 





S 






literature, and inside personnel answering routin 





phone calls, all informed customers that 






+7 


- . : : 
if thev wished to thev shoul ISK 











nee! call \irs Joyce K P iCK 


Place an order Joseph Smuda 






3. Geta price or check on 














their statement Gerald Helle: 

+. Check on deliver Earl Rice 

5. Get invoice information Sylvia Hillgrove 
Most all customers cooperated immediately wh« 






ts 


it was pointed out this is basically the same procedure 


hey use within their own organization. For exampk 









when a P. A. wants engineering data on products his 






mpanv manufactures, he checks with his own Eng 









I 
neering Dept.; when perplexed by an accounting prob 






lem, he contacts his own Accounting Dept STOCK SHIPMENTS 
Admittedly, many accounts forget who handles ao 










CONTINUED ON PAGE 166 
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"As buyer in a small plant here's . . . 


“What | Want From Salesmen’ 


Tact, teamwork and appreciation of customer’s problems count 


most, says this purchasing agent for a small manufacturing concern 


By William Gummere, Jr.* 


r’S MUCH HARDER WORK to gain 12 small customers 
l with the same potential as one big account, but it's 
also much harder to lose all 12 of them. 

If you're an industrial distributor salesman and 
remember that, you'll find a good potential in small 
plants—provided you understand what small-plant 
buyers want from salesmen. Here, based on my experi 
ence as a purchasing agent for a small industrial estab 
lishment, are the Do’s and Don't’s | believe every 


’ 
| 


salesmen calling on small industry should observe: 


DON’T Judge Book by Its Cover 


Calling on a small plant the first time, you may be 
disillusioned by what you see, but remember the adage 
about not judging a book by its cover. The small 
factory with 100 employees and an unimposing office 
may use more of your product in a year than 10 large 


plants combined. 


DON’T Under-estimate the Buyer 


Many a small-plant purchasing agent is a graduate of 
a leading engineering college and very likely was 
oriented in shopwork before he became a buyer, or else 
worked his way up from an operating job (I spent 
some time in the shop when I joined Luzerne 
Rubber). The chances are the buyer will have a very 
good knowledge of what his shop uses, and why, and 
very possibly he has a better idea of how a certain prod 
uct might fit into the scheme of things than either the 
salesman or the people in the shop. Keep your ears 
open—the buyer may have in the back of his mind 


*THE AUTHOR—Mr. Gummere is purchasing agent for Lu 
zerne Rubber Co., Trenton, N. J]. A graduate of Lehigh 
University, Class of 1936, he has a B.S. degree in chemical 
engineering and has been with Luzerne Rubber since 194] 
He worked for some years in the ompany’s production 
department before becoming chief buyer 11 years ago 


tion for your product wit! 


nv vou dreamed of 


DON’T Use the Big-Plant Yardstick 


make a basic mistakc 
el that, because a larg 
ill plant has to have 

further from the truth. Jus 

the small plant are rubb 
vaguely suggest bo ike 
l rest both m 
salesman who tries to infer the P 


ryt 


s not see the comparison is 


e aoc 


1 sarcastic “So what? 


DON’T Insist on Seeing the “Engineer” 


s to ask to s« 
r two reasons: | 
be beneficial, he will 
he possibility that a small plant 
t engineer. Furthermore, whe 


yusy, he’s probably telling th 


DON’T Use High Pressure Tactics 


| line of fast talk w 
l-plant buyer beca 
unless he’s sure 


Appeals to “Try it a1 


useless; the amount of mone\ 
may be SO slight and the 


t that such a decision 


DO Keep Calling but DON’T Argue 


f } +} 


If a company is buying an item from two sources, the 


purchasing agent will be reluctant to add a third 
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Why The Small Customer Is Different 


Mr. Gummere believes small-plant buyers have different 
functions than their large-plant counterparts because: 


4. But he has to send out many inquiries 
to get materials in small quantities. 
Delivery is generally more important 
to him than the cost of materials. 

He depends on salesmen for more than 
the usual amount of teamwork for 
materials and information. 


The purchasing agent of a small plant is 
not a specialist but a jack-of-all-trades. 
He handles all the plant’s materials $. 
and has a thorough knowledge of the 

shop. 

He hasn't time to bother with quota- 

tions on each and every order. 








ul ie 


supplier, but this doesn’t mean he never will. If 4 
1 “third supplier” it’s vitally important to be favorably 
't take 


the Help and Quotes 


embered by the buver; call occasionally, don 


ren 
too much time, and above all don't trv to argue 


changing his position when he's made 


DO Check Your Facts ts 


LOI technic ij 
; , = } ere te 
a small plant won't take the sales which the buyer re: 
r it that a change will save him mone number of « 
this out for himself. Guard carefull) 


aking any statement you can't prove, 
} 


r that if you re once accepted you have th 


DON’T Run Down Competitors 
: | 
It's always poor psychology to criticize co 
} in a small plant this may amount to 
ling the P.A. he’s buving a 
competitor you re running down is 
be a chief supplier. The buyer knows better than 4 
of service and matenal 


} rot 


nes £ZCtng 


} 


DON’T Jump the Gun on Price 


loo many salesmen quote a price before they know DO Drop the Order to Keep the Customer 
what the buyer really has in mind or how the product 
will be used. You'll be way off base if the P.A 
thinking about a $100 installation and you quote him 
on a more elaborate one that costs $1,000. It’s just as 
foolish to quote blindly in the $100 range when a 
buyer has been looking at different models that cost 


$1,000 or more. He’ll assume immediately that vou 


Distributors have inside track —> 





‘“‘What | Want from Salesmen’’ (Cont’d.) 





Prompt local delivery 

One invoice to process a purchase 
Once-a-month billing in many instances 
Less transportation cost 

Less telephone expense 

On-the-spot service when needed 





Why Small-Plant Buyers Prefer Industrial Distributors 


Mr. Gummere says: “The local supply firm almost always 
has the inside track with the small industries. The wise man- 
ufacturer who wants their business will make every effort 
to get local representation. The reasons are obvious 


sa 
. 


7. Customer can pick up locally in emer- 
gencies 
Salesmen who know the plant and its 
problems 
Continuing relationship with firms that 
stand behind products and service 








pipe, that he could buy at a lower price from another 
source. An intelligent salesman can tell at a glance 
when he sees the list whether this can be bought 
directly from the factory, for example, at a good 
saving; if so, he should advise the customer to do 
so. If this seems foolish, remember you are playing 
for steady future business, not a one-shot order. Be- 
sides, on this one you have very little chance for the 
order anyway because, unless the customer quotes the 
lowest bid on his own job, he won’t be ordering the 


ryiT 
Ipe 


DO Break Down Resistance with Service 


he small-plant buyer's reluctance to change sup 
)liers is based on his confidence in his present supply 
firms, and the only way you can convince him he 
should change is by building up his confidence in 
you. Rendering little services, assisting as much as 
humanly possible, and avoiding the common mis 
takes of so many salesmen who call on small plants 
ire the things that will help turn an occasional cus 
tomer into a steady one. 

Small-plant buyers have no use for the so-called 
‘super salesman” who beats the bushes for trial or 
ders wherever he goes. These are generally one-shot 
propositions; the buyer may throw the salesman a bone 
to get rid of him but he won’t repeat it the next time 


1round 


DO Realize Importance of Teamwork 


Purchasing for small industry presents problems 
that are different from those encountered with large 
customers. While the buyer for the large plant is a 
specialist, the small-plant purchasing agent is a jack 
of-all-trades concerned with a wider range of products 
ind responsible for numerous functions besides buy 


ing. He must among other things prepare specifica 
tions, evaluate tool performance, maintain inventory 
systems, anticipate production demands and-~ new 
product developments and audit invoices Above all, 
he has to be thoroughly familiar with the shop. His 
time is limited 

It’s seldom practical for him to get quotations on 
each and every purchase since in many Cases the cost 
of this would exceed the cost of materials. And prompt 
delivery is apt to be far more important than any 
possible savings in cost because a single machine break 
down may paralyze his plant. 

leamwork on the part of salesmen is an absolute 
must since a plant’s supplies are just as important as 


its sales, and without either it cannot exist 


DON’T Overlook the Small Customer 


In view of these special problems, it’s easy to 
see why small plant buyers prefer local supply sources 
like industrial distributors. The distributor has nearby 
stocks for immediate delivery or pickup. One-invoice 
purchasing and once-a-month billing saves time and 
money. Telephone and transportation costs are less 
And above all the local distributor will stand behind 
the products he sells, and if he has good salesmen, 
they can be relied on to make recommendations that 
are correct because their future business with the 
plant depends on it 

Che wise salesman realizes this and does not over 
look the importance of small-plant customers. He 
knows that there are not so many other salesmen 
after the business, and small plants lack the personnel 
to investigate competing products and make frequent 
changes. If he’s sincere and intelligent, the hard 
work it takes him to gain small-plant customers will 
more than pay off in the development of a steady 


volume of sales 
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cinch the sale! 


sell the inside story 


of CHESTER 


LIGHT WIE I GIANT 
HOISTS 


You're closing in on the sale when you take your 
prospect in behind the Chester Lightweight 
Zephyr’s oil-tight, snag-proof steel housing. 
That’s where you can point out all the reasons 
for its remarkable efficiency, smooth 
performance, and durable dependability. 


Among its many outstanding mechanical features, 

the Zephyr has heavy-duty ball and roller bearings 

on all rotating shafts to hold the friction losses down. 

Zephyr parts are precision machined from high 

strength metals to make a fast-action, easy-operating, 

long-wearing internal assembly. And the Zephyr has the 
positive-acting Weston-type automatic load brake that 

works instantly and silently, between pulls, to hold the 

load safely under all kinds of operating conditions. 

Lightweight —sturdy—compact—and thoroughly 

engineered! That’s why the Zephyr is the hoist you can 

confidently sell your prospects .. . and sell it from 

the inside out! For all the facts to use in selling 
the inside story, send for your copy of the Chester ia! 
Zephyr Hoist bulletin right now. ’ 


be 
4 


~/ 


CHESTER HOIST DIVISION : LISBON, on!I0 


The National Screw & Mfg. Co. 


> 
t 
Fasteners JP Hodel!i Chains y Chester Hoists 
<) 


—) 
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U.S. TOTALS 


May 1957 
Compared with 


April 1957 





Comptcep By Inpustaiat DistRiBuTION 


+1% 


May 1957 
Compared with 


May 1956 


2% 


First 5 Mos. 1957 
Compared with 
First 5 Mos. 1956 














+3% 





Supply Sales Trend 


Final Figures For May 1957 





May 1957 
Compared with 
April 1957 


May 1957 
Compared with 
May 1956 


First 5 Mos. 1957 
Compared with 
First 5 Mos. 1956 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 











NO 
CHANGE 





2% 
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“YARWAY is one of our 
top profit lines’ 


maintained? Yarway 


Q. mr. Pye,* almost from the time you and Mr 
Ben Barker started this company that has three counts 


grown to one of the leading mill supply firms 
Another thing, with Yarway we fee 


the backing and cooperation we n 
home office and your Southern District 
ger, Mr. Roger Martin, a1 


been most cooperat 


in the South, you have handled the Yarway 
line of Impulse Steam Traps and Strainers 


What’s your opinion of this line? 


How abi 
pac kaging 


9 


lor ( oding : 


A big help to us ar 


> consider Yarway the custome 
simplifies st 


lines. We judge any ock probl 
three c applicat 

(1) does 

have volume 

possibili- 

ties, (2) is the 

margin of 

profit satisfac- 


tory, and 


does the manu- 
Socturee hare g  YARNALL-WARING COMPANY 
rood distributor policy and ak sae ' nity. 111 Mermaid Avenue 
good distributor policy and Insist on it being Philadelphia 18, Pa. 


*JOHN Pre, Pye-Barker Supply Co., Atla 


0 Q00d way to 
Aele Ateam taper 


OVER 1,200,000 YARWAY IMPULSE STEAM TRAPS ALREADY USED e STOCKED AND SOLD BY 275 CONVENIENT 
LOCAL INDUSTRIAL DISTRIBUTORS e NATION-WIDE YARWAY ENGINEERING STAFF AT YOUR SERVICE 
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SALES TRENDS (Cont'd.) 





May 1957 
Compared with 
April 1957 


May 1957 
Compared with 
May 1956 


First 5 Mos. 1957 
Compared with 
First 5 Mos. 1956 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 
Washington 





+ 2% 


+ 8% 


- 3% 


12% 


+10% 








+ 6% 


-16% 


+ 2% 


_ 4% 


+ 6% 





+ 9% 


-12% 


+ 2% 


+10% 


+ 3% 
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V-R CARBIDES 


...A Quality Grade for Every Job 


L 


V-R Cemented Carbides 

* tipped and solid tools 

¢ standard and special 
blanks 


Example: VR-75 super steel cutting 
grade carbide throw-away inserts 
provided 2!5 times longer tool life 
on crankshaft cheeking than premi- 
um grade carbide ‘‘A”’. 


ASK FOR 
CATALOG 
giving complete dota on 
al! V-R Carbide Grades 


A Product of Vascoloy-Ramet Corporation, Waukegan, Ill. 


V=R Toolholders 


... For Standard Cemented Carbide Inserts 


For throw-away in- 
serts ¢ negative and 
positive rake holders 


For inserts up to 
142” length 


TOOLHOLDERS AND THROW-AWAY INSERTS 
INCREASE PRODUCTION ae 


* 


Example: A change from carbide i@ 
tipped tools to V-R toolholders and 
throw-away inserts eliminated 
carbide grinding, speeded up tool 

changes and reduced downtime. ie 
A Product of Vascoloy-Ramet Corporation, Waukegan, Ill. 


ASK FOR 
CATALOG 
describing 


re - mas 


= 


——- 


V-R TANTUNG 


... A Superior Cast Alloy Cutting Tool Material 


Tipped tools « solid tool 
bits * cut-off blades « in 
serts ¢ cast-to-form blanks 


TANTUNG TOOLS INCREASE PRODUCTION 


Example: Replacement of HSS tools 
with Tantung permitted increase of 
surface speed from 100 fpm to 200 o 
a 
fpm on old style automatic lathes, ASK FOR 
thereby doubling hourly production NEW BOOKLET 
te 3 when where 


vse Tantung 


A Product of Vascoloy-Ramet Corporation, Waukegan, Ill 


V-R Face Mill Cutters 


. with throw-away Type Carbide Inserts 


You change only 
the square insert 
not the cutter body 


THROW-AWAY INSERT CUTTERS ELIMINATE 
CARBIDE GRINDING, REDUCE DOWNTIME 


Example: V-R throw-away insert 
type face mill cutters replaced old 
, . ore . 1 en > 
style cutters, saving $208 in tool ASK FOR 
cost and downtime while removing NEW BULLETIN 
describing ond listing 


1186 cu. in. of material. ce Penn satel Gatton 
A Product of Vascoloy-Ramet Corporation, Wauvkegon, Ill. 


4 


SUBSIDIARY OF FANSTEEL METALLURGICAL CORPORATION 


804 Market Street e 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


N CASE YOU HADN'T NOTICED, profits are going up 
I In the first half of 1957, total corporate profits 
after taxes) have been at an annual rate of $23 bil 
lion—better than last year, better than 1955, in fact 
better than any time since the tax rate went up to 
52% in the Korean War days. 

Also, profit margins are improving. For business as 
1 whole, they have been better this year than in 1956, 
ilmost as good as in 1955. Only three vears in the 
past ten have seen noticeably higher profit margins 
And all of these—1948, 1950 and 1951—were vears of 
great international disturbances and world-wide infla 
tion, which gave profits a temporary and _artific 
boost 

Profits before taxes have about kept up with eco 
nomic growth since 1948. And this is a mighty good 
showing if you remember that today’s profits are more 
conservatively stated than thev were a few vears ago 
Companies are not counting inventory gains as profits 
to the same extent as formerly, and they are charging 
off much larger amounts of depreciation, maintenance, 
research and development as current expense. The 
tax law of 1954 permitted more realistic deductions 
for all these items, and corporations have been taking 
full advantage of the new provisions—which means 
lower reported profits 

It seems clear that, if the same accounting tech 
niques were used, this year’s profits would read sub 
stantially higher than in 1948 or 1950. And profit 
margins might be as good or better. There was a 
temporary squeeze on profit margins in 1956, but it 
has not continued in 1957. This vear’s profits will 
look good by any fair standard 


Why the Worry? 


Excellent over-all profit results are no reason to 
believe that any particular industry or company is 
riding smoothly along with the parade. So in individ 
ual cases, there has been plenty of reason to worn 
Vhere is nothing wrong with 1957 profits in total 
And it’s this: Some 
of the industries and companies that used to be profit 


Sut there is something different 


leaders have been slipping lately; others that were 
doing badly have picked up. 

The more comprehensive figures on total corporate 
profits compiled by the Department of Commerce are 
more reassuring. As noted above, the total is up from 
1956 and so is the corporate share of GNP. The over 
ill improvement has been going on ever since the end 
of last year’s steel strike—with a pick-up in oil, utili 


ties, capital goods and many retail lines offsetting the 


drop in other industries. 


Manufacturers’ Profits 


One of the greatest areas of concern has been about 


manufacturers’ profit margins. At least in the reported 


1956 just weren't keeping up with 


ratio of profits to sales is a good measure 


pronts 


»—f management efhciency. If it slips, costs are getting 
Is this happening now? 

swer is: No. From the 3rd quarter of 

quarter of 1956, costs—especially labor 

rease faster than volume or prices. And 

wer profit margins. However, during 

months, this situation has steadily im 

Costs have been brought under better con 

rices have been raised—not in all, but in most 

of the spots where it seemed necessary—and margins 


ire getting back to a normal percentage of sales 


AL 4 


There’s a Reason 

table shows, profit margins vary sharply 
of business activitv, Thev were below 
last quarter of 1953, when a recession 
ind also in the steel strike quarter of 1956 
were unusually high in the second quarter of 
1955, at the peak of a boom. But the “good” quarters 
h prosperous years as 1953 and 1955, and early 

raged around 12.6% of sales 
far in 1957 haven’t been that good, as 
reported. However, conservative analysts estimate that 
res in accounting techniques have held 1957 


har 
profit margins about one-half percentage point below 
what they would be with 1953 or 1955 accounting 
methods 


the “LIFO” method of inventory accounting, which 


[he most important of these changes are 


keeps most inventory appreciation out of the profit 
figures, and the charging of research as a current ex 


—4 ~ 


pense inste id of a ipital investment here has also 
been a sharp step-up in depreciation charges which 
would distort all comparisons. In our table, we show 
profits before depreciation 

If the same accounting methods were used, profit 
margins for the last two quarters of 1956 might be 
slightly over 12% in the table above—not as good as 
in some recent times, but not down nearly as much 
is in the last part of 1953. Profit margins in 1957 
would be up again—to around 12.5%, which compares 
well with other prosperous periods. 


110 INDUSTRIAL DISTRIBUTION #¢ AUGUST, 1957 





Having Trouble Getting SPECIAL Screws? 


Chances are that the “special” you need is “standard” 
in the wide line carried by Southern—long or short; 
wide or thin; Phillips or slotted; round, oval or flat; 
brass, aluminum, steel, silicon bronze, stainless steel 
in any of the popular plated finishes. 

When you need specials, ask Southern first! 
Write us your specifications. Free samples and Stock List if 
requested on company letterhead. Box 1360-ID, Statesville, 
North Carolina 


Warehouses: 
NEW YORK ® CHICAGO ® DALLAS 
LOS ANGELES 


Wood Screws @ Machine Screws & Nuts @ A, B, & F Tapping Screws 
Wood & Type U Drive Screws © Dowel Screws © Stove Bolts 


Roll Thread Carriage Bolts ¢ Hanger Bolts 


©: 
SCREW COMPANY 


STATESVILLE e NORTH CAROLINA 


INDUSTRIAL DISTRIBUTION # AUGUST, 1957 





What's New in Merchandising 





* 
eoeeeveeeere? o** 
eens eens eee 


eeerer 





Kraeuter & Co 


. Has 


Hand Tool Displays 


Kraeuter & ( Inc., 
N. J., has announced a new 
for display of its 


Measuring 22 


“me! 
hand 

ind 
“Pre 
of five 
tools—diagonals, end nip 
chain flat 


' 
pliers, and round nose pliers 


( handisetr , 
tools in. high 


wide, the rotating 


seven 1n. 
cisionette”’ 
different 


pers, 


carries a variety 


nose pliers, nose 
Chere 
is room in the display for extra stock 
of each item 

(he firm has also announced a 
display for its “Rainbow Line” of 
pliers with colored vinyl handles for 


easy identification. ‘The display con 


71.9 


sists ot a £5X2 ft. 


pegboard with 
chrome trim holding a selection of 


pliers and wrenches. ‘The board can 


112 


Newark, 


be hung on a wall or, when attached 
to a stand, displayed on a counter 
lhe metal brackets holding the tools 


are of chrome and the board itsel 
is blue. 


Strong Carlisle Issues 
Steam Specialties Catalog 


Strong Steam Specialties Div., 


Strong Carlisle & Hammond has is 
sued a new catalog of its entire line 
Ihe 60-page catalog contains de 


scriptions, illustrations, dimensions, 
capacities, and prices of steam traps, 


strainers, separators, flash separators, 
reducing valves, block steel valves, 
and engine stops. 

Feature of the catalog is a fold-out 


INDUSTRIAL DISTRIBUTION # AUGUST, 1957 


KRAEUTER 


Fine TOOLS 





Co . Bost« 





containing steam trap pres 
capacities and orifice sizes. 
Selection, sizing, and _ installation 
data is included, together with illus 


A list of 


cities where Strong distributors are 


trated parts breakdowns. 


located is also included. 


Boston Woven Hose 
Repackages Tape 
Boston Woven Hose & Rubber 


yn, has announced an all 


Bull Dog } Sull Dog } Bull Dog 


“a ow 
wir 
lade bg 


Friction Too 





Manufacturers’ Training Programs « Films 
Displays « Packages « Literature 





metal shop 


“Bull Dog” 


tape. Each can contains 10 rolls of 


can packaging for its 


friction and rubber 


tape wrapped in cellophane. Ac 
cording to the company, the cans re 
sist rough handling and have tight 
fitting caps 


Re 
mae 


\ 
@ oa! 
~~ 





Ideal Corp. Issues 
Folder on Hose Clamps 

Ideal Corp., Brooklyn, N. Y., has 
issued a folder covering its line of 
hose clamps for industry. A variety 
of types is illustrated in addition to 
complete descriptions and specifica 
tions. The brochure is part of the 
company’s expanded program of sell 
ing through distributors 


Armstrong Bros. Issues 
New Tool Catalog 
\rmstrong Bros. Tool Co., Chi 


Jeffrey Mfg. Holds First 


Factory School for Distributors 





catalog list 
cluding 
not previ 
are illustrations and descrij 
socket wrencl 
forged clamps, tool ho 


wrenches, 


and hold-down tools, 


ind pipe tools 


Allis-Chalmers Books 
Contain Film Material 
AllissChalmers Mfg. Co 
waukee, has issued two 
containing the pictures a1 
mentary of two slide films pr 
last vear—““How to Make a 
Go, and Go, and Go, and G 
“How To Take Step Seve! 
these films dealt with the care 
maintenance of electric motor 
Both films feature Herman, of the 
und Charley, who 


did no unnecessary running around 


run-down heels, 


pli } 


yntained lect 
trations on the fin 


cations, selling 


luded with tl 


rraduation certi 


by J. I 


president n hars 


lustrial di on Th 100! 
ynducted by R. D. Prushing, 
] ; byayt wr < 


istant manager of 


Other Jeffrey engine¢ u 


repre 


ADDITIONAL MANUFACTURERS’ ACTIVITIES START ON PAGE 





HOW HEWITT-ROBINS SERVICE 


© 
ws 


Mr. Peter Baker, Owner and President of Baker-Bohnert 
,and Dick Schuba, H-R Field Engineer, 
discussing H-R Retractable Hose for dust collecting. 


Rubber Co. (left 


To service its customers properly, 
Baker-Bohnert is equipped to vul- 
canize or splice transmission and 


conveyor belting in the warehouse 


or at the customer’s plant. 
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Sheet packing for custom-cut gaskets 
is part of the full line of H-R In- 
dustrial Rubber Products. Here two 
plant men position a pattern on red 
sheet packing before cutting. 
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The 5-ft. x 4" I.D. Hose, which expands to 191% ft. dur- 
ing the collecting operation, was developed by Hewitt- 
Robins to meet specifications furnished by Pete and Dick. 


Before making a trip through a 
Louisvillechemical plant, Pete Baker 
(center) and Dick Schuba (right) call 
on Mr. Ralph Schmidt, Purchasing 
Agent. 








HELPS DISTRIBUTORS GROW 


No two distributors face exactly the same problem, 
but the H-R Field Engineer has the resources to help all of them 


It’s been ten years since Pete 
Baker made the decision to go 
into business for himself —to 
start what has become the 
largest rubber supply house in 
Louisville, Kentucky. Today, 
the Baker-Bohnert Rubber 
Company handles eight times 
as many accounts and carries 
25 times the inventory it did 
when Pete took his first order. 


MR. PETER BAKER 


“Johnny - on-the-Spot”’ 


Like most distributors, Pete and his staff live with 
the problems of their customers. They keep thei: 
eyes open for anything that may help improve pro- 
duction efficiency. They are “Johnny-on-the-spot”’ 
when something is needed in a hurry. And that’s 
where Hewitt-Robins’ Field Engineer, Dick Schuba, 
comes into the picture. 


Pete Baker (left) and Bruce Kin- 
lock, Area Supervisor, inspect the 
H-R Belt Conveyor system in this 
large plant. 


An Ounce of Prevention... 


To quote Pete Baker, ““Many’s the time when Dick 
and I have worked together in solving customers’ 
problems. Sometimes it’s getting repla ement con- 
veyor belting or hose in a hurry to prevent a costly 
shutdown ... other times we’ve solved knotty appli- 
cation or processing problems. From experience | 
know I can depend on Dick, his company, and the 
products they make—which is one big reason why | 
handle the complete line of Hewitt-Robins Indus- 
trial Rubber Products.”’ 

Dick Schuba’s experience, like all H-R’s staff of 
field engineers, included extensive factory and field 
training prior to his territorial assignment. He knows 
how H-R builds quality into the products it makes, 
and how to get best results from their use. But, most 
important, he knows that success depends upon 
service ind that’s what he Here are a few 


pictures that will show you what we mean. 


Bruce Kinlock (center . Pete 
left), and Dick check H-R Hose 


lling hydrochloric 


cn Is lal 


@ HEWITT-ROBINS 
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Policies, Mutual Problems 
Aired at Fort Worth Steel 
Distributor Group Meeting 


Sales policies and operating pro 
cedures affecting distributors were 
discussed when Fort Worth Steel 
Co.'s organized Distributor 
Adviscrv Council met recently. 

Council asked for 
quicker response to their inquiries, 


newls 
members 


more adequate engineering data, 
facilitate 


special items and better training aid 


more data to pricing of 
to distributor salesmen. 

The 
help improve the overall relation 
ship between Fort Worth Steel and 
its distributors. G. R. McCalla, 
president of J. E. Dilworth Co., 
Memphis, has been elected pres 
ident. 


council was established to 


Group Voted 

The organizing 
have nine representing 
different distributor firms. 
Three new members will be selected 
each year to replace three retiring 
members. The will 
every March. 


group voted to 
members 


nine 


council meet 


Initial Members 

Other initial members of 
council include W. C. Hamor, 
Dixie Belting & Supply Co., Okla- 
homa City; W. A. Lindfors, W. S. 
Nott Co., Minneapolis; J. R. Torpey, 
Power Transmission, Inc., Denver; 
B. G. Wells, Welsco Co., Fort 
Worth; and O. F. Thompson, Jr., 
Texas Belting & Mill Supply Co., 
Houston. 

M. S. Jackson, Jr. vice president 
in charge of merchandise sales, Fort 
Worth Steel, presided at the first 
meeting as the council had not 
been formally organized previously. 
Also participating were J. D. Brance, 
chairman of the board, G. A. Jag 
gers, president, and J. D. Wittmayer, 
secretary-treasurer. 

Mr. Jaggers told the group that 
the firm’s distributor policies were 


the 
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Ducommun Shifts Eight to New Management Posts 


Alexander Bob Jones 


Tom 


~* 
> 
ak 
Dave Martin Ed Ramp 


Eight staft members at Ducommun Metals & Supply Co., 
have been assigned to new management 
Bob Jones, Steve Kennoy, Lee Parsi 


Toland and Warren Carroll 





being offered for the council’s re 
and before the 
firm adopted a written policy which 
would be sent to all its distributors 
With a few 
council found the policies accept 
able as a basis for a confident “part- 
nership” between the firm and its 
distributors. 


VIEW suggestions 


minor changes, the 





Reichle Supply Assigns 
Added Duties to Sturm 


Norman FE. Sturm, 
sentative for Reichle Supply Co., 
Saginaw, Mich., has been assigned 
the added post of industrial sales 
manager. He has been with the firm 


22 years and has been an outside 


sales repre 


salesman 11 years. 

Also, Leonard E. Kraatz has been 
appointed office manager. He has 
spent most of his 11 years with the 
firm at the telephone order desks. 





Steve Kennoy 


Warren Carroll 


Jim Toland 


Los Angeles, 
posts. ‘They are Tom Alexander, 


ms, Dave Martin, Ed Ramp, Jim 


New Appointees 
Mr. Alexander been ap- 
pointed training director. He has 


has 


been employment manager since he 
joined the firm in 1955 

Messrs. Jones, Kennoy and Par 
sons have been named sales man 
agers. Mr. Jones and Mr. Parsons 
had been outside Mr. 
Kennoy served as manager of inside 
sales for the last year. 

Mr. Martin, training director 
since he joined the company in 
1948, has been made manager of 


salesmen. 


inside sales. 

Mr. Ramp, who held the post of 
outside sales manager the last two 
vears, has been appointed steel de 
partment manager. 

Mr. ‘Toland, formerly an outside 
salesman, has been advanced to 
project control manager. 

Mr. Carroll, previously a traffic 
clerk, becomes traffic manager suc- 


ceeding George Pardee who retired. 
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Oklahoma Distributors 
Elect New Officers; 
Lindley Heads Group 


David Lindley, Industrial Equip 
ment Co., has been elected pres 
ident of the Oklahoma Industrial 
Distributors Association. He suc 
ceeds J. H. Dibert, Marshall Supply 
& Equipment Co., who moves to 
the post of director on the board of 
trustees 

Other officers are: L. A. Epps, 
Krisman Industrial Supply Co., vice 
president; Paul W. Muratet, Mid 
west Supply Co., secretary; and 
James Baxter, Machine Tool & Sup 
ply Co., treasuret 

Other Tulsa members of the asso 
ciation include Hulsey Machinen 
Supply, Star Hardware & Supply Co 
and Precision Tool Sales 








Hough Directs Field Sales Division for Skil 


Samuel E Hough Carl D. MeWade 





Fifteen distributor repres 


Four-day course at Simonds Ab 
rasive Co.’s grain and grade school 
was attended by 

Front row (left to right)—T. T. 
Rowlands, assistant sales manager, 
Simonds; Ed Bailey, John R. Parry, 
Inc., Boston; Robert Frye, Bond 
Supply Co., Kalamazoo, Mich; 
William Hines, Production Tool & 
Supply Co., St. Louis, Mo.; L. G 
Breckenridge, sales manager, Si 
monds; Richard Meade, M. L. Foss, 
Inc., Denver; Chester Needham 
Biggs Pump & Supply Inc., La 
fayette, Ind.; Robert Cole, Pye 
Barker Supply Co., Atlanta, Ga 











Second row Al Frost l.astern 
Abrasives Inc., New York; James CS] 
Reed, Reed Supph Co., Erie, Pa.; | nder t ’ 1CW 
William Palmer, Jones Hardwat r. McWade wil 
Co., Ltd., Long Beach, Calif.; John ties of Donald | 
Cape, Central Mine Supply Co., | planning; William H 
Mt. Vernon, Il.; William Dietrich, 
Jr., Schaberg Dietrich Co., Lansing, 
Mich.; Kenneth Arris, Simonds Saw 
& Steel Co.; F. Bresch, Standard | Adds Warehouse 
Machinists Supply Co., Pittsburgh; A new 
James Short, Pye-Barker Supply; | opened by Raybe 
Rollie Wuertz, Almquist Bros., Los | Inc., at 411 West First 
Angeles; Joe Bondy, Upton Bradeen | Tex. It will be operate: 

& James, Ltd., Windsor, Ontario, | las district under E. W. N 
Canada. tr 
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American Chain 
Outlines Program 
For Sling Chain 


Plans for the promotion of a new 


sling chain program by the Amer 
Chain Division, 
Chain & Cable Co., Inc., 


lined and established during a re 


ican American 


were out 


cent series of three sales meetings 
District 
men attended the three-day sessions 

Ihe first was attended 
by representatives from the New 
York and Philadelphia districts; the 
second by men from Atlanta, Hous 
San Port 
land and Los Angeles and the third 


Boston, 


sales managers and sales 


meeting 


ton, Denver, Francisco, 
by representatives from 
Chicago and New York 
Henry Ervin, vice president and 
director of sales, E. V. Creagh, ad- 
vertising and sales promotion man 
ger, and Wallace Meyer, president, 
Reincke, Meyer & Finn, Inc., ad- 
ertising agency, attended the ses- 
ions which were presided over by 


William B 


Ilko, sales manager 


Present at the second 

Division, American Chau 
S. M. Brown, E. V. C1 

Bond, W. M. Cusack, |] 

third row—Harold Wilson 
ever, F. C. Seacrist, D 
G. Wineman, A. ¢ 

B. Ilko, W. B. Lashar 








New General Sales Head 
Milford H. Luttell has 


named general sales manager of the 
Walworth Co. He joined the firm 
in 1933, became assistant manager 
of the southeastern division in 1944 
and was made manager in 1949. 


peen 





Gets Top Sales Post 

ie 
to sales manager by Butcher & Hart 
Mfg. Co 


in 1953 as assistant sales manager. 


Britt, Jr., has been advanced 
He joined the company 


He formerly had been with Electric 
Auto-Lite Co. 





Keystoners 20th Annual Outing Draws Good Attendance 


> 


Under watchful eye of umpire J. J. McCann, J. H. Williams 
& Co., team captains A. R. Cranks, Threadwell Tap & Die, 


and Ed. Bilikiewicz, Budd Mfg. Cx 


The 20th annual outing of “The Keystoners” at 
the Manufacturers Golf & Country Club, Oreland, Pa., 
drew a capacity attendance of guests and members in 


spite of sizzling heat. 


In fact, the heat was responsible for calling the 
traditional ball game between the Keystoners and the 


118 


choose up 





was presented 
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buyers in the sevent 


came out winners 


stoners and guests 


venth inning o1 
sing agents ut short 


} 


h inning 


I'he buyers, of course, 


Golf, swimming, horseshoes, and chatting on the 
clubhouse terrace comprised other activities for Key 


After dinner, an outdoor floorshow 





Campbell Chain 
Briefs Salesmen 
On New Product 


Complete details on Campbell 
Chain Co.’s new Blue Temper 
chain were presented at the firm's 
recent general sales meeting. On 
hand for the new product and sell 
ing program briefing were: 

Back row—C. H. Feiser, G. K 
Blum, A. Simmons, R. G. Gamble, 
W. S. Martin, J. L. Herbold, R. M 
Fuller, G. Peters, G. J. Kohler; sec 
ond row—D. A. Ruffin, Jr., H. A 
Ziegler, J]. N. Kuhl, N. A. Pettit 
J. S. Hardison, R. R. Leighton 
G. W. Sinclair, R. P. Leister, S$. D 
Adsit, K. Steinmetz, A. M. Lund, 
W. E. Elder, F. J. Parsons, M 
Falkenhagen, L. Ford, V. M. Ben 
nett, G. W. Ferrer, W. H. Hen 
dricksen, D. R. Coutts, J. K. Wil 
son, R. W. Elder, G. A. Garrett; | GE Department Reassigns 
front row—A. A. Hally, M. H. | Distributor Sales Manager 








Naom 
a ' Levens 


Campbell, H. D. Campbell, G. ] a ee have n pr ted bv Lindsav. 
owalc moid nas Dee! Pp . 1 , : 
I orp., Pl 


ladelnh 

; HwuaAcCIpH la 
»0inted manager of product plan are 
I i ian and Miss Willard 


Campbell, III, G. J. Campbell, Jr. 


ning and marketing research by a bee 
General Electric Co.’s Metallurgical pe ne vi v , — ” ” the 
Products Department. Pag ae : 

Mr. Arnold had formerly been 


manager of distributor sales. He 





joined the unit four years ago as a 
Chicago Carboloy carbide tool rep 
resentative. Before that he had been 
with General Electric’s 


services division 





managed the W i] 


Elects Board Members i fF “ar wa 
Il mi Ss ¢ OMCeS And Ware Lise 


Van R. Halsey and I. J. Mack | the past four vears. He has been a 
have been elected to the board of sales representative the last 10 vea 


directors of Hanson-Van Winkl is first duties will be to 


Theodore F. Mummery, Jr. Munning Co 








Mummery Gets New Post 
At Besly-Welles Corp. 

Theodore F. Mummery, Jr., has 
been appointed to the new post of 
manager of cutting tool sales by 
Besly-Welles Corp. 

Mr. Mummery, who has been 
with the firm 10 years, has been 
assigned to the firm’s general sales 
office at South Beloit, Ill. Howard S. Tuman, Jr. Naomi 8S. Willard Harry W. Levens 


FOR ADDITIONAL NEWS, SEE NEXT PACE => 








Chicago Hucksters Hold 
Annual Golf Outing; 
New Officers Introduced 


Fifty-five members and guests of 
the Hucksters Club, The Indus 
trial Manufacturers’ Representatives 
Club of Chicago, attended the 
club’s annual golf outing at Ruth 
Lake Club, Hinsdale, III. 


Prizes were awarded to the first 


Country 
three low gross scores and to the 
first 10 low 

Robert Sparks, Chicago Precision 
Supply Corp., won the first low gross 
He was followed by 


net scores 


score with 73. 
Eddie Fuller, Nicholson File Co., 
77, and Tom Longworth, Barrett 
Christie Co., Chicago, 78. 

Paul Boehne, Skil Corp., won the 
low net score with 124 minus a 58 
handicap for a total of 66. Clarence 
Cochowski, Skil Corp., came in 
second with 81-12-66, and Jim 
Bailett, Four-States Machinery, fin 
ished with 95-26-69. 

Ihe golf outing committee con 
sisted of Walter Barlow, Jr., Jacobs, 
Mfg. Co., chairman; C. George Mat 
tusch, manufacturers’ agent; Phil 
Whittemore, Cushman Chuck Co. 

After the evening banquet, the 
new officers for the year were intro 
duced. They are: Chester Gaudian, 
Supreme Products Inc., 
John Conrad, Aro Equipment Corp., 
vice president; Wayne G 
Lufkin Rule Co., Whitte 
more, Cushman Chuck, treasurer. 


president; 


secy .; Mr 


Individual winners are congratulated by Walter R. Barlow, 
chairman of the golf com 
mittee. Paul Boehne, left Skil Corp., won the first low net 
score with a 66 and Robert Sparks, Chicago Precision Sup- 
ply Corp., Chicago, won low gross with a 


Jr., center, Jacobs Mfg. Co., 


Threadwell Representatives Meet at Home Office 


1957 SALES -/ 


FG 


New developments and selling plans 
57 national sales confere1 





Beyer, 





Wood Shovel & Tool 


Takes Over Geyer Mfg. 


The Geyer Mfg. Co.’s stock has 
been acquired by Wood Shovel & 
Tool Co., and will be operated as 
a division. 

Howard A. Geyer, president of 
Geyer Mfg., will remain as a con 
sultant. Other officers and key em 
ployees of Geyer will retain theit 
positions in that company. 





Manages OEM Sales 


Fred G. Moser has 
moted to manager of original equip 


been pro 


ment sales by Johnson Bronze Co. 


He has been director of product 
engineering the last six years 





scussed at Threadwell Tap & Die Co 


Roy Heldenbrand, division man 
ger of Threadwell Tap & Die Co., 
recent 1957 
Oscar 


Ahlers, newly appointed vice pres 


conducted the firm’s 


national sales conference. 
ident, delivered the keynote address 

Present were: First from 
left)—Arthur Ferris; Walter Carlson; 
Mr. Heldenbrand; Mr. Ahlers; Ear! 
Cooke; Jack Sutter; Francis Henry; 
~Clay Ferguson; Paul 
Hawthorne; Jim Conway; Aubn 
Ozias; Al Cranks; Walter Merek; 
Ken Rice; Don Wheeler; Cliff Aus 
tin, advertising agency; 

Third row—Charles Palm, adver- 
tising agency; Bill Kaeuper; Bill 
Knazek; Charles Atwell; Ed Haas; 
Ort Harping; Tom McCullough; 
Mike Fotopolous; Carl Wood; Phil 
Johnson; Glen Gatzert; John Rush 


TOW 


Second row 


+ 





Co., 


secretary; 


New Huckster officers for 1957 
Supreme Products, Inc., president; John Conrad, Aro Equip- 
ment Corp., vice president; Wayne G. Beyer, Lufkin Rule 
Henry 
73. president; Phil Whittemore, Cushman Chuck Co., treasurer. 


nclude: Chester Gaudian, 


Michgelson, Allen Mfg. Co., past 


ADDITIONAL NEWS STARTS ON PAGE 176 





OF YALE RAIL KING 
TRACTOR TROLLEYS 


Yale Rail King Tractor Trolleys are fast-selling items when you 
tell your prospects how they boost efficiency, provide greate 
flexibility in overhead handling operations... how they save han- 


dling time and increase safety for greater production economy) 

e Yale Rail Kings can work with any hand or electric hoist 

up to 3 tons. This means hoists go wherever they ars 
needed...perform more lifting jobs. 


For smooth production-line operation, Yale Rail Kings can 
pull any type of equipment on standard I-beams, or special 
rolled overhead track systems. 

Yale special accelerating brake assures smooth stops and 
starts...eliminates danger of swinging loads... permits 
safe inching and positioning of loads. 


Wabadg toby lady bal ol! 


Outstanding Yale engineering features assure savings in 
time and maintenance costs...quickly pay back your « 
tomer’s low initial investment. 


Keep these selling points in mind when you contact your pros- 
pects. Use Yale bulletin No. 1507. It gives customers all the facts 
they want to know—and keeps you one sales step ahead! 


YA L Es INDUSTRIAL LIFT TRUCKS AND HOISTS 


"REG. U.S. PAT. OFF 


—» 


The Yale & Towne Manufacturing Company, Philadelphia 15, Pennsylv 


Gasoline, Electric & LP-Gas Industrial Lift Trucks « Worksavers « Warehousers « Hand Trucks « Hand and Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
> Change 
June May June From 


NAME OF PRODUCT CLASS "57 57 36 = Year Ago 
Abrasive Products 137.4 137.4 129.0 -6.5 
Cutting Tools 151.8 151.8 144.5 
Fans and Blowers 176.0 176.0 171.3 
Fasteners 194.2 194.2 
Incandescent Lamps 160.5 160.5 147.: 
Industrial Rubber Products 144.7 144. 14.1.8 
Lubricants 98.2 98.: 87.5 
Materials Handling Equipment 162.6 161.9 150.6 


Mechanics Hand Tools 170.9 170.9 159.9 


(Files, saw blades) 
Metalworking Accessories 170.9 170.9 151.8 
Motors 118.9 118.9 111.8 
Paint 125.5 124.7 119.1 
Portable Power Tools 132.6 132.6 130.7 
Power Transmission Equipment 168.2 168.2 154.8 
Precision Measuring Tools 141.1 141.1 134.2 


Pumps and Compressors 161.3 161.3 152.0 


Steel Products 4.; , 158.2 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 149.8 


Welding Machines 144.5 


(Equipment, rods) 


Total Index (weighted average) 55. 55.4 145.3 


cs and Industrial Distributio 
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LYON QUALITY 


meakes THE DIFFERENCE! 


LYON benches have amaz- 
ing strength and rigidity 
through 3 design features: 
(1)All-welded construction. 
(2) Legs and cross members 
of heavy rolled ‘‘T’’ shapes. 
(3) Bottom-flared legs. 





~ SHELVING 
AND BINS 


FOLDING 
CHAIRS 





DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 


STEEL WORK BENCHES, for example. at a glance 
all work benches may look alike but there’s a world of 
difference—in strength, rigidity, stability and smooth- 
ness of working surfaces. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 


We can manufacture special items to your specifications 


LYON METAL PRODUCTS, INC. 


General Offices: 853 Monroe Ave., Avrora, Il. 
Factories in Aurora, Ill. and York, Pa. 





r 


FLAT DRAWER FILES 


CABINET 
SHOP BOXES BENCHES REVOLVING BINS 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Panel Cutter 


Capable of 62-in. 
Cut-Off Stroke 


. 
cutting member \ 


Cs length of the iT] 


} 
Lie u 


DeWalt Inc., Sub. American Ma 


ch ne & Foundry Cr I 1T1¢ . Pa 


STC 


Router Bits 


Number of Units 
Added to Line 


Doubling the number of units in 
its router bit line, the 


iddition of five 


company in 


nounced carbide 


tipped bits for production cutting of 
plywood and plastic liminates and 
in arbor assembly to‘ permit use of 
with 


ber 
it S 


shaping and slotting cutte 
Model 297 


he 


router 
includes surfacing 
dovetail, “V’ 


ind 


rabbeting 
bits 
Skil Corp., Chicago 
Gasket Cutter 
For Cutting 


Round Gaskets 


Work 


Garlock Packing Ci 
N. } 


Fastener 


Nylon Washer 
Preassembled 


ind 


proor, vibration-d 


equipmen 
‘oo 


Wpel 


Push-Pull 
Hand Type 
DD-] 


s said to dispense liquids of almost 


100 


double action hand pump 


any viscosity, 20 gallons pel 
strokes. 
Average total 


pressure is 25 psi. It may be sup 


rated operating 


plied as pump only, or as a barrel 
pump or a pedestal pump 

Wayne Pump Co., Fort Wayne, 
Indiana 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Drives 


] y ; ] ' 
sCd recently introduced 


Sin pie Center 


‘elf-conforming nylon 
Distance Adjustme 


sembled to the maker's 
elf-tapping screw 

washer in the Nvyltite 

ideal for manu 

small appli 

feature pro 


highly 


Gencral Amer 
orp.. Clifton 











Ideal tor 
Tool Kits 

















Cap Screws 


With Nylok 
Self-Locking Inserts 








ilaDie diameters range from 4 


for hexagon-head cap screw 
} ] ] ] 
x self-locking inserts adde 
} 
nanufacturer’s standard line 


thie 


1 
rit 


? 
pellet inserted in 
tion of the screws 1s said 
iT: 


~ 


] ] ] 
them self-locking and s 


Plastic Tubing 
100 Ft. Coils Linear 


Type Polyethylene 
CONTINUED ON PAGE 


PAGES 128 AND 129 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE 





UNIFORMITY OF -FLUTE CONTOURS 


is one of the four essentials in Balanced 
Action. performance —exclusive with 


Winter Taps. 








For your customers who 


know their tapping costs: 
BALANCED ACTION 


shown by his records of accurate holes and long life. 


EXACT FLUTE SPACING 





PRECISION CHIP 
DRIVE CONTOURS 





All winter advertisements say 
CALL YOUR WINTER DISTRIBUTOR 





TAPS BY WINTER 


) 
i? 
WAN 


The Winter Tap user has learned to consider only one cost: the cost-per-hole, 





ACCURATE AND 
CONCENTRIC CHAMFERS 





y 


| a . 

















Lowering the cost 
of metal cutting 
through laboratory 
research... 


is a continuing process at National's Rochester 
plant. Many of the findings are already evi- 
dent in the improved National tools of today; 
more can be expected in National's tools of 


tomorrow. 


~ All Nationc! Advertisements say 
we CALL YOUR 
J NATIONAL DISTRIBUTOR 


The search that never ends for better 
cutting methods... test milling of high tensile 


strength steel. 











On the Market Today (Cont’d.) 


two types: straight shank spiral 
flute with right or left hand spiral 
and flat flute with straight shank and 
right or left hand cut 

Chicago Latrobe, Chicag 


Pump 


Glassed 
Centrifugal 


g. 3708 glassed centrifugal pump 


Ease, Economy 
Of Installation 


power transmission 


fit standard pressed 
sings; bores fit 


und inch shafting 


is said to withstand the effects of 
most corrosives used in the chemi 
cal, pulp and paper, plastic and 
petrochemical industries 

Said to be completely inert to all 
common acids except hydrofluoric 
t is available for heads up to 140 
fect and built in four sizes with 
ipacities up to 700 gpm 

Goulds Pumps, Inc., Seneca Falls, 
N. ¥ 


Crane Attachment 


Demountable, 
For Portable Lifts 


\vailable for portable lifts of 1000 
ind 2000 Ib capacity and 56-in lifts, 
1 crane attachment can be furnished 


with new machines 





1 ' 
i r , ; 
COllar 1S used 


firmly to shaft Index of This Month’s New Products 


tipped with Synthe-Seals, said to 
| v — BEARINGS 
mf WHIIC exciuding Marlin-R ku 

grit and moisture 
\Marlin-Rockwell Corp., James CAP SCREWS 


town. \ ] Cleveland ¢ ips 


BLANKS 
S) iity ¢ 


CHUCK JAW 


Jerge lo 


CLAMP 
Detroit Stamping ( 


COATING 
Guardian ( 
In 


CONVEYOR 
Belt Corp 


CONVEYOR BELTS 
Goodvear Tire & Rul 


COOLANT SYSTEMS 
I'rico Fuse Mfg. ¢ 


CRANE ATTACHMEN| 
Oster Mfg. Co 


CUTTING TOOL 
Vaco Products ¢ 





: CYLINDERS 
Drills A. K. Allen Co 


For Accuracy DRAWERS 
In Small Holes Bay Products, In 


High speed micro drills in sizes DRESSER 
from .0059 to .0394 are available in Vhreadwell Tap & Die ¢ 
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DRILLS 
Ch ro Latrol 


Portable El 


DRIVES 


Davton R 


DUMPER 


Uhrden, hh 


FASTENERS 
Parker-Kal 


FEEDER 
jeffrey Mfg. ¢ 


FINGER COTS 
Wilson Rubber 
Div 


GASKET 
Chicago Gasket ¢ 


GASKET CUTTER 


Garlock Packing ¢ 


HANDLI 
Lyon Metal Produ 


HOSE 
Hewitt-Robins, 


INDEX HEAD 
W oodlawn Ee Sd 
In 


1957 








the maker's machines already in use. 

In 30-in boom position, machines 
have a lift capacity of 500 Ibs; 36-in 
position +20 lbs; 42-in position 375 
Ibs 


Oster Mfg. Co., Wickliffe, Ohio 


Motor Base 


Take-Up Accomplished 
By Adjusting One Screw 


Replacements of belts is said te 
be a simple matter with Adjusto 


CONTINUED ON PAGE 130 


IN THE 


PROFIT 
COLUMN 








Index of This Month’s New Products 


LAMPS 
General El] 
Dept 


Large Lamp 


METER-GUARD 
Electronic Development Labora 


tories 


MOTOR 
Robbins & Myers, Inc 


MOTOR BASI 
American Pulley Ce 


MOUNTING PADS 
Vibration Mountings, 


OILER 
Eagle Mfg. C 


PANEL CUTTER 
DeWalt I Sul 
Machine & Foundry C 


PIPE COUPLER 
John Beam Div., Food Ma 


hinery & Chemical Corp 


PLASTIC STEEL KII 
Devcon Corp 


PLASTIC TUBING 
American Ag Co 


PRESS 
Press-Rite Div Sales 
Machine Tool Co 


PULLER 


Owatonna Ti 


(Cont'd) 


PUMPS 
Bijur Lubri 


I 


ROUTER BITS 
Skil Cory 


SCOOP 
True 1 


SHIELDS 
Industrial | 


SWIVEL RING UNITS 
Gres Reproducer Corp 


PAPE 
Devin j \ 


TENSILE TESTERS 
Skidmore-Wilhelm Mfg 


TORCH ALLOY 
Eutectic Welding A 
rRAYS 

E. V. N 


TURRET DRIVI 
Acme Industrial ¢ 


VALVES 
Fairbanks ( 
Worcest I \ aly 


WIRE CONNECTOR 
Holub Industries, In 
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Winute Wlan KEYWAY BROACH KITS 


For cutting keyways fron s” to 1" in 
any bore from \"* to 3” in one minute 


for as little as one cent 


yy” am 


Winute Tan SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. In stock for %." to %" squares 

Hexagon broaches and Production 
Type Keyway Broaches also in stock 


a 


duMont TOOL BITS 
High Speed Grou >qu 
tangular. WH 
longer due 


red hardness 


Winute Wan 
MAGNETIC 
BASES 








For complete information on these fast 
selling, high profit tools, get in touch with 


THE 


duMONT 


CORPORATION 
Greenfield 
Massachusetts 








5 reasons why distributors 
are selling more 


Jewel Brand 
Abrasives 


1. PRODUCT FEATURES 
The velvet joint of JEWEL BRAND 
Abrasive Belts, for example, helps 
distributor salesmen develop new 
business, maintain old business. 
Uniformly-bigh standards of quality 
assure anticipated results. 


2. A COMPLETE LINE 
JEWEL BRAND coated abrasive 
products (belts, discs, sheets, rolls) 
are available in various combinations 
of grain, bond, backing and flexi- 
bility for grinding, smoothing or 
polishing metals, wood, plastics, 
leather or rubber. 


3. A PROFITABLE FRANCHISE 
A sound and stable policy regarding 
discounts, price protection, territorial 
coverage, factory service and 
deliveries, sales assistance and 
warehousing assures attractive profits 
and permits long-range planning. 


4. A DEPENDABLE SOURCE 
OF SUPPLY 
Modern machinery and equipment 
manned by expert craftsmen keep 
production in step with the growing 
demand for JEWEL BRAND Abrasives. 
Branch offices and warehouses in 
New York, Chicago, Cleveland, 
Pittsburgh, Detroit, High Point, 
Fort Worth, Los Angeles and Portland 
assure convenient service. 


5. CONSISTENT NATIONAL 
ADVERTISING and 
HELPFUL LITERATURE 
Month after month, attention-getting 
JEWEL BRAND advertisements appear 
in leading industrial publications. 
WRITE NOW for complete details on A 8. , l P 
the proGtable Jewst BRAND Franchise. m attractive Catalog and other 
Abrasive Products, Inc., South Braintree, ; . 7 x 
Feet dd ga rainree, literature provide salesmen with 
effective sales tools. 


Abrasive Products Inc 
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Slide motor base which can be 
mounted vertically, horizontally or 
inclined. 

Adjustment screw is always acces- 
sible and cannot rust out or freeze 
up. 

American Pulley Co., Philadel- 


phia 


Dresser 


Can Be Operated 
Right Or Left Handed 


Tangi-Matic dressers are said to 
insure accuracy by form-dressing at 
wheel bottom, thus eliminating er- 
rors on grinders where spindle is not 
exactly true with the chuck. 

It has its own direct reading scale; 
tangent settings are milled in de 
grees and minutes. 

Threadwell Tap & Die Co, 
Greenfield, Mass. 


Coolant Systems 


Armored Flexible Tube, 
Kwik-Change Nozzle 


“Trico-Mist” coolant systems are 
now also available with flexible ar 


th 





convenient new 


STANDARD 
PACKAGING 


on volume items 





Your factory orders for Crosby Clips and Blocks, Crosby- 
Laughlin “‘Missing Links’’,* Swing Links and Lebus 
Loadbinders are delivered to you in convenient standard 
packages. They’re attractive, durable packages contair 
accurately counted quantities ready for delivery to 

your customers. Quantities in each package art 

based on normal selling demand! 


GENUINE CROSBY “RED U-BOLT’™* CLIPS 


are prepackaged in quantities that are easy for one 
man to handle: 


CROSBY “LOAD-RATED” BLOCKS 


are individually boxed for your cony 
finish is protected by an attractive pacl 
block is clearly printed on the end flap { 


recognition 


LEBUS LOADBINDERS, 


the newest addition to the world’ 
forged fittings is shipped to yo 


standard packages 





. 


CROSBY-LAUGHLIN “MISSING LINKS”.* 
Like Crosby Clips, thi 

packaged in smaller 

Bulk shipments are 


STANDARD PACK IS EASY TO/HANDLE STOCK DISPLAY DELIVER 


And don’t forget the big package of free year round promot 
material, national advertising and efficien t centralized warehou 
from Crosby Lat as lin Lebus. Remember, you sell safety 

] 


. complete line . . . fast availability when you stock and sé 


"Registered Trademork 


CROSBY LAUGHLIN DIVISION 


SOUTH KEARNY, N. J FORT WAYNE, INDIANA LON 
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Hanson-Whitney can make you 
money .. . and will do so by the 
straightforward method of placing 
with you their complete line of “fin- 
ished after hardening” taps, hobs, 
gages, comparators, and cutters. 


Next, Hanson-Whitney sells you . . . 
and their top quality products, to the 
markets you sell. This means an ex- 
panded and continuous advertising 
campaign in leading trade magazines 

. a hard selling program aimed 
square at your top dollar customers. 
What's more, it means backing your 
service with top factory trained field 
engineers who have all the practical 


know-how your customers demand 


Everyone recognizes Hanson- Whitney 
as pioneers in the tap field . . . as 
highly skilled specialists who have 
long led the way in setting quality 
standards, This “quality recognition” 
is yours through the H-W selective 
distribution policy. 

“Team With Hanson-WHitNeEyY 

Your Very Best SALesMAN.” 


Hanson-Whitney 


mPrany* 


Division of Tut Wuitney Cuain ComPANY 
175 BARTHOLOMEW AVE., HARTFORD 2, CONN 


TAPS : THREAD GAGES : HOBS : CENTERING MACHINES : THREAD MSLEING MACHINES AND CUTTERS 


132 
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mored tubes to protect plastic air 
and coolant lines against abuse, plus 
a fitting that permits quick replace- 
ment of nozzle when necessary. 


Trico Fuse Mfg. Co., Milwaukee 


Index Head 
Weighs 6 lbs. 
Easy to Handle 


Designed for precision indexing, 
this index head is said to offer fol- 
lowing advantages: no lost motion 

wheel dressing, uses standard type 
. - 
ot coll 
locked in any position, graduated in 


ets, rotary action can be 


legrees (8 deg. each side of index 
, supplied with 48 or 40 hole 
ndex plate 

Woodlawn Engineering Co., Inc., 


\Vlelrose Park, Iil. 


point 


Meter-Guard 


Protects Against 
Dropped Tools, Hazards 


Meter-Guard 
tective meter cover for Simpson in- 
truments, Models 260, 303, 276, 880, 
has been introduced 


Guard works while instrument is 


a transparent pro- 


in use or transit; prevents damage to 
meter glass, case and movement. 
Electronic Development Labora 


tories, New York 





MILWAUKEE Qalty 


THE BACKBONE OF PROFITABLE 
INDUSTRIAL BRUSH SALES «« 


% The overall good appearance of Milwaukee Industrial 
Brushes counts heavily in sales. But these brushes offer a lot 
more than that which is at once visible—it is the built-in 
quality. 

Your customers don't actually see this quality which is a 
result of the materials used and the workmanship. However, 
they soon learn all about it, as Milwaukee Industrial Brushes 
go into service and perform so dependably. To the distributor, 
this quality means satisfied customers, repeat orders and good 


profit. 


Your sales job is simplified through a 
service complete in every respect. 


More than 40 years serving industrial 
distributors with top quality. 


Here is the brush line for every indus- 
trial requirement. 


From receipt of order we work to smooth 
the distributors sales job. 


Repeat orders of any quantity are ex- 


actly the same as initial orders. 
Lay your problem in our lap and we will 
have the right answer for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


WRITE FOR 
DESCRIPTIVE 
LITERATURE 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right too! for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 





oka TOOL COMPANY 





4400 WOODRCW WILSON ° 


Press 


For Drawing Parts And 
Other Backyeared Applications 


\ new 37 ton open-back inclin 
able backgeared press, said to be 
ideal for dial feed or other automatic 
feed equipment added while at fac- 
tory or after installation, has been 
announced. 

Features a reinforced Unicast al 
loy frame, 34-in diameter crankshaft 
with bronze main bearings; roller 
bearings in flywheel and on back 
shaft press has 14 x 25-in bolster 

Press-Rite Div., Sales Service Ma 
chine Tool Co., St. Paul, Minn 


Clamp 


Holding Pressures to 2000 Lbs. 
With Air-line Pressure 90 Lbs. 


Model 858 De-Sta-Co air-operated 
clamp-omatic weighs 16 lbs, has an 
overall length of 15%-in (closed), 
height 7}-in, with all components 
individually replaceable. 

Detroit Stamping Co., Detroit 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. CONTINUED ON PAGE 140 
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‘ ‘Load Lifter’ Series 
‘Load Lifter’ Series “700" Wire “600” Wire Rope Elec- ‘Budgit’ Electric Hoist 
Rope Electric Hoist. A fast, heavy- tric Hoist. A fast production ‘ plete, low-cost hoist. ( 
duty hoist with safe push-button helper. Has two brakes and to hang up, plug i 
control and two brakes. Capacities Has two brake 

% to 15 tons. Lug or hook sus- 
pension. Push-type or motor- 
driven trolley 


safe 24-volt push-button 
yntrol rh 5 
of. Lug wdacs Uses little electr 
pension, push-type or m i >«, 400 


t 
tor-driven trolley. Capaci volt battery 





tre $ tol 





EVERY ONE A a ce apenas 
serous vor | PROFIT-MAKER 


weight but tough. Portable to 


handle emergency jobs on the 
spot. 25 Ib. pull on the hand 


hain lifts a 500 Ib. load. Fast \) 

acting load brake speeds and Shaw Boe 4% 
simplifies lowering. Capacities 

% to 10 tons. Spark-resistant g 
models available 


U 1-Beam Trolleys. Add travelability = ‘Load Lifter’ Jib 

to hoists. Bearing equipped for it Crane. Self-support 

4 smooth, easy operation. Geared ing. Full revolving. Swings 
CK _ ing. Sere 


—_—— 
= 
MOAR eset 


‘Tipit 


eng 


Gx 








gener enasensnaene ey 


C= 





type saves effort. Capacities ball bearings. No bi 


to 20 tons foot area. Capa 


“Budgit’ Crane Assemblies. “Build it yourself” kits 


with electric hoists and portable tools jib crane 


with motors up to 1 HP “Budgit’ Gantry “A’ 


Frame. Caster equip- 
a “ ’ ’ 
“ae ped. With h 


f "Budgit’ Conductor Cord Trolleys. Hold “Budgit’ Bridge Drive. En stalled t 


oz 
“Budgit’ Cord Reel. Keeps conductor cord {4 for economy-minded buyers. No machining. No drill 
taut and up out of the way. Sold for use \ ing. Several types, including 180° swinging bracket 


hoist conductor cord in the air on mono- ables users of hand-operated cranes up 


rail systems. Also used to hold cords on to 10 tons to convert to electrical op- 
eration at low t. Push-bution con- 


Ase - other devices aloft 
z* trol. Crane travels at walking speed 

















Here you see just a cross-section of what “Shaw-Box” Distributors 

have to offer industry to help cut load handling costs. And, new 

products are constantly being developed to meet changing needs. 

Every “Shaw-Box” Distributor is protected by a rigid franchise policy 

that assures an attractive profit on every sale. We supply the products 

and back them up with sales training and tools, promotion materials, 

and an advertising program that penetrates deep into every market. 

The relationship between “Shaw-Box” and “Shaw-Box”’ Distributors 

is a two-way street of cooperation. Mutual acceptance of responsibility ‘Load Lifter’ Series “D” All-Electric Traveling Cranes. Highly 
has always accounted for and will continue to contribute to the achieve- poem eagerness any magne we 
ment of our common goal — sales at an equitable profit. Capacities to 20 tor — 


. 


S7L-1 
MAXWELL ) 


—MANNING, MAXWELL & MOORE, INC.—— 
Cmca * 


SHAW-BOX CRANE & HOIST DIVISION 
370 West Broadway @ Muskegon, Michigan 

Builders of “SHAW-BOX" and ‘LOAD LIFTER’ Cranes, ‘BUDGIT’ and “LOAD LIFTER’ Hoists and other lifting specialties. Other Divisions produce ‘ASHCROFT’ Gauges, HAN 

COCK’ Valves, CONSOLIDATED’ Safety and Relief Valves, ‘AMERICAN’ and ‘AMERICAN-MICROSEN’ Industrial Instruments, and Aircraft Product 


In Canada: Manning, Maxwell & Moore of Canada, itd., Avenue Road, Galt, Ontario 


ANNING 
wi JHOOWD 
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100% MORE VOLUME with DAYTON’S 


“Old and new customers alike go for Dayton quality 
and the exclusive Dayton Cog-Belt*” says V. A. Bradley Jr., 


a Partner in Bradleys’ Motor and Armature Works, 


Corpus Christi, Texas. 


“Overdistribution and incompleteness of a product line is the surest 
way to lose out in an expanding market. That’s why we switched to 
Dayton’s complete line of V-Belts and Sheaves in 1953. Our V-Belt 
sales have more than doubled since then. 

“Cog-Belts, exclusive with Dayton, have lined up business we couldn’t 
have gotten. And the complete Dayton line is available when we need 
it . . delivered promptly!” 


“Our average installation de- 
livers about 100 to 150 HP, 
although we often sell sets of 
16 to 20 belts. Here’s a cus- 
tomer who has several of these 
compressor drives . . he’s 
dealt with us exclusively ever 
since we took on Dayton.” 





COMPLETE LINE 


“Dayton furnishes every sales aid we need to keep Dayton’s 
and our name before the customer — including booklets, fly- 
ers, brochures and complete and accurate catalogs. The 
highly effective V-Belt kit — being used by Sam Bradley 

is something no other supplier has ever furnished. And note 
the Dayton wall chart next to the stock of Dayton V-Belts 
that this customer always keeps on hand.” 


“We maintain a complete stock of all types of Dayton V-Belts 
— including Cog-Belts, Variable-Speed Belts, and Double- 
Angle V-Belts — with no less than 20 belts in each size. We 
know that, once they’ve been checked on the Matchometer, 
our Dayton V-Belts will give longest belt life and greatest 
efficiency for our customers. 


Ww 


omete! 
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We 


Vitt 


The Day 
D.R. 1957 Industrial Replacemen 


| want ¢ know 


Daytom Rubber  “™ 


o 


World’s Largest Manufacturer of V-Belts 





A MESSAGE TO AMERICAN 


INDUSTRY 


ONE OF A SERIES 


What Research Means 
to American Business 


American industry plans to invest $150 
billion in new plant and equipment during 
the next four years— more than in the five 
years 1952-1956. It plans to carry out this 
record investment even though manufac- 
turing capacity has nearly doubled since 
World War II. These facts are reported in 
McGraw-Hill’s tenth annual survey of Business’ 
Plans for New Plants and Equipment. They 
contradict many long-established theories about 
investment in capital goods. 

According to the textbooks, a high and rising 
level of capital investment is generally followed 
by a decline. The bigger the rise—so the old 
theory goes—the bigger the decline will be. But, 
after a decade of high-level investment and an 
especially strong rise in the past two years, in- 
dustry now has plans to keep right on with 
near-record outlays for plant and equipment. 
Does this mean some new factor has been added, 


to change the investment cycle? 


The New Factor — Research 


The latest McGraw-Hill survey points 
out one new factor which, more than any 
other, is changing the nature of the in- 
vestment process. This is the record outlay 


planned by U.S. corporations for seientifie re- 


search and development—to create new prod- 
ucts and develop new industrial processes. The 
rapid growth of research in industry, and plans 
for even more remarkable growth in the years 
ahead, are shown by the accompanying table. 

This year industry plans to spend $7 bil- 
lion on research and development — up 
20%c from 1956. By 1960 it will spend $9 
billion — enough to create a major new 
industry. 

By 1960 manufacturing industry ex- 
pects sales to be up 26° — with half the 
increase in products that were not made 


in 1956. 





Growth of Research and Development Expenditures 
(Millions of Dollars) 
PLANNED 
1955 1956 1957 1960 
Machinery gana . 408 506 577. 704 
Electrical Equipment 950 ,149 1,310 637 
Aircraft and Parts eee ee! 558 2,274 161 


Fabricated Metal Products 
and Ordnance 210 


Professional and Scientific 
Instruments 


Chemicals 


Paper, Rubber, Stone, Clay 
and Glass Products 


Petroleum Products 

Other Manufacturing 
Non-manufacturing industries 
ALL INDUSTRIES . 
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What Research Is Doing 


Here are some examples of how industrial 
research is opening up new markets, or com- 
pelling the modernization of old facilities: 

New automatic controls in petroleum re- 
fining will raise the quality of gasoline and 
reduce the time required for production. A new 
process for recovering oil from depleted wells 
promises to multiply our potential reserves. 

A new process for treating iron ore will 
permit the ore to be fed directly into steel fur- 
naces — without the need for blast furnaces or 
coke ovens. 

New turbine engines— made possible by 
the development of heat-resistant alloys for tur- 
bine parts —offer greatly increased power for 
aircraft, ships and automobiles. 

Altogether, industry plans to introduce 
more new products in 1957-1960 than in 
any previous four-year period. It also plans 
new processes on a scale that will make much 
of our present capacity obsolete. These new 
products and new processes are the secret be- 
hind continuing plans for high investment. 

One-third of all manufacturing firms are 
building new plants this year to produce new 
products, and by 1960 this may account for 
10% to 20% of all capital expenditures. At the 
same time, manufacturing companies report 
that over half their capital expenditures in the 
next four years will be for modernization of 
equipment and introduction of new processes. 
Thus the preponderant share of new investment 
will be based on developments growing out of 


research. 


A New Kind of Prosperity 


The keen interest of U.S. business firms 
in scientific research points the way to a 
new kind of prosperity for our economy 


—a prosperity based on deliberate creative- 


INDUSTRIAL DISTRIBUTION 


ness. As long as we can create new products 
that will offer better value to consumers or cut 
costs to manufacturing firms, business will con- 
tinue at a high level—not at fever pitch, per- 
haps, and it is to be hoped not at an inflationary 
pitch. But based on a steady stream of new 
products and processes, we can have a high 
level of general prosperity that defies the old 


laws of boom and bust. 


it’s Not Automatic 


Of course, there is no guarantee. New prod- 
ucts do not spring up by magic as the medieval 
alchemists hoped they would. They are found 
as the result of long and expensive effort in 
laboratories and pilot plants. This effort requires 
an increasing number of trained scientists and 
engineers. In 1957 alone, manufacturing com- 
panies report they will need 7°% more of these 
highly trained people in research and develop- 
ment. And by 1960, they will need an additional 
15% to carry out planned research programs. 

The effort to maintain prosperity — as 
well as the national defense effort — will 
depend increasingly on this supply of 
scientific and technical personnel. But if 
we can supply the people, industry now 
has the plans for a research effort that will 
put an end to the spectre of idle plants 


and idle workers. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments. Per 

mission is freely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts of the text. 


Neuath (Mam 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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FLEX-O-TUBE 


THE COMPLETE LINE OF 
RUBBER, TEFLON AND SYNTHETIC 
HOSE ASSEMBLIES AND COUPLINGS 





ALL MATERIALS — 
Rubber, Teflon and 
other Synthetics 





ALL TYPES OF COUPLINGS 
Crimped-on e Reusable 





Push-on e Dynalock Clamp Type 
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FLEX-O-TUBE 


THE PROFIT LINE OF 
RUBBER, TEFLON"AND SYNTHETIC 
HOSE ASSEMBLIES AND COUPLINGS 


The industrial distributor who sells the Flex-O-Tube line sells a 
complete line—no need to pass up profits because he can’t satisfy 
all the requirements of his customers. 
The industrial distributor who sells the Flex-O-Tube line gets 
four additional advantages, too 
1. Top quality, nationally advertised products 
2. Large quantity sales 
3. Steady repeat orders 
4. Generous profit margins 
As a part of Flexonics Corporation, leaders in flexible fluid han- 
dling, Flex-O-Tube Division will give you the benefit of a sound 
distributor policy, engineering and product application assistance, 
and effective sales promotion aid. 
The bandwagon is starting to move, if you’re not on it, you had 
better check it before it’s too late. Write today for full information. 


*A Du Pont Trademark 


wiht Flexonics. 


( U A | IY FLEX-O-TUBE DIVISION oh ctaliee——44- 


1314 S. THIRD AVENUE, MAYWOOD, ILLINOIS 





FORMERLY CHICAGO METAL HOSE CORPORATION 


Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components 


in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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Feeder 


Eliminates Drawbacks 
Of Manual Feeding 


\ metal-turnings feeder features 
dual star wheels that feed the turn- 
ings into the crusher until amp de 
mand control signal “enough” and 
feed shuts down until surge load is 
passed. Hopper, with a capacity of 
two to three cubic yards, doubles as 
storage bin since feeder motor can 
be started under full load 

Also announced by the manufac 
turer is a new overhead sand unit, 
built as a package unit, designed for 
low-cost installations and to increase 
production by providing overhead 
sand for molding stations 

Jeffrey Mfg. Co., Columbus, Ohio 


Coating 
Pretreatment 
For Metal Surfaces 


Bindox. with basic ingredient of 
rice oil, has a flash point of 450 deg 
F. and may be applied by brush, 
spray, roller or dipping 

Available in three formulations in 
clear form with a light amber hue 
with pigmented Rust-X also avail 
able in industrial red and gray 

Guardian Chemical Products, 


Inc., Houston, Texas 


Conveyor Belts 


Color and 
Specials Added 


Color has been added to the 
three-deck” package conveyor belt 
called Wedge-Grip where a sanitary 
appearance is desirable. Tan color 
compound may now be furnished 











How Black & Decker 

Advertising Stimulates 
Bad 

Distributors’ Sales! 


Key Line products 






are aggressively promoted! 






Black & Decker 
recently received inquiries concerning just two of their 
tools from nineteen markets!* Multiply this return by 
thirty-one—the number of publications used by Black 
& Decker—and you have some idea of the pulling 
power of Black & Decker advertising! 


In one day—from only one publication 











Here’s why that’s important to you! 


A survey of sales executives revealed that calls made as 






a result of advertising inquiries meant an increase ot 
74% in sales over cold calls! Out of 100 cold calls 
salesman could expect to average just 9 sales. When 







he made 100 calls—following up inquiries from publica 






tion advertising—he made 16 sales! When he also left 
product literature, his sales climbed to 38.4! 
That's how B&D advertising and sales promotior 








help you sell more. It aggressively promotes the prod 






ucts you sell to your prospects—wherever they may be 






provokes them to ask for more information—gets vou 






1 


inside their door where you can make the sale. It’s just 






one more reason why B&D should be your key line! 
Tue Buiack & Decker Merc. Co., Dept. 4008, Towson 4 
Md. (In Canada: P. O. Box 278, Brockville, Ont 












*Here are the markets: coal mines - automobile manufa 4 

turers iutomotive accessories capacitor manutacturet provoke inquiries eee 
sheet | fabricators - ontrols and t nt 1 

facturers phot electr engravers rcraft manufacturer 

- electri nputor manufacturers - burner manufacturer 










rotating electrical machinery electr switche 







urers 


B&D N 











leading Distributors Everywhere Sell 


@) Blackh& Decker: 


Quality Electric Tools—Power-built to do the job! 
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that result in sales! 









New B&D 1 HP Router One Reason Black & Decker 
Distributors Make More Profits! \\ 
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Make 
UPSON-WALTON 


your one-order 
source for these 
quality products 


Rope Fittings including clips, 
turnbuckles, shackles and thimbles 


eeeeeoeeee eee *6 e666 6 


ENGINEERED 


FOR SAFETY 


Crane Hook Blocks 
with lifting capa- 
cities from 5 to 30 
tons 


ENGINEERED 


Tackle Blocks of 
wood and steel for 
every purpose 
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FOR SAFETY 


Wire Rope in a wide variety 
of sizes and construction 


te UPSON-WALTON ¢omsn 


Combine four orders in one 
... Save buying time... 
deliver quality and dependa- 
bility by carrying all four 
Upson-Walton lines: wire 
rope, rope fittings, tackle 
blocks and crane hook 
blocks. For a copy of our 
complete catalog, write The 
Upson-Walton Company, 
12525 Elmwood Avenue, 
Cleveland 11, Ohio. 


SINCE 1871 
Manufacturers of WIRE ROPE « ROPE FITTINGS « TACKLE BLOCKS 
CRANE HOOK BLOCKS 


Other offices: New York + Chicago + Pittsburgh 
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where specified, otherwise belt is 
black. 

Also announced is the availability 
of special conveyor belting with 
cleats of various dimensions and 
spacing lengths in widths to 34-in, 
with Vanner or flanged edge }-in 
high up to 36-in widths, and several 
sizes of V-guide ribs on pulley side 
f belting up to 36-in widths. 

Goodyear Tire & Rubber Co., 
(Akron 


Tensile Testers 


Determines Bolt Tension, 
Calibrates Impact Wrenches 


Hydraulic tensile testers have 
been introduced in three models: 
gages for bolts No. 10 to j-in long 
to 4 x 1}-in long; from § x 2}-in 
long to 1 x 23-in long; § to 23-in to 
1} x +in long. 

Skidmore-W ilhelm 
Cleveland 


Mtg. Co., 


Torch Alloy 


To Join Poor 
Fitting Aluminum 


EutecRod 999FC is said to pro- 
vide exceptionable _ workability, 
lower bonding temperature, and 
make it possible to run deposits in 
vertical-up and overhead positions. 

Eutectic Welding Alloys Corp., 
Flushing, N. Y. 





Mounting Pads 


Reduce Noise, 
Isolate Vibration 


Shear-Flex mounting pads, 18-in 
square x g-in thick, oil resistant neo- 
prene with cross-ribbed structure, 
are said to offer deflection through 
out full load range of 5 to 70 Ibs psi 

Pads can be cut to size with scis 
sors or knife and placed under equip 
ment legs or bearing plate without 
bolting or cementing 

Vibration Mountings, Inc.. Co 
rona, L. I., N. Y. 


Adjustable (Or Removable) 
4-Position Rear Handle 


An extra heavy duty 4-in drill with 
a 4position handle features speed 
and torque requirements for contin 
uous industrial service. 

Easier to use in tight spots, drill 
is equipped with gear-type chuck 
and key, 10-ft. rubber covered three 
wire cord, plug and adaptor. 

Portable Electric Tools, Inc., Chi 


o 
cago 


SIMPLE 
DESIGN... 


..-RUGGED 
ose} E-ee ae tou ates, 


WELLS HORIZONTAL 


METAL CUTTING BAND SAWS 


The simple design and rugged construction of every “Wellsaw” didn't 
just happen. We planned it that way! Over 30 years of specialized band 
saw experience and know-how is your assurance of the quality and 
service with each machine produced by Wells Manufacturing Corpo- 
ration. 

There is a Wells Saw of the right style, capacity and speed to do a 
better, more economical job for you. Wells Saws will deliver long, de- 
pendable service. Operating and maintenance costs are very low 


Your Wells Distributor will help you analyze your requirements 
and select the proper model Wells Saw for your jobs 


TWO WIDELY USED WELLS SAWS 
MODEL 600 NO. 8 





Capacity, Rectangular... . 6” x 13” 8” x 16” 
Capacity, Rounds =e 6%" 8” 
Speeds: Ft. Per Minute... 50, 90, 50, 100, 
160, 250 175, 275 
Motor Size 1/3 HP. % HP. 
Blade Size sah %” x 82/4" 34" x 11'6” 
Height to top of Bed... 252" 254" 
Width of Bed.. 8" 10%" 
pO 21” x $0” 24” x 72” 
Shipping Wt. (approx.). . . 425 Ibs. 650 Ibs. 





“The Ploneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 Adams Street, Three Rivers, Michigan 


; 
<i BptPesaaers sare 
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New ARO 


Tatelttsiatel Mm aU) -l-e oaclaldilis: 
available in select: areas! 


Pipe Coupler 


For On-the-Job Aluminum 
Line-Pipe Connections 


\ portable coupling tool recently 
leveloped is said to make at 
tachment of the manufacturer’s 
FMC-Fast Move couplers a simple 
operation for on-the-job aluminum 
e-pipe installations 
John Beam Div., Food Machinery 
( 


& Chemical Corp., San Jose, Calif 


Strongly backed by this 
Distributor Sales Policy 


A terrific opportunity—and it’s all spelled out 
for you in print! Write for a copy! 

ARO’s sensational line of industrial lube 
equipment gives you many exc/usive new prod- 
ucts .. . top performance . . . famous Aro 
quality and warranty .. . nationally advertised 
and promoted for you. 

Your territory may still be open. Write for 


new 36-page catalog and franchise details. 


Plus— another exclusive! 


New ARO 
INDUSTRIAL LUBE CART 


Multi-purpose, portable. Carries ARO- 
PAK for safer one-hand operation, 
fluid lubricant pump, hand gun, suction Elevates Loads to 4000 Lbs. 
gun, hand oiler, and E-Z outs. Every At Heights Up To 60-in. 
plant a prospect! 
lubar twin cylinder box dumper 
THE ARO EQUIPMENT CORPORATION : _ 7% 
GENERAL OFFICES—BRYAN, ON10 s portable and utilizes a 12-volt bat 
Plants at Bryan and Cleveland, Ohio tery nventi ] wer line ac 
Aro of California, 3141 S. Grand Aven ve, Los Angeles 7 ery or conventional power line a 
Aro Equipment of Canada, Ltd., Toro ito 15, Ontario ¢ le ctri source 
Offices in All Principal! Ci ies . : 
Loads can be stopped and held 


it any point throughout dumping 


, " INDUSTRIAL LUBE 
ARQ. EQUIPMENT ycle. 
‘ Also... Air Tools .. . Air Hoists = . : - 
, = rornde Aircraft Products...Grease Fittings l firden, Inc ; Denn son, Oh 
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Gaskets 
Wide Range 
Sizes, Types 
\ full line of split type and square 
Teflon 


envelope gaskets to fit standard pipe 


machined or “Full Flow” 


up to 12-in., has been announced 
Inserts or fillers include compressed 
asbestos, 
neoprene. 

Solid Teflon ring gaskets, ¥' 
t-in thick are 
standard sizes. 

Chicago Gasket Co., Chicago 


laminated asbestos and 
and 


available in same 


Finger Cots 


Three Weights, 
Latex or Neoprene 


Wil-Gard finger cots for industrial 
use are available in three styles in 
sizes U to 4; thumb cots from 2 to 4 

Wilson Rubber Co.. 
Div., Canton, Ohio 


Industrial 


Swivel Ring Units 
For Hangers, 
Drawer Pulls 
Made In 


rated five-sided rectangle 34 


two styles—flat, deco 
in o. d 


? 
i 


and rounded circle measuring 14-in; 


Wherever Cotton Belting 


Finetex”’ 
used by Biscuit and 
Crocker Industry 


suggest 


TRADE MARK 


FRANKO 


REG. U.S. PAT. OFF 


SOLID WOVEN 
BELTING 


Super Corrugator 
used by Corrugated Box 
Industry 


more dependable 
for 
SERVICE +- SALES 
PROFITS 


Alert distributors know there’s no substitute for quality in 


belting—and FRANKO is the belt that won't break down 


Stock and sell this fast-selling, profitable line 


known 


for over 80 years as the finest belting on the market . 


used by many of the nation’s leading industries 


Sell maximum production and minimum downtime 
stretch, less shrinkage, no peeling . . 
Recommend FRANKO — finest for long, 


and longer life. 


trouble-free service. 


Innerlok’’ 
for Industrial 
Con veyors 
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. less 


greater strength 


Write — TODAY .. . Learn how YOU 
can PROFIT WITH FRANKO! 


THE FRANKLIN 
COTTON MILL COMPANY 


1118 Central Parkway 
10, Ohio 


Cincinnati 





Fastest Known Method of as NOW, at a PRICE 


Increasing Production! A LINE OF 


CONTACT 
WHEEL 


that INCREASE PRODUCTION 
AS MUCH AS 80%! 
With any one of three models 
you get: 
FASTER CUTTING 
FAR GREATER ECONOMY 
SAFER OPERATION 
GREATER FLEXIBILITY 
LONGER USE 
ACCURATE CONTOUR GRINDING 
ADJUSTABLE HEIGHT — 360° rotation of 
contoct wheel permits instant adjustment 
to height of any operator. Can be 
MOUNTED ANYWHERE — requires only 
4 bolts! 


@ CHOICE TERRITORIES AVAILABLE 
FOR DISTRIBUTORS 


Write for detailed information. 


B & E MFG. CO., INC. 
OAK GROVE, MISSOURI 





... YOU'LL HAVE EVERYTHING 
in Brush and Broom Supply by Depend- 
ing ON THIS ONE SOURCE... . 


You can meet one brush and 
broom need after the other with the 
CAPITAL line. That's the advantage 
of having a complete line to sell and 
profit with. Quality all the way 
through—prompt service with every 
order. We urge users to buy through 
their local distributor. 


CABITAL 


INDUSTRIAL 


BRUSHES «> BROOMS 


BRUSH AND BROOM MANUFACTURING CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 
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three different type ends, rivet lug, 
wood screw and tapped hole—swivel 
hangar rings has been added to the 
manufacturer’s line. 

Gries Reproducer Corp., New Ro- 
chelle, N. Y. 


Plastic Steel Kit 


For Emergency 
On-Job Repairs 


\n emergency repair kit contain 
: plastic steel for on-the-spot re 
s of tanks, pipes, pumps, valves 
1 other types of machinery has 
een introduced. 

Kit contains 1-lb plastic steel, jar 
yf hardening agent, jar of release 
gent, rubber-covered steel patch, 
length of glass tape, measuring 
spoons and directions 

Devcon Corp., Danvers, Mass. 


Cutting Tool 


Crimps, 
Strips 

Called “Crimcut” Tool”, an $-in 
implement is a combination crimp 
ing tool, bolt cutter, wire cutter and 
insulation stripper. 

Chrome plated for rust protec 
tion, handles are covered with red 
plastic insulation comfort grips. 

Vaco Products Co., Chicago 





Lamps 


400-Watt Mercury, 
Weather-Resistant 


live 400-watt mercury lamps de 
signed to withstand shock of expo 
sure to cold water and snow when 
lighted have been announced. 

Equipped with the regular mogul 
base, they are said to have an eco 
nomic life of 6000 hours with an 
initial lumen output from 18,000 to 
22.000, depending on type. 

General Electric Large Lamp 


Dept Cleveland 


Xv 


Cylinders 


Fork Type 
Rear Head 


Types AN and BN cylinders have 
been added to the maker’s Allenair 
line 

Bore sizes are %, 14, 14, 2, 24, 3 
and 4in.; BN uses cups for piston 
head seals instead of O-ring packing 
used on AN. 

A. K. Allen Co., Brooklyn 


Hose 


For Diesel Engine 
Radiator Service 


Used between radiator and engine 
block to circulate the coolant, a new 
hose of glass fiber and silicone is 
said to withstand temperatures above 
600 deg. F. with a burst strength 
rated above 600 Ibs psi 

Hewitt-Robins, Inc., Stamford, 
Conn. 


= \\ ie f Hl MMH) 





























ei? 
Plastic Coating Stops 
Costly Condensation 
Drip and Rust 


THE COSTLY PROBLEM caused by drip- 
ping from this sweating pipe was permanently 
solved with one easy and inexpensive applica- 
tion of NoDrip Plastic Coating. Sweating pipes, 
ceilings, air ducts and other metal equipment 
are also completely protected against rust and 
corrosion by low cost NoDrip. 

NoDrip Plastic Coating acts immediately to 
insulate and protect. One application adds 
many years of service life to metal equipment. 
NoDrip is also resistant to acid, alkali and 
brine...protects concrete, brick, plaster, tile 
wood or composition surfaces. 

Easy application requires no special equipment 
or skill. Anyone can apply NoDrip with brush, 
trowel or spray. Stop your condensation prob- 
lem now! Get full details without delay. 


COMPANY 


32-PAGE NoDrip DATA HANDBOOK 


Complete with photographs, cherts and tech- 
nical information te solve your condensation 
problem. Write todey. 


Available at leading plumbing and mill supply houses 


J. W. MORTELL CO., 533 Burch St., Kankekee, Ill. 
Please send my FREE copy of the NoDrip Data Handbook 





Compony 








City 


f 
| 
! 
I 
| Nome 
I 
! 
| 
I 
i 
e 
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it’s | UL 
3004 forged steel 
UNION! 


Continual testing 
and inspection assure water-tight 
seat, close tolerance and accurate 
threads. 


@ Brass or integral 
steel seat 


@ Sizes 1” through 
2” ALL forged 
steel 


@ Smoller sizes ma- 
chined from solid 
bar 


@ Close tolerance 


@ Meets all Federal 
Specifications 


“UY. 
the U.L. label \/ 
gvarantees quality 


the packaging 

assures profits! 
; Available from stock in 
sizes %2" through 2”, 300+ steam 


or 2000+ cold water, oil or gas, 
non-shock, 


Order all your fittings from 
“CAPITOL 


COUPLINGS — NIPPLES — UNIONS — 
@USHINGS — PLUGS — REDUCERS — 
CAPS—CAPADAPTERS—WELL SUPPLIES 


148 


20% Stronger, 
Wear Resistant 


l'ru-Lite aluminum scoop features 
27-in long northern white Ash han 
dle, and is fire-hardened to resist 
wear, weather and vermin. 


True Temper Corp., Cleveland 


Drawers 


Adjustable 
Compartment 


Slotted on l-in centers to accom 
modate dividers, these drawers are 
recommended for handling and sto1 
ing small parts. 


Bay Products, Inc., Philadelphia 


Valves 


Operation Unaffected 
By Reversal of Flow 


Combining function of a union 
and a ball valve in one unit, the 
‘Union-Ball” valve is said to elimi 
nate installation of a separate union 
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GARLAND 


RAWHIDE 
HAMMERS 


Rawhide 
Mallets 


If you sell where precision 
. and 

in 95% of 
. . you should be 


striking is done. . 
chances are, that's 
your accounts . 
selling Garland products. 

From a profit standpoint, you'll 


be smart to 


FOR FULL 
DETAILS 
and PRICES 


and 


MANUFACTURING CO. 


*) 


Mm 


48 WATER STREET © SACO, MAINE 





x 900% 


to provide a breaking point in the 
line 

Metal components may be bronze, 
aluminum bronze or aluminum with 
carbon steel, type 303 stainless steel 
and 316 stainless steel soon avail 
able 

W orcester Valve Co., Inc., 
Worcester, Mass 


“ilies. Gna * 


Pump 


Compact, Sealed 
Against Leakage 


Measuring 24-in diameter a sealed 
gear pump, designed to be driven 
from a rotating machine shaft either 
directly or through gear or chain 
drive is applicable to machine tools 
or any other machine requiring 
“flood lubrication” over gear trains, 
chains or cams 

Bijur Lubricating Corp., Rochelle 


Park, N. ] 


Wire Connector 


“Screw-On” 
Wrench 


“Lok-It” wire connector wrench 
fits two sizes of the maker’s Bake 
lite wire connectors—Cat. Nos. Hi-4 
and Hi-6 (“standard” and “‘large” 
construction sizes). 

Holub Industries, Inc., Sycamore, 


Il] 


\ eve in RAWLPLUG MASONRY ANCHORS 


now ——~ TO ABSORB 
YZ VIBRATION of HEAVY DOORS”... 
RAWLPLUG USER FOR OVER 20 YEARS 


Maplewood, N. J., manufacture overhead doors. They have 
30 years. Their heavy industrial 


says 
Modern Doors Inc., 
served New York and New Jersey for over 
doors are custom made and hung by their own installers 

From 4 to 12 Rawiplugs are used per door—only one size is used—%” 
x 2” for ¥%” lag bolt 

“NEVER HAD ONE ‘LET GO’....” says Dan Rice, Foreman. 

“There is considerable vibration and movement in raising and lowering 
these doors. There is enough ‘give’ in Rawlplugs to absorb this vibration. If 
shields are used, they will let go after a period of time. I've been using Rawiplugs 
for over 20 years and never had one ‘let go’ 

We give a one year guarantee against defective workmanship on all 
of our doors. I never have had to go back to replace a Rawiplug.” 


Installer uses power too! with Row! 
drill to drill through wooden beom 
ond into brick Wooden beoms 
ore used to support springs which 
counterbalance Modern overhead 


door 


After hole is drilled 
places Rawiplug into hole. Note 


instalier 


that the lag bolt is partially 
nserted into Rawiplug. This per 
mits the Rowlplug to be pushed 
through the hole in beam and 
into the hole in brick 


Using an electric powered wrench 
the lag bolt is secured. Eight 
Rowlplugs were used to anchor 
4 beoms for spring supports for 
this size door (2 Raowlplugs per 
beam) and 4 Rawiplugs were 
used on surrounding framework 
for each door. 





RAWL HAMMER-SETS RAWLPLUGS 


SS RAWL SCRU-LEADS| 


RAWL DRILL-HAMMER 


™ RAWLPLUG Co., Inc. 


204 Petersville Road 
\ New Rochelle, New York 


OD) 


RAWL LAG-SHIELDS 


RAWL 
CALK-INS 





SPRING-WINGS 


es 





RAWL 
CARBIDE 
DRILLS 





RAWL-DRIVES RAWL MULTI-CALKS 
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step uip...to @ 


Tape 
Transparent 


DIE CAST a 4 sit de tte 


£ No. 12 vinyl plastic tape in trans 
ZINC ALLOY ASTENERS parent and nine colors has been 


added to the manufacturer's “Devo 
die casts wing nuts, wing screws, cap nuts, round-head 

thumb nuts, round-head thumb screws, rivets and other standard fastenings 
in brightly finished, non-corrosive zinc alloy at lower cost to assure RIGHT prices No. 12 is said to be waterpro ft, 
promotes them . to monufacturers in ads in over 30 national magazines 


seal” line of pressure sensitive tapes 


resist heat, cold, acids, alkalis, 


you CAN capitalize on this great sales potential reclize GREATER PROFITS rosives and abrasives 
when you sell GRC rustproof fasteners in quantity to your manufacturing customers. Devin Tape Corp 
I ; , 


DON’T WAIT . . . ACT on OPPORTUNITY! i. Be 


Write, wire, phone TODAY for more information 


GRIES REPRODUCER CORP. 


World's Foremost Producer of Small Die Castings 
165 Beechwood Ave., New Rochelle, N. Y. © New Rochelle 3-8600 





ERED 4x LOAD-p 
OR TROUBLE-FREE 
LIFE PERFORM, 


It's costly—and unnecessary to compromise in select- 

ing blocks; you can get safety-rated MADESCO 

blocks, engineered to YOUR needs at no extra cost. 

With correctly chosen MADESCO blocks (consult Motors 

your industrial distributor!) you save space, time, \ 

power; you maintain top safety standards; you pro- Rerated 
long rope-life, benefit from continuous trouble-free P Li 
performance. MADESCO'S 30 years’ experience and FHP Line 
reputation is your assurance of satisfaction. Your Model BR re 1 fl . . 
industrial distributor or our engineering department odel KX rerated thp motors are 
will tell you which MADESCO blocks will serve designed in NEM \ trames 56 and 


you best. MADESCO TACKLE BLOCK CO. 48, available in 4 to 1 hp in poly- 


MAIN OFFICE & PLANT, EASTON, PA. - phase, capacitor single phase, perma- 
nent split capacitor and (in smaller 
ranges) split phase types 

Robbins & Myers, Inc., Spring 
field, Ohio 


Trays 
Mount Directly 
To Machines 


sapien i: Piv-O-Tray, pre-drilled _ utility 
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shelves for attachment to drill press 
columns, machine bases, lathes, 
saws and grinders are said to be 
easily positioned at touch of a finger. 

\lso announced by the manufac 
turer is a Safe-T-Air blowgun for 
clearing working surfaces and parts 
of waste cuttings, dust and particles. 

I V. Nielsen, Inc., Stamford, 
Conn 


Pumps 


For Extremely High 

Galionage & Pressure 

“Hi-Capacity Hi-Head” series of 

centrifugal pumps come in three 

sizes—motor-mounted, direct con 
nected or belt-driven 

Capacities from 200 to 1500 gpm 

at heads to 340 feet, 15 to 60 hp, 

with conventional stuffing box ot 


mechanical seals 
F. E. Myers & Bro. Co., Ashland, 
Ohio 


Fasteners 


Close With 
No Points Exposed 


All-purpose Squeez« Klip ring fast 


G 
Ni 


Na 


in — | 
Standurad....... 


CUTTERS BY THE THOUSANDS! 


...- from stock—through your 
Brown & Sharpe —NELCO distributor! 


Brown & Sharpe - NELCO— manufacturing over 3000 Carbide, Carbide 

Tipped and High Speed Steel milling cutters and accessories—stand 

behind the distributor displaying this plaque. 

You can rely on him to save you days and dollars with superior tools, 

superior service! 

Use the tools that really give you a COMPLETE selection ...a speedy 
solution to all your cutter problems—over 
3000 “standards” are as near as your phone. 
Switch to the most complete source! See the 
Brown & Sharpe-NELCO Distributor in your 
area... today! 


SEND for the New Nelco 
Catalog just off the press, 
showing over 700 Carbide 
Tipped Cutting Tools. 


CO TOOLS 


NELCO TOOL COMPANY, INC. © 
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ALL PROFIT 


WG 


ee Pa eee 


oe ob 


* When you sell a Beebe Winch 


there are no engineering or 


® service problems to cut into @ 


| your profit. Beebe Winches 
are built for quality. Beebe § 
Winches are all profit! 
ALL STEEL 
heavy duty hand winches— 
V2 & 1 ton, 2 ton, 5 ton, 15 ton 


“SHUR WORM" 
Safety Winch 


® BEEBE ELECTRIC HOISTS 
AND CAR PULLERS 


strongest geared power for its weight 
in the world 


2720 Sixth Avenue South « Seattle, Washington 


152 


eners in five sizes—é to §-in inside 
diameter open—are packed in bulk 
and also on precounted strips. 

Installation pliers come in four 
models; an ail-purpose clipper cuts 
on an angle. 

Republic Fastener Products Corp., 
Long Island City, N. Y. 





Shields 


Magnifying, 
Four Styles 


Magnifying shields in four styles 
—a bench model, hand model, with 
desk and table mounting bracket as 
illustrated and with floor stand 
have been announced 

All with fluorescent, shadow-free 
light, 5-in diameter lens 

Industrial Products Co., 


phia 


Chuck Jaw Blanks 


Sizes Fit 
300 Master Chucks 


\ line of standard chuck 
blanks can be formed to hold all 


jaw 


types of irregularly shaped work 
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Quick facts about 


TM BBB Chain is 

a best-seller every- 
where! Its wide use 
in industry, shipping, 
construction, agri- 
culture, and on 
original equipment 

is the reason. Take a 
good look around. 
You'll be surprised 
at the number of 
TM BBB Chain 
prospects in your 
area. You'll be 
surprised, too, at the 
extra dollar volume 
you'll do! Write 

for catalog! 


Highly advertised 
n Business 
Week and 
leading trade 
magazines. 
Backed up 

with effective 


literature and sales helps 


S.G. TAYLOR CHAIN CO., Inc. | % 
Hammond, Ind. 


Pittsburgh, Pa. 


. F 
>" 


Taytor Mave 


A GREAT NAME IN 


(hain 





pieces and can be machined to fit 

exacting holding requirements with 

out marring work surfaces and with 

no need of special face plates or fix 

tures : 

Jergens Tool Specialty Co., Cleve -— e 
land ' 


improved new pump with 


two-speed 
acon for 


Turret Drive 


Improves Quality, 
Cuts Rejections 


Hydrive, a hydraulically operated 
turret drive for powering self-index 
ing lathes from bench size up to No 
> turret lathes, has been announced 

Some of the advantages claimed 
include increased production, less 
operator fatigue, steady direct mo- 
tivation 


Acme Industrial Co., Chicago 


«-- another reason why you can make more sales 
with GREENLEE No. 798-AC Hydraulic Power Pump 





-_ 
A 

[his exclusive new feature of the Green.ee No. 798-AC Light 

Power Pump . . . two-speed action 

matic change-over to lower-spec 

you. Buyers prefer the Greene! 

time for the ram to reach 
portable electric motor-driven 
power requirements: Eith 
the field . . . or for oper 
systems in the plant 


share of it now by stocking and 


With Renewable 


Composition Disc Send Coupon Today Greenlee Tool Co. 


Fig. 0630 bronze swing check 1928 Herbert Avenue, Rockford, IHlinols 


valves, 4 through 2-in, are rated at Please send data on the timesaving new GREENLEE 


150 Ibs steam working pressure, 300 No. 798-AC Portable Hydraulic Power Pump 
lbs cold water, oil or gas pressure GRE LEE 
Renewable composition discs are nome 
regularly furnished in a medium GREENLEE TOOL co. Company 
hard type for liquid service and 1928 Herbert Avenue tii 
steam discs are also available ROCKFORD, ILLINOIS, U.S.A. 
Fairbanks Co., New York 


City ond State 
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You always PROFIT when you sell QUALITY! 
Makes MAINTENANCE easier! 


LOOSENS rusted bolts 


nuts, screws, “frozen” parts! 





A powerful blend of quick-acting 
solvents. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, car- 


bon or gum. Safe for all metals. 8-oz., Pt., Ot.,Gal., 


5-Gal. Also now in 
handy “SPRAY 
CANS” 











Handle 


For leakproof, pressure-tight connections... Complete Control of 


Gasket & Joint SEALING COMPOUNDS 


Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble... meets every 
gasketing and sealing requirement. Prevents 
rust, corrosion and seizure of joints. 

For Profit . . . Sell Quality! 

For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


In Conada: Radiator Speciolty Co. Ltd, Toronte 








we’re telling 
your customers to buy 
our Shim Stock 


FROM YOU 


The Laminated Shim Company is 
proud of its fine shim stock, of the 
wide selection available, of the 
handy dispensing racks and—par- 
ticularly—we'’re proud that so 
many leading industrial distribu- 
tors handle our product. 


Year 'round, consistent advertising 
in these leading publications deliv- 
ers 783,690 advertising impressions 
to prospective buyers—many of 
them in your own area. 


























4108 Union Street, Glenbrook, Connecticut 





Locker Locking Bars 


Controlled by slight pressure of 
thumb and forefinger, a finger-tip 
handle is said to provide complete 
control over the positive, three-point 
locking bar used in the maker's 
lockers. It has a built-in padlock 
attachment. 

Lyon Metal Products, Inc., Au 
rora, Ill. 


~ 


Conveyor 


Makes Factory 

Operations Flexible 

Series T-44 Versa-Veyor in stand- 

ard belt widths of 8, 12, 18 and 24 

in is a table top unit recommended 

for sorting, assembling, packaging 
and inspecting operations. 

Standard frame length is 10-ft. 

with overall length uf unit 11 feet in- 
cluding end roll assemblies. 
Belt Corp., Orient, Ohio 





UTILITIES EXPANDING 


The nation’s utilities will spend an 
average of $19 million every working 
day this year for expansion of plant 
and facilities, reports Electrical World 
McGraw-Hill publication. The figure 
was set in the 1957 utility budget. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Fort Worth Steel & Machinery has 
added three new distributors: 
*Bearing & Power Transmission 

Co., Grand Junction, Colo. 
*Green’s Hardware & Machinery 
Co., Crowley, La. 
*M. F. Holland Co., Baltimore. 

Island Supply Co., Grand Island, 

Neb., has taken on American 

Smelting & Refining Co.’s Asa 


bronze 


n 3 continuous cast 


products 


Parker Appliance Co. has named as 
distrrbutors 
* Persinger Supply Co., William- 
son, W. Va. (fittings 
*Norman Engineering Co., Chi 
cago (synthetic rubber o-rings 
*Sturgis Equipment Co., St 
Louis, Mo 


accumulators 


Garrett Supply Co., division of Gar 
rett Corp., Los Angeles, is a new 
Scully-Jones & Co. distributor. 


Marshall Tool & Supply Corp., Los 
Angeles, has been appointed ex- 
clusive Los Angeles representa- 
tives for the Ransohoff work-chip 
separator 


Almguist Bros., Los Angeles, has 
been named distributor for Burg- 
master Model “O” turret drill of 


Burg Tool Mfg. Co., Inc 


Schweitzer Brothers, Springfield, 
M has been appointed distrib 


utor by The Chicago Screw Co. 


Windsor Industrial Supplies & 
Parts Ltd., Windsor, Ontario, is 
distributing The American Pulley 
Co.’s 


pull 


speed-reducers, backstops, 


vs and sheaves. 


Service Supply Co., Columbus, 
Ohio, has been named distributor 
for Hy-Pro Tool Co.’s taps and 


ig 


gage 
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For Distributors Only! 
SAVE ON SLOTTED HEAD 
STEEL 


WOOD SCREWS 
STOCK DELIVERY 


SOLD IN FULL BULK CASE QUANTITIES ONLY 
LOWEST PRICES ON 
QUALITY 





Turn here for greater profits... 


You will enjoy startling 
savings on bulk Slotted 
Head Wo f 
heads and threads. Sharp 
threads, smooth : 
marks), good 
points. And, of cou 


our ood screws, as 


i Screw 


rrit 
(ne griy 


andard 
livery 
Chicago 
Heads 

case quantit iy and it 
Mail the coupon for complete prices. Samples « 


tremendou 


Compare the complete heads and threads line 


PRICES... Watch your profits grow! heads and threads 


prices are consistently lower 


DISTRIBUTOR PROTECTION POLICY... We sell to distri! 
only and positively will not sell to users or « 


QUALITY ... Although you can pay more, you canr 
a finer product. Produced by 

abroad, pride of craftsmanship 
in all our fastener produ ou can 
critical custome 

teners will meet 


GUARANTEE... Comple 


leading manufact 


Ss very muct 


\ 


inc. 


threads 


Nome__ 








Company 
Address___ 


Zone Stote 


Ee 


Phone ——— 


1957 heods and threads inc 
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For bigger profit 
on bulk fostener 


sene im ft 


pon for 


our 


poge loose leo! in 


dexed complete 


fastener 


catalog 


leeeuesse 








Buyers 
Wear Many Hats 
In Supply Firms 


But purchasing agent’s du- 
ties vary widely in different 
companies, survey shows 


EW joss in a distributor firm 
well a broader range of activities 
than those of a purchasing agent, 
but the scope of distributor buyers’ 
duties varies widely from company 
to company. 

These facts were 
cently in a survey by the Distributors 
Buyers Group of the National Asso 
ciation of Purchasing Agents, which 


underlined re 


polled 50 representative distributor 
buyers on their job functions. Ob 
ject of the poll was to establish a 
basis for problem discussion in the 
newly formed N.A.P.A. Distributors 
Group, officially chartered at this 
year’s Atlantic City 
the N.A.P.A. 
\lmost all distributor buyers, the 
revealed, several 
basic functions in common. All of 
them said they either handle or are 
responsible for the purchasing of 
all stock replacements. Interviewing 
factory representatives is the respon 
sibility of 96% of the buyers. Nine 
out of 10 approve all purchase or 


convention of 


SUuTVeV perform 


ders, direct operations and work as 
signments in the purchasing depart 
ment and maintain the company’s 
price files. 


8 out of 10 Handle Inventory 


But § out of 10 buvers said they’ re 
also responsible for inventory con 
trol, expediting, checking suppliers’ 
invoices for correctness, and making 
decisions on whether to ship non 
stock ,customer orders direct or in 
combination with stock purchases. 

'hree-fourths of the buyers spec 


156 


m/ = 
~ g \ 
VW 


ify methods of transportation on 
purchases and review claims for 
goods returned from 
I'wo-thirds prepare debits for goods 


returned to suppliers. 


customers 


Half Visit Factories 


Half the purchasing agents make 
factory visitations to see suppliers’ 
officials. Put 


maintenance 


and meet 
the office 
equipment and other supplies is the 


facilities 
chasing 
responsibility of half the buyers 
and two-thirds of the purchase ware 
house maintenance and operating 
supplies. 

The activity the fewest buyers are 
responsible for is checking freight 


bills: only 44% do this. 


Products a Joint Decision 


Several functions are carried out 


only in consultation with manage 


One 


the decision to buy special or new 


ment, the survey showed 
products, which 9 out of 10 buyers 
say they take part in, though they 
aren't solely responsible for it. How 
they re 
for recommending what new prod 
ucts to Another 
joint decision is on maximum and 


ever, 92% say responsible 


buy. important 
minimum inventory levels, which § 
out of 10 purchasing agents are 


in on. . 
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Staff Functions Varied 


Staff studies are also numerous 
[wo-thirds of the buyers say they 
the 


nanager on dates to receive material 


vork closely with warehouse 
ind quantities to purchase. A some 
vhat smaller percentage of buyers 
concern themselves with packaging 

Chree-fourths of the buyers have 

staff relationship with the sales 
manager on disposition of slow-mov 
ng items and about two-thirds con- 
sult with him on customer delivery 
requirements. But on special sales 
drives, only 40% say the sales man 


iger works with them 
Few Manage Office 


Office management functions con 
the smallest number of pur 
hasing agents. However, 44% re 
ported they worked with the office 
office pro 
24% consulted with 
him on billing procedures. Only 
16% of the buyers had staff or ad 


erm 


manager on standard 


cedures and 


visory functions in invoicing proce 


dures 


Work and Supervision Mixed 


Che survey questionnaire was di 
ided into three headings, with re 
spondents checking off in the case 


»f each listed function whether they 


1957 





were “Doing now” (in the sense 
of handling a job physically); “Re 
sponsible for” (seeing that others 
and “Not doing, not 
responsible.” In most of the major 


functions, like directing stock re 


handled it 


placement, approving purchase o1 
ders and inventory control, from 
one-fifth to one-third of the pur 
chasing agents delegate the detail 
work instead of doing it all them 
selves. In duties of a clerical nature, 
like checking invoices and maintain 
ing price files, about two-thirds of 


the buyers delegate the work. 


Wanted: Facts for Discussion 

“We haven't drawn conclusions 
from the survey yet,” says H. C. Ed 
wards, purchasing agent of Harris 
Pump & Supply Co. and vice chair 
man of the Distributors Buyers 
Group. “Purchasing is handled dif 
ferently in every company, and size 
has much to do with the buyer's 
function. This survev has three ob 
jectives only: 

“1. To make distributor purchas 
ing agents aware of how many duties 
ire connected with purchasing. 

2. To help management visual 
ize the scope of these duties 
“3. To get basic information so 
buyers can better organize their 
“obs.” 

Mr. Edwards said the Buyers 
Group has no intention of telling 
managements what they should or 
should not do. “A chief executive 
has to direct buying personally to 
some extent in every distributor 
company. We are trying to improve 
the methods of carrying out respon 
sibilities that he has already dele 
gated to his purchasing agent.” 

The Distributors Buyers Group 
was organized within the framework 
f the N.A.P.A. with the announced 
“to advocate 


distrib 


purpose of working 
progressive purchasing for 
utors, stress the importance of the 
distributor in the national economy, 
ind further economy in all phases of 
purchasing.” Its national chairman 
is H. L. Weatherly, Penn General 
Supply Co., Pittsburgh. R. E. Hall, 
Standard-Machinists Supply Co., 
Pittsburgh, is secretary, and E. W 
Halev, Shields Rubber Co., Pitts 


burgh, co-secretary 


"It's a honey 
of a hack saw blade!" 


Mr. Ned Kellner, Partner, 
Kel- Sir Company, Milwaukee, Wisconsin. 


"SURE 
we're enthusiastic about selling 


DISSTON Hack Saw Blades," continues Mr. Ned Kellner, 
Partner, Kel*Sir Company, one of Milwaukee's 
largest distributors. 

"We've got complete faith in their quality and so 
do our customers. That means sales — over and over 
again. What's more, we buy Disston Hack Saw Blades 
at prices that allow profits ... attractive profits. 

"Disston supplies us with a complete line, too. 
So whatever our customers’ needs — power or hand 
blades — we can satisfy them. And, believe me, 
Disston's year-after-year advertising is a big help. 
It helps melt any sales resistance that's left." 





Want more information about Disston 
tools? ... about how you, too, can benefit by Diss- 
P— ton’s selective distribution policy? 

Write to: Henry Disston Division, 
H. K. Porter Company, Ince 
Philadelphia 35, Pa 


HENRY DISSTON DIVISION 


H. K. PORTER COMPANY, INC. 
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POSITIVE 
LOCK 
WASHERS 


66 
YEARS OF 
DISTRIBUTOR 
CONFIDENCE 


PART OF THE FIRST FLOOR of the newly-occupied building is used for 
office space 


0 


KANT LINK TYPE 


A 


NONLINK POSITIVE TYPE 


RIBBED TYPE 
THE REST OF THE FIRST FLOOR is taken ip by shelves and a general 


warehouse area 


( 


HIGH COLLAR TYPE 


Positive Lock Washer Company 
has been the sole source of sup- 
ply for many Distributors for the 
past 66 years. That's because 
these Distributors KNOW they 
serve their customers best through 
a@ RELIABLE source of supply and 
the BEST possible Lock Washers 
for each specific fastening re- 
quirement. 


LOCK WAS . 
HER co THE SECOND FLOOR also includes a genera! warehouse and transmission stock 
AVE. A& MILLER ST, NEWARK S, NJ. | and equipment 
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Harris Expands 
Quarters, Takes Over 
Two-Story Building 


AMUEL Harris & Co., Chicago, 

has expanded its operation by 
occupying an entire two-story build 
ing across an alley from the main of 
fice at 114 North Clinton, it was 
announced by S. H. Clark, pres- 
ident. Altogether, about 25,000 
square feet of space will be utilized. 

The first floor of the building 
houses Sunnen Honing, Schrader 
Air, and Norton Abrasive depart 
ments. A sales office and a large 
meeting room are also located on 
the first floor. 

The second floor is used for the 
transmission department office and 
warehouse, and a general warehouse 
is located in the basement. 


Pittsburgh’s 

Knotted 

Brushing Wheels 
are better balanced! 





@ They Clean 
Better 


@ Wear 
Uniformly 





@ Exactly the same 
number of high- 


grade wires @ Last Longer 
in every knot 














pepe Knot Type brushing wheels are perfect 
for cleaning welds, removing scale or rubber, and 
cleaning parts where penetration brushing is required 
They wear uniformly and cause less vibration because 
they're better balanced. The special wire used is the 
fastest cutting, with the longest life, that can be made. 


@ We have been engineering, designing and build- 
ing brushes for a wide variety of ene for many 
years. Our long experience can save you time and 
money. Write Pittsburgh Plate Glass Company, 
Brush Division, Dept. ID-87, 3221 Frederick Avenue, 
Baltimore 29, Maryland. 


PITTSBURGH Fewer TD, : 
BRUSHES 


| BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS + FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN INDUSTRIES LIMITED 
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Offered for the first time! 


EXCLUSIVE DISTRIBUTORSHIPS 


NOW AVAILABLE 
for 
New and Proven 


COOL- SPEED“ 


Synthetic Coolant 


Splendid opportunity for established industrial distributors 
servicing the metalworking field. Prefer experience in similar 
lines, such as lubricants, etc. 

Cool-Speed synthetic coolant is a proven product offering 
superior rust preventive properties and lubricity. It is clean to 
work with. It does not develop rancidity or give rise to offensive 
odors. 

Cool-Speed synthetic coolant offers an excellent profit margin 
to distributors who qualify. We will back you with complete 
laboratory facilities, technical assistance, and advertising. 


Write today for full information 
NOX-RUST DIVISION 
DAUBERT CHEMICAL CO. 


333 N. Michigan Chicago 1, Ill. 











‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


— 


CAP SCREWS +- COUPLING BOLTS 
SET SCREWS - MILLED STUDS 
+N\ luha Ip ... Our specialty. 


The Oftemiller line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


WHO ttmbler CO’ YORK, PENNA. 
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What's New in 
Merchandising 


Starts on page 112 





PUMPS—Goulds Pumps, Inc., Sen 
eca Falls, N. Y.—Bulletin (no. 725.2 
describing new glassed centrifugal 
pump for handling corrosive liquids 
Dimensions, specifications, perform 
ance curves, and other data are in 


( luded 


BRUSHES—Anderson Corp., Wor 
ester, Mass.—Catalog giving details 
1 line of wire brushes for industry. 

Selection tables and specification in 

formation are presented 


Worcester Wire Has 
New Wire Rope Package 


Worcester Wire Works Div., 
National-Standard Co., Worcester, 
Mass., has developed a new packag 

ig for its wire rope coils. A wrap 
ping of cellophane followed by 
wrapping of heavy kraft paper < 
be quickly shucked by the pulling 


wire 


HOISTS—W right Hoist Div., Amer 
ican Chain & Cable Co., York, Pa 
Bulletin on electric chain hoist 
ivailable in two types of reeving 
single chain 300-2000 Ib 
ind double chain 3000-4000 capac 
ity models. Firm’s Helicoid Gage 


C ipacity 





1 29 


ssued 32-page booklet on 
American Cable Diy 
letin on wire rope 
general con 


Steel & W ITC 


welding fr 


+ 
itomat 


CARBIDES~— \etallurg 
1) 


Det: 


PUMPS 
B 


COMPOUNDS 
Huntingt Stat 


WELDING 
wet 


FLARING 
\lfg. ¢ 


POO! 


FILTERS—R. P 
falo, N. Y.—Bulle 


GASKETS—Cranc 
Morton Grove, I] 


line of gaskets, back-up rings, and 


Packing (¢ 


Brochure on 





INDUSTRIAL 


TO-COAST 


Time SAVING! 
Wheel SAVING! 
Tool SAVING! 


STANDARD 
CARBIDE 
TOOL 
GRINDERS 


STANDARD 
builds a carbide 
tool grinder for 
a is al ee 
i) ae 
grinders time- 
tested by in- 
dustry for 4 
decades! Ask 
for Literature 


t — 
STANDARD 


electrical tool co. 


GRINDERS AND MACHINE TOOLS 
2520 RIVER ROAD 
CINCINNATI 4 © OHIO 


Type 14 TD Wet or Dry 
Twin Wheel Carbide 
Too! Grinder 
6”-10" & 14” Wheels 


Single Wheel 
Too! Grinder 
6”-10" & 14” Wheels 


CALLING ALL 
GRINDER WHEEL MEN! 


It pays to TELL the STANDARD 
story when you SELL grinding 


wheels and carbide bits... 


‘Cause with STANDARD Carbide Tool Grinders 
YOUR WHEELS LAST LONGER! 
YOUR BITS LAST LONGER! 


RESULT? A HAPPIER CUSTOMER... 
HEALTHIER" ORDERS FOR YOU! 
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r-Veleo ms ia\-1-{- mmole) 


Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose ix all workable metals — \%” 
= 36” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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O-rings that are impervious to most 
destructive acids, alkalis, corrosives, 
and solvents. Standard sizes and di 
mensional data are presented in 
tabular form 


WATER CHILLER—W orthingto1 
Corp., Harmison, N. J.—Specifica 
tion sheet for “packaged” water 
chiller for residential, commercial, 
and industrial application. Features 
of unit are outlined, and dimensions, 
weights, and connection sizes ar¢ 


shown graphically. 


PELLET MACHINE-Sprout, 
Waldron & Co., Muncy, Pa.—Bul 
letin (no. 182) on “Pellet Ace,” a 
unit for forming powdered and 
dusty material into pellets for better 
handling. Construction and appli 


cation details are discussed 


TUBING~—Babcock & Wilcox Co 
Tubular Products Div., Beaver 
Falls, Pa.—Technical data (no. AS] 
288) on the firm’s “Croloy” 18-8 1 
for 1 ng time service at elevated 
temperatures. Publication is mim 
graphed and three pages long 


PUMPS-—Marlow Pumps Div., Bell 
& Gossett Co., Midland Park, N. J 
—Bulletin on line of pumps fo 
swimming pool application. Various 


units are pictured and described 


TOOLS-—Sutton Tool Co., Sturgis, 
Mich.—Bulletin on special work 
holding devices for use in metal 
working: chuck jaws, expanding 
mandrels, gear hobbing arbors, col 


lets, etc. 


FASTENERS-—Standard Pressed 
Steel Co., Jenkintown, Pa.—Book 
let on thread gaging showing that 
variations in screw thread angle and 
lead produce misfit fasteners. Charts 
ind text explain how proper use of 
pitch diameter gages will prevent 
misfitting. 


CLOSURES-Shurclose Seal Co., 
Detroit—Catalog on rubber and plas 
tic closures for protection, sealing, 
or masking of threaded parts, pipe 
ends or tubing. Specification data 


presented in table form. 





our sincere [autho 


to the NATIONAL and the SOUTHERN 
INDUSTRIAL DISTRIBUTORS’ ASSOCIATIONS 


for the 1957 


AWARD 
of MERIT 


presented to 


“in appreciation of their efforts 
to stress in their advertising and 
promotional activities the plus 
values and advantages of buying 
their products from 


INDUSTRIAL DISTRIBUTORS” 


John D. Williams, Chairman of the 
Distributors’ Awards Committee 
presents plaque to E. V. Rankin 
Gen. Mgr., Boston Gear Works 


and our Pledge 


that the policies which earned this notable recognition 


will be continued. Boston Gear Works, Quincy 71, Mass. 


7124 STANDARDIZED TRANSMISSION PRODUCTS 
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— 


Distributor line 


BIGGEST 
in doller volume — 


BIGGEST 


in dollar profits — 
year after year 





-Q so TouGH 
YET SO SMOOTH 


NEW 


Cataloging for 
Your Salesmen 


NEW 


Folders for Your 
Customers 


NEW 
Advertising in 
the Trade Press 


You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, 
Woodworking Digest, New Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a 
new counter folder and mailing piece, as well as a complete new catalog 
for your sales force. A new counter display is being developed. Write 
for complete details on this new program. 


All Tying Together into a Real 
PROFITMAKER FOR YOU! 


NATIONAL AIR SANDER, INC, 2800 AUBURN ST, ROCKFORD, iLL 
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RIVETS—Huck Mfg. Co., Detroit 

Catalog on “PT” (pull-through 
and “SP” (self-plugging) blind rivets 
Advantages are listed and typical 


applications shown 


CUTTER-S. S. White Industrial 
Div., New York, N. ¥ 

scribes deburring, abrading, 
utting of delicate materials by 


highspeed stream of gas-propelle« 


ibrasive particles the “Airbrasive 


unit. Specifications, possible uses, 


and technical data are included 


FITTINGS—Lenape Hydraulic 
Pressing & Forging Co., West Ches 
ter, Pa.—Bulletin comparing costs of 


- ’ ] ] . . 
firm’s seamless forged long welding 


necks and built-up necks. ‘The r 


port also describes the f 


1 
rodaqucing seveta 


CARBIDES—Flgin 
\brasive 


FITTINGS—Sern 
Co., Detroit—Folder d 
ur and water hose fit 
items are pictured a1 


} 
SHOW) U 


RACKS—American Metal Prod 
Co., Detroit—Catalog  illustt 
ind describing firm's “Slide-N-Loc 


Center spread shows 


VALVES-—Atlas \ 

irk. N ] ( italog S 

vaded dual purpose 

pressure valve. Sheet cont 

graph, cutaway diagram, design fea 


ind list of mat« 


mensions 





THERMOMETERS REFINED 


There is no job too big or too small 
for today’s thermometers, reports Prod- 
uct Engineering, McGraw-Hill publico- 
tion. The instrument has been so re- 
fined that it is now possible to record 
the temperature of an ant, of the sun’s 
surface and of a candle flame more 


than a mile away 














Now Your Customers Can Have an Alemite Hand Gun with up to 


10,000 LBS. OF 


POW EF 


for even ordinary lubrication jobs! 


». 
Fast — Efficient —Heavy-duty Alemite Hand Gun . 
This rugged Alemite lever-type gun is packed with power and @° 
superior features that bring super performance to every lubrication 
job! Develops 10,000 lbs. of pressure... handles all regular a 


pressure gun greases. Long operating handle for maximum 
leverage. Loader fitting permits fast, clean filling (or gun may 
) be filled by suction). Heavy steel linkage for true piston 


ink is h teel f ° aan 
Sage any aaa alignment. Follower rod disappears after filling. Capacity 
true piston alignment! a 
1 lb.; outlet, 4s” p.t. Spring primed 


Heavy-duty Lever Gun 
Model 1056-SE 


Follower rod disappears 
after filling —for ease of 
handling! 


Complete line of 
adapters and hose for all 
types of fittings! 





mi £ a £ 
HYDRAULIC 


<—— 30H , 


PIN TYPE 











7 


is) 


BUTTON HEAD 


j Y 


STEWART 


lae”“A LEMITE3i 


WARNER 
Wifi 
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WOODINGS-VERONA 
TOOLS 


salable items — widely used 


PICKS 





Woodings-Verona tools in- items that are in steady 
clude, in addition to the demand by industrial and 
above, sledges, adzes, ham- railroad buyers. Highest 
mers, chisels, wrenches, quality—well designed and 
mauls, punches and other made. 


'WOODINGS-VERONA TOOL Wor 7 


a Py 


Shown above are some of the more widely used Woodings-Verona Tools 
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More Selling Time 
For Outside Men 


(STARTS ON PAGE 100) 





what, but whoever answers the 
phone at Mil Supplies, Inc., asks 
immediately what the customer is 
interested in, and the call is 
promptly transferred to the party 
iandling such matters. 

Customers have also become ac- 
customed to salesmen not being in; 
they've learned when the salesman 
is actually needed, the inside or- 
ganization is in touch and can get 
him to their plant quickly. 


No Time Lost Now 


Oftentimes when a customer is 
in trouble—no matter how well 
the distributor salesman has been 
trained—the problem still requires 
a factory engineer. In the past, a 
customer might phone and ask to 
see Mill Supplies’ salesman. Inside 
personnel never asked for details be- 
fore locating their salesman. When 
the salesman arrived in the custom- 
er’s plant he would find the problem 
required a factory engineer and then 
notify his office to contact the sup- 
plier. This meant the distributor's 
inside personnel lost time, the sales- 
man lost time and, most important, 
the customer suffered from addi- 
tional down-time in production. 

Today, with time free from 
routine chores, Mill Supplies’ sales- 
men cover their territories so that 
most customers see them at least 
every other week. It has been de- 
termined that, in most cases, cus- 
tomers do not wish to see them 
more often, particularly when they 
know salesmen are available when 
urgently needed. 


Serve Customers Better 


“What we are doing,” Treasurer 
John F. Harvey explained, “is en- 
deavoring to better serve our cus- 
tomers and, at the same time, relieve 
our salesmen of services that could, 
and should, be better rendered by 





DIAMOND 


DIAMALLOY. PLIERS 


For the RADIO, T.V., and ELECTRONIC INDUSTRIES 


SN56R S55R 


Finer points than regular long nose pliers 


Slim nose 5-inch Diagonal Cutting Plier for use i coil spring make this needle 
Coil spring cant drop out Size 6 inches. Wt in omen evens ae TNS — 


nose plier ideo! for use in confined areas. Size 
edge cuts clean. Size 5 inches. Wt. per doz : 
per doz. 4 Ibs. 5 ozs 2 Ibs. 9 ozs 6 per doz. 4 Ibs 
Soft plastic handles available on all Diamalloy Pliers. Smooth working joints 
that remain firm after long usage. Satin finish Porkerized handles 
ished head 


with po 


DIAMALLOY: ADJUSTABLE WRENCHES 


Work smoothly and give 
good service long after Larger sizes hove 
others have worn out. ‘There 


Made in sizes 4 t 





’ handles to red 
is nothing finer than a ’ 

DIAMOND Sold through 
leading industrial distribu- 


tors 


and improve 


atalog of Dion 


ae Vo 
y Toc 


DIAMOND CALK HORSESHOE Co. 


DULUTH, MINN. ESTABLISHED 1908 TORONTO, ONT. 





other personnel.” Mr. Harvey fur 
ther advised, “Top management, of 
LIGHT deoltl’ WAY eee course, keeps its fingers on how well 
inside personnel fulfill their respon 
sibilities As treasurer, I usually 
keep tabs on the accounting end 
credits and collections; Ziggy Gow 
is inclined to oversee inside sales as 
x signments. Incidentally, in an or 
' : ganization our size, top manag 
p : > ‘\ ment does a large percentage 
ew rospects a | , selling, too. Ziggy and I spend a | 
"7 yf our time calling on the trad« 


; 
setting up our iInsid¢ 


2h. specialize in servic 
rod er ar e § ) 74 creased the amount o 


to us for creative sellir 





D-A-T-E-$ 
TO REMEMBER 





No. 600 
Barricade Type 
Double- Face Lens 


Normally used by contractors, munic- 
ipalities, public utilities and industries, 
the new DIETZ Visi-flash opens up 
many new markets because of su- 
perior design, construction, perform- 
ance, and lower cost. 


Visi-flash is shockproof because of 
elimination of fragile parts. Transis- 
tors do it . . . withstand jarring and ot 1820—National In 


abuse. Brighter because of optical ( vitatssin Cael Th, Dhaest 
c / CLILe ) Ci, c 
lenses. Longer lasting because the Cnctiemien Weliutt Actesia 31 
° ° ° > OLIICICIIC’, iv? . i 
transistor circuit doesn’t wear out. sel Nicer Vask 


This is your selling ammunition... pe 
plus a complete distributor pro- Sept 22-25—Natio1 
motional package. Additional Hardware Exposition 
SOF ter Contain” sana details in the new Visi-flash ee ee 
SS folder. Write for it today. R. E. Hilton, Chicago 
Dietz Co., 116 Leavenworth 


Ave., Syracuse 1, N. Y. 
Sept. 30-Oct. 4+—Material Handling 


#630 Traffic Cone 360° Lens ot 
Ol Show, Show Mart, Montreal 
Canada. 


@ Civil Defense Operations 





for the world’s first transistorized 
@ Parking Areas and Drive-in Theaters 


HAZARD WARNING LIGHT @ Animated, illuminated advertising displays Oct. 7-9—National Electron 


ference, Hotel Sherman, Cl 
@ Police and Fire Depts.; Sheriffs, State Police @ Dock Beacon and Camp Guiding Lights 


@ Private Airports and Emergency Aviation © Organizations providing disaster aid ‘for Oct 14-18 National Hardwar 


Lighting floods, wrecks, windstorms, etc. nee Cities: Ble Vek 
now, olseum., eV OI 
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A GOOD CATALOG 


WORKS FOR LESS 


INDUSTRIAL | 


nachine i 
All industry, 


ing today tor « 


suppuies / 


mechanizatior 





CATALOG COMPILING DEPARTMENT 


R. R. Donnelley & Sons Company 
THE LAKESIDE PRESS 


350 East 22nd Street, Chicago 16 


a. ae Le so 


C Alur 


PHREE, RECENT, DONNI 
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cl 20-23 National Llardware 
Convention, Nationa W holesalc 
Hardware Association und Ame! 
ican Hardware Manutacturers As 
sociation, Marlborough Blenheim 
Hotel, Atlantic Cit 


()ct 28-3] Nat 0 
Packaging & Handling Expos 
tion, Convention Hall, \t 


Cats 


Nov. 3-4—Central States Indust 
Distributors’ Association, 
Convention, Edgewater 
Hotel, Chicago 


Dec. 16—The American 
Mechanical Engine¢ 
Meeting, Statler 
York 


1958 


fav 1-8 American Societ 
Engineers Tool Show, 
- any quantity tion Center, Philadelphia 


and high ined 


Your best source for 
ting tools 


—just send us the specs 
we do all the work 





special cut 








Immediate action on all requests 
— better service for your customers 


—results in more profits for you 


. Do it the easy way...order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in “‘specials,”’ fast 
quotations, quality workmanship, dependable delivery. One . & taka 


trial will convince you. Let's get together now! 
Ss. A. Lehman, 


National Mill Supply 
Designers and Manufacturers of ° 


A) p IRA [ All Types of Special Cutting Tools Solomon \. l ehman, 83, f< under, 
president and general manager of 

54 N. Damen Avenve * Chicago 25, Illimors , Sse 

STEP TOOL COMPANY National Mill Supply, Inc., Fort 


Phone: LOngbeach |-5384 
; gain Wavne, Ind., died June 18 
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Lutheran Hospital; he had been a 
patient there since last Novembet 

Mr. Lehman came to Fort Wavi 
in 1902 as general manager of the 
Fort Wayne Steam Specialty Co 
Two vears later he founded the Na 
tional Supply Co., now National 
Mill Supply. The firm was incorpo 
rated in 1905 with Mr. Lehman ser 
ing as general manager and treasurer 
Ile held these posts for 25 vears and 
in 1925 was elected president 

Mr. Lehman also organized threc 
subsidiary companies of the parent 
firm—Arco Transformer & Electric 
Corp., National Mfg. Corp. and 
National Heat ‘Treating Corp. H« 
and his wife were charter os 
of The First Missionary Church 
He was also active in the ap \ 
Rotary Club, Chamber of Com 
merce, Izaak Walton League, Tra‘ 


elers Protective Association and th« 
Boy Scouts of America 

Survivors include his widow, 
Emma, two sons, a daughter, seven 
grandchildren, three brothers and 


two sisters. 


John P. Prall. 


H. W. Mills 4 fari 
John P. Prall, 53, head of the re -Line 


search and development depart 
ment at H. W. Mills & Co., Passaic BOOS TER PUMPS 
N. J. died July 3 si 
Before his recent assignment a 
head of the firm’s new research and 
development operation, he has be« WATE R Ss Y ST Em 
purchasing agent for many years This Suction-Cased Booster Pump is one 
Mr. Prall was a member of thi of two Verti-Line units maintaining pres- 
Third Christian. Reformed Church sure in a large water system. 
and the Men’s Bible Class. It is a 60 HP pump, handling 1,000 GPM 
Surviving are one son, Ralph against 170 feet head. Installed in August 
two grandchildren, and a sister 1953, it has proven highly satisfactory in 
performance —and has cut maintenance 
expense to the bone 
Irving D. Booth, Over 100,000 satisfied vertical pump 
users agree there’s no pump like Verti-Line 
for low first cost, economical operation, 


Irving D. Booth, 73, president of soni alltel hii miediiniaaina 
- ¢ Tes y e i > é Cc a 
Irving D. Booth, Inc., Elmira, N. ¥ “ene . 7 


+ 


Irving D. Booth, Inc. 


industrial supply firm died June 23 IF YOUR NEEDS INCLUDE BOOSTER PUMPS, IT WILL PAY 
after a heart attack in his home. YOU TO INVESTIGATE VERTI-LINE BEFORE YOU Bl 
Mr. Booth had been head of the 
firm for 43 years. He was a past pres 
ident of the Elmira Chamber of LAYNE & BOWLER PUMP COMPANY 
general offices & main plant 
2943 VAIL AVENUE*LOS ANGELES 


Verti-Line Pumps are exclusive £ 


Commerce and was a director of 
Chemung Canal Trust Co. 
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now... STANDARD 
TONGS ... you can 
sell from stock 


FROM THE 


22 FILES 


25 YEARS AGO 
| Signs of the times: In midsummer, 
1932, The B. F. Goodrich an 


nounced a 10% price increas¢ 


1947| 





all mechanical rubber g 
a stabilizing step of ge 
fit.” 


The wholesale drug 


| 
actively backing the 
TABLE OF DIMENSIONS ictively backing 


Heppenstail’s Standard Sate-T- Tongs Fair ‘Trade Bill peri 
Mos Tose! 8 pliers to make contracts 
30008 |18%4" 23" lz 19%” | &” | te a BR yOu’LL MAKE 
dad ok ot wad y Hi | PLENTY OF SALES! 


; — when you handle the complete 

the National Retail Hard line of PORTER METAL CUT. 
P TERS. Each PORTER CUTTER does 

sociation appointec l @ number of jobs better than 

j any other cuttin tool — and 

extens Sul ‘ f PORTER CUTTERS hond/e every 
type of job! This means that 

if1o! | every metal-cutting firm — every 
| industrial and utility company, 

every contractor and municipali- 

ty on your prospect list is @ 

likely customer — and a more- 


ers to prevent the 


“to make an 


\ number of natio . than-satisfied customer. Check 
th ¢ nort mo the job-coverage list below with 
: “ . . your metal-cutting prospects’ 
needs. Then write for the PORTER 
CUTTER catalog — and start 
going places! 


is a@ PORTER CUTTER to 
cut ALL these metals — BETTER! 


The Southern Suppl 
nt Gittins, ean BOLTS — RODS — WIRE — 
“gg aga era: Se SCREWS — RIVETS — SOFT 
pointed regional chairmen t d STEEL OR METAL — Capacities to 
| : ; ; ¥%," ... Close or Flush Cuts — Gen- 
erel Cutting — Special Position Cuts. 


MEDIUM HARD METALS — Ca- 


were pledged 
ment to encourage 


trade acceptances 


meetings on 
and the cost of di 


172 


HEPPENSTALL SAFE-T-TONGS 
for quicker, safer, lower cost 
materials handling 


These standard tongs are ideal for mate- 
rials handling jobs in: DIE SHOPS; 
MACHINE SHOPS; FORGING 
SHOPS; METAL PRODUCING 
PLANTS; WAREHOUSES; STOCK 
ROOMS; PRODUCTION LINES. 
They handle metal—either hot or cold. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 
Advertised in leading trade magazines 


<> Heppenstall 


. +» tongs for every lifting problem 
NEW BRIGHTON, PENNSYLVANIA 


Many of the unemp 
ver, Colo., were pannin 

1 living in nearby stre 

b 


were reported to be 


a day from small finds 


Joseph T. Ryerson & Son, Cl 


celebrated its 90th 


Ray C. Neal, of R. ¢ 
Buffalo, N. Y., reportes 
was improving; there were mor« 
small orders, and _ prices 
firmer, he said. 


Standard Equipment & Supply Co 
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pacities to ¥g" . . . Close or Flush 
Cuts — General Cutting — Special 
Position Cuts. 

HARD STEEL - FLAT BARS + STEEL 
CABLE - COPPER AND ALUMI.- 
NUM CABLE - CHAIN + EXPANDED 
METAL - CONCRETE REINFORC- 
ING RODS + SPRING WIRE - 
STEEL STRAPPING + STRIP STOCK 
* BINDING OR BOX WIRE + “LIVE” 
ELECTRIC WIRES + WIRE ROPE 
and CABLE + Also — WORK-STA- 
TION CUTTERS for Continuous 


Production. 


WRITE FOR Proof — of the 
All-Job coverage of POR- 
TER CUTTERS. Ask for gen- 


@ 
eral catalog, and sample 
of sales folder furnished C7 * 
free for your prospects. _ 


H. K. PORTER, Inc. 


Somerville 43, Mass 





25 Years Ago (Cont'd.) We invite 


McLaughlin Mill Sup your inquiry 





Hammond, Inc 


Bingham Tool & Supply Co., Cin for a 


innati, was appointed distributor 
for Henry Disston & Sons and 
Bav State Abrasive Products Co BORROUGHS 


n Davton, Ohio 
if A 


Kendall Hardware & Mill Suppl 
Co. opened two new retail stores (tj J 4 CE 


n Battle Creek, Mich 


lheo mer, Inc., Philadelphia, distributorship 
took on the Victor welding and 


syttiy 111 + |] 
{ quipmen 1 


& Co., Portland, Orc 


seattic br inh h 





f Harry P. Leu, In 
reported that busi 
too good in his Te 

, ? 

orida peopic ar 


found anvwhere and 


had 


be long befor« 
Here’s a “natural” for your line 

a sales booster and money maker 
Wherever there’s a stockroom, tool 


crib, repair department, mainte- 


- 
a 


Nar | = nance department or bench 
it rie tag il : , : 

; : ‘ assembly line, there are customers 
ith Co. was 


in| Memphis, 


‘ 


for “Handee Andee” small parts 


bins. Sturdily constructed, attrac 


le A e/ 


tively styled and compactly de 
signed for maximum space saving 
Priced to make quick sales. Avail 
able in 3 sizes — 84", 56” and 32 
high 36” wide 12” deep at 


base Immediate de ivery W rite 


] 
plaved mer 


| thata 15 by 1S 


uunted for an 


$6,000 worth of sales 


A vey Ow ey ay, 


Dept. H for literature describing bins 


in detail and Borroughs’ available 


, 


irectly traceable to it 
Handee Andee” distributorships 


} 


lware Co., St. Louis, 

wal — a 
§ materials hand Ing On 
no hay ' ' ] 
ng hand and hvydrauli 

- . 
wallets and tables on 
Ideal for bolts, nuts, screws, washers, grommets 
condensers ond all other smal! parts 





per salesman wer re 


running at the rate of $17,200 l BORROUGHS 
month according to a national eeeeieemmcenaiamamaiai 


survey of industrial distributors OF KALAMAZOO 


lhe Committee for Economic De 


3024 NORTH BURDICK amt KALAMAZOO. MICHIGAN 
velopment reported that mor 
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This 
and similar ads 
are appearing in 


30 LEADING 
PUBLICATIONS - 


TO HELP 
YOU SELL 
VIKING 
PUMPS 


VIKING 
PUMP 
SUCCESS 
STORY 


V IKING PUMPS hove ployed an im 

portant part in the successful oper 
atio of this huge tank terminal at 
Trarsportation 


Galena Park, Texas General American 


Corporation handles 58 wid products there, using Vikings 
Besides storage, they ¢t rd, t s|, drum and package liquids for 
customers Their bus " ont s to gro Now they hove 
odded this new Viking, wth 3,0 alleons oer ovr pumping co 


pacity It will load b transfer work, 
pumping benzol, gasol 
Let Viking Pumos helc "formation 


see your neorby dist 


Cedar Falls. lowo,. US A 


c 


in Canede its ROTO-KING™ pumps 


ee our Catalog in Sweet's Plant Engineers File 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


<i AN AA 
tool 


\ x br : \ .\ ~s \ \ * \ \ \ \ aN \ 
BUILT RIGHT—Best materials 
Right and Left hand Threaded Bushings 


\ 
\ \ 


throughout 
steel cutters . 
for Automatic Tightening. 


\\ \\ \ 


X IQ . \ 
EASY TO HOLD— Extra 
Weight distributed 


\\ for a; eee 


’ ee AAS \ 
Also CALDER Fine Diamond Sua Tools, \ 
nie e i egegee “ 


SOLD ONLY THROUGH DISTRIBUTORS \\ 
: WAAAY 


%,* YN \ ‘~ \\ 


well 


CALDER MANUFACTURING co. 


2049 North Prince Street . Lancaster, Pennsylvania 
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Central 


Hallidie 


10 Years Ago (Cont'd) 





small business failures were trace 
able to lack of management skill 


than to anv other cause 


Our industry is at least 25 vears 
behind time on display and lay 
out’, said W. H. Rutherford, 
Wessendorf, Nelms & Co., Hous 
ton, Texas, in a letter congratulat 
ID on 


sal 
specia 


ing 


its lavout-and-display 


sechion 


& | 


Ropes, Inc., in 


Equipment Co. succeeded 
Seattle. Lee A 
Bellinger was president 
| 
Decker Meg 
} 


in 


he Black & 
pened a new branc 


lotte, N. C 


Co 
Char 


I d \ 1c 
Ky., organized an 


lle Supply Co., Louis 
afhliate, 
rings Incorporated, to handle 


ball and roller bearing busi 


Harrv Pulver, Pulver Machinists 
»., Chicago, was elected 
the Chicago Mill 
Supply Association 


Supply 


I 


president of 


Rubber & 


Indianapolis, ente 


Supply Co., 
4 000 


open house event in 


rtained 
guests at an 


seven-story headquarters 


& Carpenter Co., 
cm Be started work 


irge warehouse addition 
Machinery Co., Seattle 
moved into new quarters on Hol 
gate St 

lhomson-Diggs Co 
Calif., 


:' 
ew outside salesmen 


Sacra 


1ento seven 


HnecnO, 


appointed 








LIFE-SAVING CIGARETTES 


The canny Dutch are using advertis- 
ing to meet costs of sea rescue opera- 
tions, reports Aviation Week, McGraw- 
Hill publication. A giant net is attached 
to a helicopter for rescue work along 
the seashores. The sides of the plane 
carry ads for cigarettes. 














The Jacobs Ball Bear 
ing Super Chuck for 
heavy duty and pre 
cision industrial use 


The Jacobs Rubber 
Flex® Tap Chuck de 
signed for tapping 
heads and impact tools 


The Jacobs Model 91 
Spindle Nose Collet 
Chuck for tool room 


and engine lathes 








n pe mance 1s acnieved | 


ccuracy in perto. 


racy in production of eve compone! 
Jacobs.and vour industrial sup} 

tor are ready to deliver the chucks 

and the service 0 aeserve Firs 


nrst 1n service 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


The Jacobs Impact Key 
less Chuck especially 
designed for the air 


craft industry 











NEWS 


Starts on page 116 





Paul Watts 


Paul Watts 
Leaves Skil 
Paul Watts has left 
ome a manufacturers 

msultant. He w 


ts, Inc 


, 9 


REED MACHINISTS’ VISES last a long, long CT national sales manage 
time. The few seconds saved by Reed's easier, for Skil in 1949. He was named sale 


faster, no-play action are significant in a single e president in 1952, resigned t 


1955 but staved 


work week ... substantial throughout the long, post in 
useful life of the vise. Further, good workmen arm is San Francis 
like good tools ... do better work with them. 


, tr ] ] y ¥ 
WiTlal Sadiecs Manage 


Yes, a vise is a vise. But Reed Machinists’ Firth Sterling 
Vises are better... with differences that lower Advances Stokes 
labor costs for your customers and build good \ Mlertin Siehes hes 1 


WCCII 


will for you. It pays to sell quality! moted by Firth Sterling In 
ASK YOUR DISTRIBUTOR sistant lent 


to the vice president, sale 
Stokes was formerly manager 

rbide sales division 

Carl C. Krogh has been assigne« 


Mr. Stokes’ former post. Mh 
Krogh had been assistant manag« 
of the division 

William J. Ulm had been tem 
rarily serving as assistant to the 


REED MANUFACTURING COMPANY ‘las weedilia, den: The ol 
ERIE, PENNSYLVANIA ec U.S. A. devote his full time to his p 


manager, customer service 
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Great Lakes Supply 
Plans Open House 
Ch 


Wiwua 


Supply Corp., 
ve ifs 
use, Sept. 11-13, at the firm’s 
plant, 1026 W. 50th Street 
\Mlore than 
firm will exhibit their 
ing to James Ke 
said, “We expect this open house t 
if the biggest in the Chicago 
the 


S OUT Major 


second 


nn . 
> suppliers ot iC 
wares, accord 


president. He 


be On¢ 


irca. The purpose of exhibits 


I 


st how our 


0 Stil 


ustome! 
] wanted t] 1 ry! 
iso Wanted HC peopic 


with to see our 


be held 


mno 
ng tic 


from 
three-day 
eshments will be served, 


ind Dall point Wl 
I 


pens 


will be aw irded 
| they expect 
rsons will 
open house 


salesman, will 





Crawford 


Albert F. 
Paul Seelye Retires: 
Stanley Shifts Crawford 


W. Seelve 


Sales represent 


} rot 
nas etl 


York State, 

York City, Long 

chester and Rockland 

Mr. ¢ 

headquarters in Syv1 
: 1949 


except New 
ind West 
counties 

make his 


joined the 


Is] ind 


rawford, who will 
ICUSC, 


firm in 


Colorful 
Comfortable 


Get Kraeuter's 
All New’CG’ Pliers 


in red, blue, 
green, yellow 

rey 
g orange 


BUY THE FINEST 


BUY KRAEUTER BUY AMERICAN 


AS MODERN AS TOMORROW 


kraeuter &cCo.inc 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960@ NEWAI! 
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Stock these yctTINGs 
E p 
FLEXIBL 


...and you'll have the answer to your 
customers’ ducting problems right on hand 


No question about it—Flexible duct- less cost with these lightweight, re- 
ings give you more to sell. If your inforced fabric ductings. Because 
customer is handling air, gases, liq- they're flexible, you can beat out 
uids or light solids, you can show rigid ducting nearly every time! 
him how to do it better and at Take a look at them... 


SPIRATUBE— Rugged and durable, designed Ralph Wallace. Jr 
for use at low temperatures and pressures. Can ith alan tas ate 
be supplied with thermoplastic scuffstrip where Dallas Distributor 
it will be dragged over rough surfaces. Retracts 
to a fraction of extended length—important 
to you for storage! Available in diameters ; 
from 3” to 30”. * ity - a 
ree ic bOUS Nn 


SELL IT FOR—fume removal, ventilation, re- riggs aver Machine 
moval of abrasive particles, dust collection, pT eM 
handling of light solids, temporary ventila- ~ FEE 

tion systems. 


FLEXFLYTE—For service involving high pres- 
sure and extremes of temperature (—120° to 
+ 650° F.). Linings and coverings are coated 
fiber glass or cotton. Coatings are vinyl, neo- 
prene rubber, or silicone rubber. Available in 
diameters of 42" to 12”. 


SELL IT FOR—handling air at extremely high 
temperatures, heater ducts, defrosters, de- 
icers, installations where moving parts will 
cause constant flexing, for exhausting harsh 
fumes, conveying fibers, grains, sawdust, other 
light solids. 


Expands Department 


SPECIAL SHAPES—Flexible’s engineers will work with your customers to 
develop special shapes of Flexflyte, where designs call for these. 

SILICONE DEPARTMENT—Our special Silicone Department is highly 
skilled in working with this very difficult material. 

EASY TO INSTALL— Both Spiratube and Flexflyte are easily installed. They 
can readily be bent around obstacles, flexing in smooth radii with miniraum 
pressure loss. No elbows or special fittings needed. 


VAC-U-FLEX—a new, lightweight vacuum 
cleaner hose for industrial use. 
Far lighter, far more flexible than conven- 
tional hose. Made from Miraflex, an extremely 
durable plastic, permanently bonded over a 
| reinforcing helix of covered steel wire. Won't . 
| peel or ravel, and has smooth inside bore that C. Jock Buctimer 
won't catch dirt. Available in 1%", 142", and 
| 2” diameters. Standard 10-foot lengths can 
easily be joined by special airtight couplings Win Thor Awards 
to form any length required. rE. Vock cy Ml 


Write for full information on Flexible ductings. ind T. J. Murphy of Brooklyn, 
N. Y.. Thor Power Tool Co. sales 


gliexible Ti men, have been named first and 
ubing second place winners in the firm’s 
CORPORATION “man of the month competition 

GUILFORD, CONNECTICUT * LOS ANGELES 64, CALIFORNIA Both received U.S. savings bonds 
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feller 


Umerican-Sweis 


Owiss Pattern 


First choice of craftsmen 
when precision comes first! 


MORE THAN 3000 SHAPES, SIZES, 
AND CUTS! There's a Hs P 
that gives the perfect fi 

curve or cavity 
die, pattern or to 
work, these job-pro 


' 
needs of today’ 


+} , 
er 


“UP TO 30% SAVINGS IN FILING COSTS 
That’s what satisfi« 


surprising. For He 
long-lasting, kee 


work per file 


A WINNING COMBINATIO 
up Heller’s long file-malh 
metallurgical kr 

workn 
Heller Sw 


profit 


N! Wher 


ss Patter 
able t I 
PEXCiusivery TH . 
aT HELLER gives you more 
“YOUR OUTSIDE 7001 ROOM’ 


ee BEST-SELLERS! 
Heller Zum Tools ONLY HELLER giv: 


* > \ : tr 
> ey advantages c é 
‘ a‘ it i . 
. e the way 
reates lead : 
Subs ory of monds Sow ond Stee! Company Pp \ t 
to ‘ 


NEWCOMERSTOWN. OH/O 


AMERICA'S OLDEST FILE MANUFACTURER 
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Threaded Rod 
Steel and Non Ferrous 


{7 


BENDS COLD! 
) ' 


T. W. Kelly 


Has Thousands of 
Industrial Uses 


SINTZ crt* high quality-low cost threaded L: ® Sesai 
rod has a 1000 and 1 uses! .. . With SINTZ Set ee 
rods you can make quick repairs economi- Promotes Kelly 
cally and reduce down-time to a minimum. r W. Kelly hes been promoted 


Try SINTZ once and you'll be convinced. ; 
*Cold Rolled Threeded—Bends Cold lhe Lamson & Sessions C 


ORDER FROM YOUR M!'L SUPPLY HOUSE— ssis 
INDUSTRIAL JOBBER Ok DIRECT FROM... trict. Mr. Kelly will headquarter at 


crauve SINTZ inc. fonr ‘ the firm’s Chicago plant 


1940 STANLEY AVENUE W’. Eggers has been appointed 
DETROIT 8, MICHIGAN f Qotthheo sales representative in the St. Louis, 
; irea. This area is part of the 


STUDS is cathe dias 


" + 


, 
sales manager, western dis 


Amazingly 


COOL 


HEAT 
VENTILATED FOSTORIA 


REFLECTOR Role -Vabs- 


MODEL 55-VCX-701 





FINEST OF ALL 
LOCAL LIGHTING UNITS 


Ke 


a 
3g qe MARVELOUS NEW 
In Std pes SEEING TOOL 


Frictional arm and collar 
disc joints give flexibility 
of a thousand positions 
to direct light exactly as 
wanted. Rugged con- 
struction with heavy duty INNER SHIELD | Adds New Branch 
industrial socket, Levolier ACCESSORY 
for extreme \ \ ishington, > ¢€: mich has 


switch and universal base. 
coolness when ; 
using 100 been opened b 3 Ye 
WATT lamps ied by The Black & Decke 





O Located it 2353 Rhode 





o omplete a ood oN las . 
WRITE for complet sland Ave., N. | the new opera 


catalog of Localite , “4 : \ yr : 
Models for every in " . ] ] 

passin use \ Jy ae il will 1iSO SCTVE the id} icent areas 
— . ] 

1 f Maryland, Virginia and West 


THE FOSTORIA PRESSED STEEL : 

CORPORATION, FOSTORIA, OHIO fer Light OM the Job irginia. Wm. W. Adams is branch 

Localites are available through SPE Ls a! | . 
wholesalers everywhere » 


e manager 
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wT 


ioasemel ih 
Woh AAA =| gtsh 


| 


_ | 


j : 


1 


= 
= 
= 
= 


EVERY SUPPLY ITEM 
Generally Used in Tool and Die Making 


This drill team sets the pace in the tool, gage and die making 
industry. It’s the most complete line of die makers’ supplies 
available today ... and it’s available from stock at your 
Danly branch or leading industrial distributors everywhere 
Danly’s original line has kept in step with the industry to 
provide every new item for modern die making techniques 
All items are manufactured to close tolerances and exacting 
performance standards in sizes to meet your needs 
Distributors ads 


Make your Danly distributor or branch asse y this in leading trade ¢ 


. ++ finer fact d ” fram ct ke 
plant your source for tast deliv C lications help make y 


Danly ealeade 


DANLY MACHINE SPECIALTIES, INC. 2100 South Laramie Avenue + Chicag 
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Valdura offers maintenance 
paints made from specific 
resins for every condition 


St. _EPON _ \ 





VAL-CHEM. Versatile, chemical re- 
sistant metal primer for use under any 
finish coat. VALPON ENAMEL. Pre- 
vents damage by oils, solvents, alkalies 
and other chemicals on wood, metal or 


a S-PRRION \ 





PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 
Used on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance. 


_LBAKELITE | 





SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture and abrasive 
conditions on metal wood or masonry. 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 


— COAL TAR 





SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation projects, refrigera- 
tion systems, metal ond concrete pipe, 


marine exposures. 
- _SURETHANE | 





URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where all other types of coating 


have failed. —AikyD 





M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 





hard, tough, quick drying and color 
retentive. 


Write today for complete infor- 
mation. 


VALDURA 


HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, iil. 
687 Wellington St., Ottawa, Canado 


J. L. Perrott 


Chandler-Boyd 

Names Vice President 
James L. Perrott, 

yf Chandler-Bovd 

Pa., has been app 

ident of the company 
He joined the firm a vear and a 

after seven years as plant 


Elec 


tric Corp. He is a graduate of Penn 


half ago 
engineer with Westinghouse 


State and last winter attended the 
Management Course for Industrial 


Distributors at Harvard 





Norman D. Ingersol 


Ingersol Represents 
Weatherhead Division 


joined 


Norman D. Ingersol has 
(he Weatherhead Co.'s industrial 
distributor division as a field engi 
neer 

His territory includes northern 
California, Nevada, Utah and Colo 
rado. He was vice president and 
part owner of the Aikins Tractor 
Co. from 1950 to 1956 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


RUGGED, DEPENDABLE 
STRAINERS FOR AIR- 
CONDITIONING SYSTEMS 


Davis builds a high quality line 
of strainers that are ideal for in- 
stalling in today’s modern com- 
mercial air conditioning systems. 
They are easy to service and are 
available in a wide range of sizes. 
Three of the most widely used 
are shown below: 


No. 75 

'. seen 
Bolted cap “Y” 
Type Strainer for 
easy access for 
cleaning. Blowoff 
at lowest point—no 
sediment pocket! Complete range 
of sizes: %" to 14"... available in 
semi-steel, bronze orsteel bodies, 
screwed or flanged. Brass, stain- 
less or monel screens. For steam, 
air, gas or fluids ... pressures 
to 1500 psi. 


"4 No. 76 
BASKET 
TYPE 


The No. 76 
Strainer has 
a cylindrical 

basket with 
perforated sides 

and bottom - 

easily lifted out for cleaning. 
Large body passage for low 
pressure drop. Sizes 42" to 24”... 
bronze, semi-steel or steel bodies 
... brass, stainless, monel steel 
baskets... special meshes avail- 
able. Ask for recommendations. 


No. 77 BASKET TYPE 
Similar to No. 76 except for ap- 
plications where lowest possible 
pressure drop is desired 


WRITE FOR BULLETIN 800 


2544 So. Washtenow e@ Chicago 8, lilinois 





John H. Wright i, 
Wright Appointed 
To Nelceo Tool Post 
H. Wright has joine co 


SL S 


...a@ complete line... 


Yale Division Gets 
New Area Sales Head 


...a quality line... 


has been appointed 

wr the south 

the mate 

The Yale & ° 

sie ...an accepted line... 
isas, Oklahoma, 


s, Nebrask 


SELL your customers and kee} 
them SOLD with GRIFFIN Hack 
Saw Blades and GRIFFIN Bar 
Saw Blades. GRIFFIN Blad 

sold to industry exclusive) 
Industrial Distributors 

today for literature and pric: 


ld tm aelli 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 
Sales Representatives 
John H. Graham & Co. inc 
James Raine» 105 Duane Street, New York 8, N.Y. 


XJ14dYVHS 
NIAATHD 
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A Small Item... — 
With a Big Responsibility! 


Leaky joints in factory service lines can cause costly shutdowns 
. and they can be avoided. Precision engineered Wheeling 


“X-L” Pipe Couplings insure tight joints alwcys; they're manufac- SEND FOR FREE 
tured under strict Quality Control that have made them industry 

leaders since 1918. Available in diameters from **" to 12”, in all CONDENSED 
types. each engineered with strict adherence to A.IS.l.. A.P.l., CATALOG 


A.A.R. or other applicable specifications. 


WHEELING MACHINE PRODUCTS CO. 


WHEELING, WEST VIRGINIA 
CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL 


+ Sg a 


The Collis aime 
MAGIC-TYPE CHUCKS 


| save operating time 











MAGIC-TYPE CHUCKS 





Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring, counter 
boring, drilling, reaming. tapping, etc., can be performed practically con 


Everett E. Slitor 


tinuously. Three Salesmen Join 


Let our 40 years of manufacturing experience help your customers select Chicago-Latrobe 
‘ g y 


the proper equipment for the job. 
[hree new sales representatives, 


"Call COLLIS For Service’ Herb Dartsch, Jim Marshall and 
Everett E. Slitor, have jomed Chi 
ago Latrobe Twist Dnll Works. 


mic ca TE COLLIS COMPANY tawwnum ME | Mr. Dartsch has been assigned to 


the Chicago territory and will work 


Dept. A, CLINTON, IOWA U 
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out of the central sales office. Mr. 
Marshall will headquarter in De 
troit and cover that area and Mr. 
Slitor will represent the firm in 
southern Ohio 


Jones & Laughlin 
Reassigns Jones 
\\ illiam W Jones has been ip 


pointed administrative assistant to 
the vice president sales for Jones & 
Laughlin Steel Corp. He succeeds 
Edwin H. Stricker, who has been 
assigned to new duties at the Louis 
ville district sales office 

Mr. Jones, who joined the firm 
in 1952, has been a salesman in the 
Pittsburgh sales office since July 
1956. Before taking the post of ad 
ministrative assistant Mr. Stricker 
had been a salesman in the New 


York district 


Thermoid Unit Selects 
District Sales Manager 


Rex H. Nielsen has been pro 
moted to district sales manager of 
the Great Lakes territory by the in 
dustrial sales division of Thermoid 
Co. He had been a sales representa 
tive in the San Francisco district 

Mir. Nielsen will work out of 
Indianapolis headquarters; his terri 
ncludes Kentucky, Indiana, 
Michigan and part of Ohi 

Martin D. Bates, former sales 


tory 
T\ 


supervisor of the Great Lakes dis 
trict, will serve as sales engineer in 
charge of national accounts from 
Chica cadquarters 





Rex H. Nielsen 















Your customers can’t 
afford to cut, ream 


and thread pipe 


Capacity: 

Va" to 2” pipe, 
conduit; to 12” 
with geared tools; 
V4" to 2” bolts. 


Ribzalii 400A 


powers hand tools... 


saves time and work! 


Threading is so much easier, faster when this stout little 


power drive turns pipe, conduit or rod for hand tools 
Easy hand-action Speed Chuck holds tight forward or reverse 
Full of ttm features that give your customers 
most time and work saving for their money! Order today 
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You have 4 lines of 
ILE hydraulic jacks and pullers 
to sell which fit ALL of 


your customers’ needs. 


Whether they push-pull. 
IN HYDRAULIC or-lift tell them about 


JACKS AND PULLERS SIMPLEX units shown 


below: Fit the job! Do it 
*Y SIMPLEX ; 


faster! And guarantee yout 
ARE YOUR SALESMAKERS § 


customers’ satisfaction! 
' 


a **RE-MO-TROL’’ 
PULLERS 


The “Re-Mo-Trol” Puller 
Unit is a powerful hydrau- 
lic Ram connected by high- 
pressure hose and remotely operated by electric, gas, 
air-powered or with hand-operated Pump. 7 Models 
have “center-bole’’. 





CAPACITY | APPLICATIONS | BENEFITS 
10-100 tons tensioning wire in pre-stressing concrete, lift-pull-or-push in ony direction easily 
11 models pulling of pressing sleeves, geors, pin- | & sofely from a distance! 


ions, efc 





SIMPLEX ‘“JENNY‘’’ CENTER-HOLE PULLERS 


The “Jenny” is a rugged, self-contained unit for pulling or pushing 
the most difficult jobs with hydraulic power and efficiency. 





CAPACITY APPLICATIONS BENEFITS 
30-100 tons mines, oi! fields, shipyords, push-pulls-lifts without tor- 
6 models reilroods, diesel, genera! qve through center hole 


maintencnce, post tensioning 
concrete, etc 








ROL-TOE JACKS 


CAPACITY APPLICATIONS | BENEFITS 





ond equipment, also tronsform- 


10, 25 and for toe lifting heavy machinery lifts full capacity on cop or toe! 
ers 





ff 
q 


Q STANDARD HYDRAULIC JACKS 


CAPACITY | APPLICATIONS BENEFITS 









3-100 tons 
8 models 





all general construction indus- smooth lift power, service-free 
trial mointenance problems operction! 





SIMPLEX MAKES SPECIALS, TOO! 


Simplex makes and stocks all kinds of special-purpose jacks 
including Trench Braces, Mine Roof Jacks, Cable Reel Jacks, 
Pole Pulling or Straightening Jacks, Planer Jacks, Pipe Push- 
ing Jacks and all kinds of jacks for Railroad work. 


orce era 
MYORAUL JACKS 


MPLEX 





TEMPLETON, KENLY & CO. sols SACKS =. 


2523 Gardner Road . Broadview, Illinois 
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James L. Haseltine 


James Haseltine Named 
General Manager in Portland 


James L. Haseltine, vice president 


f J. E. Haseltine & Co., has beet 
idvanced from assistant manager t 
general manager of the Portlar 
Ore i n 

He joined the npa 3 
ind \\ yrked 1 Va S le a 


manager 
William A. Haseltine continues 
is president. He has been with the 


firm 38 vears and served as genera 





manager for 22 years 
William J. Haseltine has been re 


elected vice president and 


7 7 
He has served also as purchasing 


} 
igent the past three vears 


] H l'adlock, Manage! 


| 
| 
| 
| Tadlock Retires 
| 
| Seattle branch of J. | 


J. H. Tadlock 








Check these Seven 2 
important VICTOR Sales Features ) 
that Generate 
GREATER HACK SAW BLADE 3 
SALES FOR YOU Y 





1 A High-Quality Product 
2 Excellent Marking and Finishing 
3 Sturdy, Efficient Packaging 


From Victor’s Seven Points... 4 Prompt Shipment 
hat Poi hy 5 A Fair Sales Policy 
that Point the way fo 6 Strong, Well-Planned Advertising 


MORE PROFITABLE SALES 7 Effective Missionary Help 
SATISFIED CUSTOMERS: 





r 
Point No.: + 
i \ 
5 
, S 
\ 
Strong, Well-Planned Advertising 4 zB : 
Backing up Victor’s dynamic sales policy, are full-page ads like this wi ™ 
keeping Victor Hack Saw Blades foremost in the minds of your cus- yi < 
tomers and prospects. Victor’s continuing campaign hammers home the 4 
many product advantages, supported by effective sales letters and dis- 4 


tinctive sales aids. Never a day goes by without this profitable persuasion. 
Initial sales come easier. Repeat orders are bigger! 


IF YOU CAN'T CHECK “YES” TO ALi 7 POINTS... 


IT WILL PAY YOU TO CHECK THE VICTOR LINE NOW! eee seperate 
i VICTOR SAW WORKS, INC 
SOME TERRITORIES OPEN Middletown, N. Y 
HAVE SALES REPRESENTATIVE CALL 
FOR QUALIFIED DISTRIBUTORS i q va 

Victor Hack Saw Blades | SEND CATALOGUE *43V 

are manufactured by | 
Nome 
SAW WORKS, INC. i 
Vi A MIDDLETOWN, N.Y., U.S.A J Addiess 

Makers of Hand and Power Hack Saw Blades, Frames I City Z 

Metal and Wood Cutting Band Saw Blades | 
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UNIVERSAL 


your logical source 


for ALL-METAL 


Dlexilde 


7. A complete line. 


2. Inquiries invited and Robert Kinney 
handled promptly. 


tired after 25 \ 


3, Quick factory shipments geared to 
your delivery requirements. 


g. New CATALOG ID-100A especially 
edited for DISTRIBUTOR use. Ask for your copy. 





2163 South Kedzie Avenue, Chicago 23, Illinois 


You Move More Merchandise 
when HUE TIN IN Scose*" 


Make Selection Easier— 





Lee Rubber & Tire Adds 


To Strachan’s Duties 


Busy buyers want facts fast. When 
your catalog gives them the right in- 
formation in five seconds, they reach 
for their order pads 
That's why Heinn Loose-Leaf Binders 
and Colorific indexes play a vital part 
et a 
mation stays up to date and in se- 
The Noland Company, progres quence for fast, easy reference. And 
sive distributor of Newport News, an sustee-taneres Se ae 
- > oti : feel elegant — and add the-force 
Va., reports: “This binder was of impression velve to your aia 
very well received by our custom argument 


ers and salesmen. All comments Welte ter 


have been favorable and we feel __ information on 
a ; ° I . Re 1 ee: | how Heinn 
ure it has increased our sales con help 
We have found from experience  _ ¥°% simplify 
: : your cataloging 
that a loose-leaf service is fat Su problems 304 W. Florida St., Milwaukee 4, Wise 


verior to a bound catalog.” pyright 1957, by The He mpany, Milwauke 
" f 1957, t e He Comp Milwauke Donald Strachan 
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Lee Kubber & Tire Corp. In addi 


tiou to his new duties he will con ° © 
tinue as eastern sales manager for - THE ONLY 
the firm’s Republic Rubber Divi 


sion * COMPLETE POWER 


He joined the company in 1933 
I 


but left in 1942 to enlist in the } 
U.S. Navi After military service TRANSMISSION SERVICE 
he rejoined Lee in 1945 as New York + 9 

district manage Republic Rub 


ber. In 1954 he came eastern sales 


he id 





Lawrence Abbott 


Engelberg Huller Fills 
Sales Post on Coast 
Abbott has join 
r Co. as West ¢€ 
rom headquarters o 
os Angeles branch Using One 
Washington, — 


1, Nevada, Idaho Interchangeable 
tt had been with Mech Bushing System 


& Supply Co., Oakland, 

Calif., and before that had been 

with Darling Abrasive & Tool Co., Right from the shelf you can 

San Francisco equipment to meet your customer 
providing complete plant st 
integrated line includes s 

ASMMA Index Shows pulleys, and rigid, flexible ar 

New Orders Decline 2% malleable split taper bushing that 


force, yet mounts and unmount 


heave 


ley _ 19) 
New orders placed by industria and bore combinations with minim 


distributors dipped 2c in Mav, or on this profitable line. Browning Manufacturing Company, Maysville, Kentucky 


four points under the Apmil index, 
the American Supply & Machinery 


Manufacturers’ Association new 01 


l I & 
der index reveals. The index stood at POWER TRANSMISSION 
the same point in May 1956. ‘The EQUIPMENT 
slide-off has been moderate since a > 
January high of 221. 
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CURTIS MODEL C-100 


Two-Stage, Air-Cooled Air Compressor 


Delivers MORE Air... 


MINUTE 
HORSEPOWER 


PER dite)’ '/ Vag telt) mela 
ELECTRICAL ENERGY 
CONSUMED 


25-30-40 H.P. 
Provides Higher Operating 
Efficiency Costs Less to Install 


The Curtis Two-Stage Compressor as- 
sures a saving in your power costs. 
It’s air cooled, thereby eliminating 
expensive water bills—quick and easy 
installation with no complicated 
plumbing problems. 


The new C-100 embodies 
all the well-known Curtis 
engineering features such 
as centro-ring oiling and 
Timken Main Bearings. , 
For complete information “=~. 
write for illustrated folder. _S / 


——S 


Ou 
oy °o / Ay 
t 
REMEMBER... 71 


% OUR 103rd YEAR 
4 MANUFACTURING COMPANY 
PNEUMATIC OIVISION 


St. Louis 20, Mo. 





1911 Kienten Ave. 


= fe Te 


oe f . SS ee 
yO ee 


AIR HOISTS AUTOMOTIVE 
AIR CYLINDERS AIR COMPRESSORS CM-21 
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Charles M. Allen 


Pioneer Rubber Assigns 
Southeastern Area 


Charles M. Allen has been named 


southeastern area representative by 
Pioneer Rubber Co. His territory 
ncludes Alabama, Georgia, Florida, 
North Carolina, South Carolina, 
lennessee, Virginia and part of 
Kentucky. 

He formerly covered this same 
irea for Pendleton Tool Industries, 
Inc. Mr. Allen also worked for 
Manning, Maxwell & Moore 


Increases Stock Ownership 


Edwin R. Broden, president of 
SKF Industries, Inc., announced 
that the firm has increased its stock 

wnership in ‘Tyson Bearing Corp. 
to almost 100%. SKF acquired a 

mtrolling interest in ‘I'vson more 


than two vears ago. 





PRESIDENT of The Donald Corp. in 
Des Moines, Iowa, is Don E, Bermann. 





“We know 
our Yellow Pages 
advertising 
pays off in sales” 


say Harold C. Cooper and David Laves 
Partners in Quad Machinery & Supply Co. 
Little Ferry, New Jersey 


“We're located in North Jersey’s fast 
growing industrial area. And when 
people call us for special machinery 
like air moving equipment or certain 
kinds of pumps, we know they found 
us through the classified directory, 
because that’s the only place we ad- 
vertise. We have been putting all 
our advertising dollars in the Yellow 
Pages for over nine years and getting 


excellent results.” 


Purchasers of industrial equipment 
use the classified directory as a ready 
buying guide for the specialized 
products they need. Make sure they 
find your firm easily .. . by advertis- 
ing in the Yellow Pages. Ask the 
Yellow Pages representative to help 
you plan a sales-getting promotion 
program in the Yellow Pages! Call 
your telephone business office. 


“PURCHASERS OF INDUSTRIAL EQUIPMENT use 


Yellow Pages as a ready buying guide,” 


the 
says 


Mr. Cooper. “That's why we list different types 
of machinery under 64 appropriate headings.” 


INDUSTRIAL 








MACHINERY & 
Q U A SUPPLY CO. 
MACHINE TOOLS & INDUSTRIAL SUPPLIES 


ARD TOOL CO. + BEHR-MANNING co 
SETA POWER TOOLS + SIMONDS SAW & STEEL CO 
ATLAS-CLAUSING-COLCHESTER * PORTER CABLE 
GATES RUBBER CO. * JACOBS MFG. CO 


J. H. WILLIAMS & CO * HOLO-KROME SCREW CO 
Cll HUBBARD 7-2670 


. 














ed 


315 U.S. HWY Ne. 46 LITTLE FERRY 








QUAD MACHINERY’S DISPLAY AD (shown here reduced) under Indus 
trial Supplies plus five other ads and listings in 18 New Jersey 
classified telephone directories pay off in sales! 
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a 
profitable line! 





1" feoleolem.-ae—) el-lalet-ia 


Elmer E. Garnsey 


hich d ee —— b Garnsey Covers Texas 
ee ee For Sprout, Waldron 


. Elmer E. Garnsev has joined 
UNA WY) eee Sprout, Waldron & Co., Inc. as a 
representative 


Mir. Garnsev will call on indus 


WOOD & SPENCER rial accounts in ‘Texas except for 


the Houston and 10 easternmost 


: . y yunties ai 
fastest delureruse iw 3 | Republic Supply Initiates 


Service Awatd Program 

P. M. Pike, founder and board 
chairman of The Republic Suppl 
Co., Los Angeles, received the firm’s 
first 40-vear service button during a 
recent two-day management con 
rerence. 

lhe award marked the firm’s 40th 


inniversarv as a corporation and the 


agglhsue promotion, 
cS 


beginning of a service award pro 


eTam SCTVICE awards ranging from 


It pays to stock and sell Wood & Spencer’s 
complete line of standard taps, precision- 
produced to the industry’s highest standards. 
Wood & Spencer, threading specialists for 
over 40 years, also offers competition-beating 
delivery on special taps. 


EREEE EERE. 


The alert Wood & Spencer organization offers 
its distributers a new, better brand of 
distributor assistance and factory service—the 
type that pays off in more tap sales. 


Why not write for our latest catalog today? 


THE WOOD & SPENCER co. John J. Pike, president of The Repub 


Supply Co. of California, Los An 
1930 East Gist Street ° Cleveland 3, Ohio geles, pins 40-year service button on his 
as sa father, P. M. Pike, founder of the firm 

Top tap ity for top tap sai — : ind board chairman 
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five to 35 years were made. A 35 


year button went to W. R. Siverson, 
manager of the Huntington Beach TO RQ U t 
branch 
Eight employees received 30-year TOO LS 
iwards; among them were: Il. ¢ 
White, manager of the Ventura 
branch; H. E. Kirkwood, manager By APCO MOSSBERG 
of the Western Nipple Mfg. Co 
Division; F. S. Kelly, trafhe man 
ager; and H. E. Ricker, Los Angeles 
warehouse managet 
l'wenty-five year awards went to 
S. Ik. Smith, manager of operations; 


M. L. Banks, Santa Fe Springs, Apco Mossberg Rigid Frame Torque Wrenches meet 
branch manager: H. E. Storey, Government specifications. Large, easy-to-read dial ranges 
from 0-300 inch pounds; 0-2400 inch pounds; 0-25 foot Ibs 


Bakersfield branch manager; and 0-200 foot Ibs 


R. C. Ramey, manager of machin 
ery Sales and seven others 
John J. Pike, president, and the 


received 20-vear awards 


Larger Models range from 0-300 inch pounds; 0-1000 foot 
pounds. Removable handle for easy storage 














The Apco Mossberg Micro-Set Torque Wrench is the 
ideal assembly tool. Micrometer type setting eliminates dial 
watching. Automatically releases at desired setting. Wide 
range of sizes. All Apco Mossberg torque tools are made to 
exacting specifications 


Leonard J. Thorn ? 


Leonard Thorn Joins 


Enos & Sanderson Co. 


Leonard norm has been 
manager of 

ting tools and abrasives with 
I-nos & Sanderson Co., Buftalo 

Formerly sales manager of R. C Midget Micro-Set Torque Tools from 6 

: t to in handle t nge of inch ounce 

Neal Co., and prior to that a m Preset torque andle to wide range 

i , : MMi inch pounds. Box end, open end, square or ratchet drive 
une ae ic! I imnhnam ig 


Co., Mr. ‘Thorn w 
to George D. I[nos, 


CC president 


WRITE FOR COMPLETE INFORMATION ON APCO MOSSBERG 
TORQUE TOOLS AND DISTRIBUTOR TERRITORIES OPEN 


Another appo it annour 


Le 
by the company 1s that of Joseph J 


: os ser ; anger : 2a PCO MOSSB ERG 
r of aluminum sa Mr. Bonora 


iS 


Buftalo representative ot COMPANY 
Purdy Co. fo he ist 
213 Lamb Street, Attleboro, Mass 
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Unegualled fon 


QUALITY 


DEPENDABILITY 


SERVICE 


FANNER 


turnbuckles 


swivel eye 
blocks 


malleable 
wire rope 
clips 


In FANNER industrial hardware, you get 
@ unique combination of facilities un- 
equolled for quality, dependability and 
economy in cast iron, malleable iron 
ond drop forging products. When you 
need industrial hardware or wire rope 
fittings in a hurry — FANNER gives you 
fost service, plus service life! 


Only a few of the many items in the 
complete range of FANNER industrial 
hardwore and wire rope fittings are 
illustrated here. Get acquainted with 
the complete line by sending for your 
free copy of the new FANNER Catalog 
20 today! 


THE FANNER 
MANUFACTURING CO. 


Industriel Hardware Division 
Executive Offices and Plant 


BROOKSIDE PARK @ CLEVELAND 9, OHIO 


WRITE TODAY 
FOR A FREE 
Copy OF 

THE NEW 
CATALOG 20 


Richard C. Morgan 


Morgan Is New President of 


Globe Machinery & Supply 


Richard C. Morgan has been el 
ted president of Globe Machiner 
& Supply Co., 
announced by F. W. Swanson, J1 
chairman of the board. Mr. Swar 
son had been president since 1943 

Before he was elected to the pre: 
idency, Mr 
of Globe's Cedar Rapids branch. He 
was also a vice president and dirc¢ 


of the company, vice president and 


director of the Globe Hoist Co. a1 
Materials Hand 
Mr. Morgan will 


sume his new duties in the fall 


a director of 
.quipment 


I'he company has four lowa 


cations—Des Moines, Cedar Rapids, 


Davenport, and Spencer 
Mr. Morgan, a 
N. Y., is a graduate of Purdue Uni 
versity. After graduation, he serve 
several years in the Iowa territory 
with the United States Steel Corp 
During World War II he was 
United States 


following th« 


lieutenant in the 
Naval 
war he 


Globe. 


Reserve and 


became associated with 





BETA RAYS CHECK TIRES 


Beta rays are being used to check 
tires, reports the Business Edition of 
Electronics, McGraw-Hill publication. A 
betameter, containing 1,000 electronic 
components and parts, keeps the rub- 
ber thickness of tires uniform by meas- 
uring the fabric’s resistance to beta 


rays. 
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Des Moines, it was 


Morgan was president 


native of Utica, 


1957 


~ Repair 
ipe leaks 
-QUICK! . 


STOCKED BY 
OVER 1300 
JOBBERS 


SKINNER-SEAL 

Emergency Pipe Clamps repair 
rust holes and splits in pipe- 
lines—instantly. Heavy malleable 
iron construction, full-length 
hinge, massive bolts, insure max- 
imum permanence under any 
pressure or temperature. Made 
in all sizes, Y2" to 12”, for steel 


and also for C.1. pipe. 


FREE 


catalog 
showing our 
pipe repair 
clamps, 
saddles, and 
reseating 
tools 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 








DISTRIBUTOR 


Lester J. Henderson 
Henderson Takes Sales Post 
With Republic Mfg. 


Lester J. Henderson has join 
\lfg. Co. as vice president 
f sales and will headquat 


. 
omces in 


ial products 


Weatherhead Co 


Chicago Rubber Names 


nk N. Capparelli and James A 

been appointed fac 

ntatives b Chicago ness 

Mr. Capparelli w 

ind Mr. Belanger wi 
firm \Michigan 
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the 


twenty-tive yeoar 


. For = 
erARROy pansion Bolt Company 
with and through Qualified Distribut 


we feel that Arro users will 





better service at less cost... 


any other way. 


ARRO EXPANSION BOLT CO. 
1230 Boone Ave., MARION, OHIO 


Manufacturing o complete line of An 
devices ond related products for fastening to masonry 


Sold only through industrial, hardware and electrical suppliers 


eerree ere ere eee e 
POPP PO OOO OLOOE OOOOH OOOOH OOOOH OOOO OOOOOOE OOOO OOOO OOOOOO OOOO OOOO OOOOH OOOESCCOO SECO EOOCEOOOOOOCCCCCEe? 


INSIDE SALESMEN at 
ing Des Moines, lowa 
ht ) S rs and Harry I ’ 


@eeeeeeeeeoeoe ee eeeeee ee ee ee eee ee eee eeeeeeeeee eee ee eaee® 
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John H. Fellows 


A TOUCH ADJUSTS IT! 
THREE TONS CAN'T BUDGE IT! 


WILTON RAPID TITAN C-CLAMPS can be adjusted with the slightest pressure, and 
tightened so securely that they'll tons of weight! Wilton’s 
patented wear-proof nut the spindle disengaged auto 
matically, and 
springs, or triggers. Your customers will save 
plents with WILTON’S RAPID TITAN C-CLAMPS! 


fimken Roller Advances 


Fellows and Brugler 


support over three 


allows to be engaged or 
No buttons 


their 


tightened securely over its full length and diameter. 


time and labor throughout 


industria 
ler Be 
UNCONDITICNALLY GUARANTEED FOR THREE YEARS BY WILTON , 


Write for the new Wilton Catalogue. 


WILTON 1001 mre. co. inc. 


1D-8 SCHILLER PARK, ILLINOIS 
Sold by Leading Distributors the World Over 


> 
n 
cad the Bosto 


He had 


W4lLACC 


been i fie] 


Mr 


; 


Bruglc 
manage 


has bec! 


Write for Bulietin 33-C SPROUT-WALDRON 


BELT-SAVER PULLEYS 





Belt-Saver ads, such as the one pic- 
tured here, have promoted indus- 
trial markets for distributors over 
a period of many years. Industry 
is sold on Belt-Savers, and they've 
become a “bread and butter” line 
for many distributors. Let them 
earn steady profits for you 

You'll win customer good-will, 
too, because Belt-Savers increase 
belt life from 50% to 400% in in- 
stallations conveying abrasive 
materials. Sharp lumps and rough 
materials are dislodged from Belt- 
Saver Pulleys by the exclusive cone 
and wing design... without lodg- 
ing between belt and pulley. 


SPROUT-WALDRON 
Sugcxeess Sixce (866 —— 
3 LOGAN STREET 


The large demand for Belt- 
Savers is continually growing for 
applications ranging from stone 
and gravel to wood chips and foun 
dry sand. You'll find hot prospects 
among the quarries, foundries, 
mines, sand and gravel plants, con 
tractors and others in your terri- 
tory. 

Quick sales can also be made 
with Sprout-Waldron’s line of 
standard cast-iron pulleys for 
transmission and conveyer use. 
They're available in a wide selec- 
tion of types and sizes. Write for 
full details. 


in/499 


>’ 


* MUNCY, PA. 


en 


we 


fe. RE : - a ie 
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Poace | 
re N ¥ Fd 


Maynard W. Brugler 








AIRLESS BEER 


An ultrasonic machine has replaced 
Bal- 
lantine’s Brewery, reports Electronics 
McGrow-Hill 


jolts before capping remove excess air 


old-fashioned bottle-knockers at 


publication Ultrasonic 
from beer bottles, prolonging shelf-life 
Machine handle 400 bottles a 


minute 


can 











Norton Building Plant, 
Shifts Taylor to Toledo 


\ new $6.5 million plant for the 

f grinding wheels is 

icted by Norton Co. in 

ster ss. It is expected to 
n mid-1959 


manutactur 


} no - 
DOIN, CONS 


' + 


lds been (rans 
loledo area as 
He had 


) 
eveland district of 


an ab 


been lo 


rinectr 





David S. Gibson 


Worthington Executive 


Heads Purchasing Group 
David Gibs 

f purchases 

has been 


n, general man 
for Worthington 
elected presiden 


5 } yrry 
45> or the | ‘ 


ire: Fk. S. Romansc 
& W x Co., first 
ind Lewis A. Nor- 
Stock Exchange, 
vho has been with 
nce 1924, also 


and 


served 


man 


es Manage! 


Heads Beaver Tool Sales 
\Michaelsen 


manager by 


Louis A has been 


named 
Tool ras I 


been with 


Beaver 
He has 
vears and 
chief fac 


ngineering ¢ orp 
the firm threc 


before nis romotion was 


+ 


tor\ presentative 


fs 


ARE OUR SALES FORCE! 


OUR SALES POLICY... 


100% through Distributors 


0S 
vou ASK ABOUT... THE (ZR, vine 


WE SAY . complete as can be . . . Bench and Pedesta 
Grinders ® Bench and Pedestal Buffers ® Abrasive 
Cut-Off Machines ® Portable Grinders @ Air Master 
Dust Collectors © Speed Lathes ® Tool Post Grinders 








YOU ASK ...DO 1 HAVE TO STOCK YOUR COMPLETE LINE? 
WE SAY .. . of course, We will be guided by your 
requirements. 


not 


YOU ASK ABOUT... QUALITY! 
WE SAY .. . assured by over 50 yeors experience 
fine electrical tools. 


in making 


YOU ASK ABOUT. . . PRICE! 
WE SAY .. . competitive with other quality tools—most tools 
built in two or more price ranges to fit your cus- 
tomer's budget. 


YOU ASK ABOUT. . . DELIVERY! 
WE SAY .. . excellent! Usually from stock. 
YOU ASK ABOUT... ADVERTISING! 
WE SAY... THE CINCINNATI advertising will pave the woy 
in 8 publications: Modern Machine Shop, New Equip- 
additiona 
promotional space in Thomas’ Register, McRae’'s Blue 
Book, Conover-Mast Purchasing Directory and Machine 
and Tool Blue Book Directory. 


ment Digest, Metalworking, Mining Ads 


YOU ASK ABOUT. . . LITERATURE! 


WE SAY .. . complete catalogs and other promotional ma- 
terial available to you and your salesmen on request 


It Pays To Sell...When You Sell Saleahle Products Manufactured By 


oS 
TRAOE 0 mann 


THE CINCINNATI ELECTRICAL TOOL CO. 


312 MT. HOPE AVE. CINCINNATI 4, OHIO 
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W. A. WHITNEY 


CHICAGO STEEL 


SLITTING SHEAR 


No. 8B Punch 
a" thru 3/16" iron 


FaAvde MARK 


REGISTEREQ 


Write for 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 


our complete catalog 


s 
MA K-A-KEY. 

s &e 
12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Aasoctmnant in sturdy counter dis- 
play: Vig. Va. Vie, Ye. "As. V2 in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 
ways: /g" square; 3/4" x '/4"; Vg" x Vig" — 
will file to fit V4" x4" keyway; 5/4” « 4%” 
—will file to fit jg" x 5/4” keyway; %” x 
He” — will file to fit ¥%%x¥%" keyway; 
i,” x 2" —will file to fit "/g" x 7/5" key- 
way. Additional sizes available. 


Purchasing Power Drifts Downward 





226 
| Yeorly Awerages 
(Left hand scale) 


lects the 
ith, and distril 
price 1 


rapid de 


Source: U.S. Dept. of Commerce. 1947-49= 100 


A bar ria 
1906 





1M 
} 


) 


false 
tion has by n 
] 194 S 





Armstrong Cork Assigns 
Six Representatives 

Six new sales represent 
Armstrong Cork Co.’s indus 


vision have completed tra 


Garrett Issues 


Service Brochure 


An eight-page custome 
brochure has been issued 
Supply Co., a divisio1 


Angeles 





DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL. 
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have been assigned to district rrett Corp., Los 

William P. Brinton, Jr., has been he 
issigned to Chicago; Rickard d 
Forrester to Detroit; John S. Gebbi« es available 
to Greenville, S. C.; Donald J Koll yntains a 
and Thomas B. Porter to New York - script 
City; and Donald H. Saum to St. _ trations 
Louis. f the 


brochure is tabbed f 
ind outline 
at Garrett Supp! 


+ 


7 
complete listin 


reference 


1 7 . } 
10n Of all lines Carried 


include individual 


inside and outside 





New Building Built by B-H Tool & Supply 


4 
: . 
quecuntak 
=ue Gaon 
—aee een oo 
oaneenae 
_— 


Se ia 


ene * 


rhe B-H Tool & Supply Co., Detroit, is now located at 570 West Eight Mile Road 
According to President H. A. Bokram, “Moving away from downtown Detro 
offered many advantages and, after struggling along in our old quarters for more than 


20 years, ] 


t has 


we now have a new lea 


1957 





GUARDAIR 


the original 


SAFETY AIR GUN 


gives you more to sell 
wherever airguns 
are used 


Safe—Gwuordair sets up o protective 
umbrella of high pressure air to 
prevent chip flyback. Quieter opera- 
tion reduces noise levels. 


Adjustable—Guardair is equipped 
with on internal pressure control and 
on external operator adjustment for 
finer settings. 


Economical—Guardair is equipped 
with ao leak-proof valve eliminating 
air seepage and bleeding. Adjustable 
pressure controls allow the user to 
regulate air pressure to suit the job. 
Savings up to 35% in air usage can 
be reolized. 


Profitable—Guardair is priced with 
the distributor in mind. A high profit 
margin and quick sale acceptance are 
your sales advantage. 


Write for information and complete 
details today. 


UNION ENGINEERING CORP. 


South Hadley Falls, Mass. 


INDUSTRIAL 


Caswell 


James W. 


Caswell Covers Southeast 
For Bristol Division 
James W 


pointed southeastern representative 
for the socket screw division of The 
Bristol Co 

From Atlanta headquarters —h« 
will call on distributors in Alabama, 
\l ore 5 tee 
l th Caro 


Caswe has been ip 


Georgia, len 
nessee and rtl iT 


] 
nas 
Expands Facilities 


Pitts 


moved to 


Bristol Co.’s Houston and 


burgh district staffs have 


| 
new, larger quarters and a new re 


h iS 


gional warehouse been opened 
on the West Coast. The Houston 
now at 3617 West Ala 
bama and E. A. Merwin is 

lhe new Pittsburgh build 
2250 Noblestown Road and 
umpkin heads the district 
is at 6500 East Acco 
W. Peckham, 


? 
district manager, will 


branch is 


manage! 
ing 1s at 
ss 
[he warehouse 
St., Los Angeles. ] 
West Coast 


direct the operation 





HAVE POND, WILL TRAVEL 


Engineers working in arid creas are 
bringing their own ponds with them to 
store water, reports Chemical Week, 
McGraw-Hill publication. For one oper- 
ation, a bulldozer scooped out a pit 
eight feet deep, measuring 55 by 75 
The pit lined with 8,000 
square feet of high-pressure polyethy!l- 
ene film that cost $400. The film, only 
0.003 inches thick 


feet was 


is watertight 
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SELL TOP QUALITY 


4 
ARBOR SPACERS ary 
SHIMS and SPACING a. 
COLLARS e Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with n 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 14" to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Ma de from 

tempered stock, rolled to close toler- 

ances, '4” x 25’ coils packaged in trans- 

parent plastic boxes, except above 
020”. Strips '4” x 12”, in cellophane 

27 thicknesses. All thickne 

001” to .032”. (Fi 

fitting checking clearances, 
tion and production work.) 


sses trom 
r use in precision 
inspec- 


SHIM 

STOCK « 

Steel or brass 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for } 
tion. 15 thicknesses, .001” to .032’ 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—I2 thicknesses, .001” to 015”, and 
15 thicknesses, .001” to .032 


easy dispensing and protec. 


WRITE FOR 
Complete, Profitable 
Dealer Information 

Today! 


DETROIT STAMPING 


332 MIDLAND AVE ° 


. 


co. 


DETROIT 3, MICH 


199 





2. Insert the plug 3. Sapencion is at 
—then drive bottom, provid- 
home the some ay the power- 
Bulideg yew —? grip. 
drilled with. shell 
Taper end hide che choice of 

off easily. 


snaps 


“BULLDOGS: elit MelalioMmetelaleia-s i 


in seconds... Anchor Anything Permanently! Robert A. Hummert 


Seattle, Chicago Districts 

BULLDOG 2 in 1 Of DeWalt Have New Heads 
COMBINATION DRILL Robert A. Hummert has been 

AND ANCHOR transferred to Seattle as district man 


BIG SALES HELPS ager by DeWalt, Inc.. a subsidiary 
NATIONAL ADVERTISING 
NEW PROMOTIONAL MATERIAL of American Machine & Foundry 
COLORFUL DISPLAYS Co. Walter M. Leahy succeeds Mr 
PROMPT DELIVERY AND SERVICE d ' 

Hummert as Chicago distnct man 


WRITE TODAY! 


NO DRILLS TO BUY—no specic! 
tools required—no explosive charges. 
Bulidog drills its own perfect fit! 
POSITIVE HOLDING POWER 
— %" size, holds up to 3150 Ibs %” size, 
19,620 Ibs.! 

FIRESAFE, CASE-HARDENED 
STEEL —with sharply machined drilling 
teeth! 

SIZES 3/16" to 7/8°—ond 5 types 
of anchors: special flush, flush, rod hanger, 
tie wire, and stud bolt! 














__ 
— 


ager! 
Mr. Hummert’s territory includes 
J.D. POLIS Manufacturing Co. negates yore 
Washington, Oregon and the 1] 


2904-16 W. 26th Street Chicago 23, Illinois 








northern counties. He joined 
frm in November 1955 as h 


oN \ a the Chicago district 
oF > Mr. Leahy had been owner 


Olsen Tool & Equipment C 


Ie Se, aie r he sold this business to assur 
: “~ 


+ 
“ 
aay ¥* 














Have your pick of 7,000 - D< VW alt post 
that’s right, ‘seven thousand 
— sizes RIGHT OFF THE 
SHELFI® And that's not all. We 
can give you speedy service 
on specials too Don’t 
turn down your customers in 
quiries on special items. Turn 
them over to us. If it's stain- 
less, we con make it. We mill, 
drill, grind, tap, slot, thread, 
head, stamp and bend. We'll 
get off to a quick stort from 
either a blueprint or sample 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS 
STEEL FASTENERS RIGHT OFF 
THE SHELF TO YOU 


STAINLESS STEEL 
Bolts and Cap Screws 
Sockets, Set and Cap 
Nuts, Washers 
Sheet Metal Screws 
Wood Screws 
Pipe Fittings 
Machine Screws 


fastenings wW- ie e title 





Write, wire, or phone for your Stainless Stan To Represent Armstrong 


s “St 
copy of the new Star catalog. p— Ay 
clean, bright- 

and-shiny N. Renshaw has been named 


SrTar STAINLESS SCREW co. — sal ging aa for the — 
astern area by Armstrong Bros 


Wy ] 


645 Union Bivd., Paterson 2,N.J. © ‘phone: Little Falls 4-2300 : 
Co Mr. Renshaw Wi nak 


€—amD Direct N. Y. "phone: Wisconsin 7-9041 © Philadelphia: WAlnut 5-3660 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquires Invited his headquarters in Atlant 





tenant nae en 
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A Sales Repeater because it's| | i : 
DEPENDABLE : 7] MORGAN 


EFFICIENT "GIVES YOU EVERY 


ECONOMICAL : 
You can depend on the selling power of | VI SE 


RUBYFLUID, because it’s the soldering flux 


that’s easy and dependable to use. Effi- , : 
ciently conditions metal for neat, strong ; 
unions Economical because RUBYFLUID wt 4 

; costs less in the ; * ieee ; : 


long run. Cus- 


tomers like RUBY- : 
FLUID Flux—liquid 2 : 
or paste—keep wy H 
coming back for \ i : 
more. Let RUBY- : 
FLUID make 4. B. Parker : ; i 
friends and build ee 9 mn your ordering 
business for you. a : : ‘ : 

Remember... . Fairbanks. Morse ... In our delivery 
wry) Sinn | Elevates Parker Pe i 

UK ‘ 

perfected for this Aer hac . ¢r 2 + if your service to 
application. Don't ; Sh eR : customers 
take chances with s anage echani ‘ I 


substitutes. i. aed .. . in quality that 


Ruby Chemical Co. se & ae 
76 S. McDowell Street assures durability 


Columbus 8, Ohio dei _ ; , 
bec ger of 1 t i... in types and sizes 
for every industrial 











Shifts Wasniak 





Let Allens’ Technical Service solve your 
sodering, fiuxing or brazing problems, 
Write us today about fluxes for all metals. 


Sold thru Distributors 


prs te p Pe , MORGAN VISE CO. 
L. B. ALLEN CO., INC. JIM W _wononceoa dugg m J se 108-112 N. Jefferson St 


Da , + . . 
9331 Berenice (Schiller Park oT Chicago 6, Illinois 





Metropo'!it Ch cajzo, lil Box 96 


C 
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THE TRADE CALLS= Syracuse Supply Branch Open House Draws 550 


for 
DYKEM 
STEEL BLUE'< 








} 


pen house visitors 
racuse S pply Ce 
totais | 
o\ Ut 
with OYKEM STE 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 


2305A North ith St. © St. Lowis 6, Mo. 


two-day industrial 
ern New Y 


trial plants. Thirty supplier 
cluded moving equipment 


Sligo, Inc.,ls Host to French Hardware Men 


For Floats, 
Harris is your 
most dependable source 


For over a half century, industrial 
distributors have used Harris 2 Re 
prime source of supply for industrio 
metal floats. As specialists in their 
manufacture, Harris builds floats - 
a wide variety of shapes, sizes ‘a 
of practically any workable meto , 
Standard ball floats of copper = 
stainless steel in diameters from 
to 12” are carried in stock for prompt 
i nt at all times 
> sat customers need floats : 
contact Harris for better quality an 
more dependable service. 
ARTHUR HARRIS & CO. 


208 No. Aberdeen St. 
Chicago 7, Hl. 




















Write for 

Harris Fifteen members of the French Hardwar holesalers Study Group recent; 
Float Catalog Sligo, Inc., St. Louis, M¢ Their visit, sponsored by the International Cooperatio1 
\dministration, was part of a fiv f hardware retailers, wholesalers and 
distributors in the United States. G y nant, Jr., president of Slig¢ 
left) shows the French visitors and vomen interpreters through the 
varehouse. Following th I 


ing mpal vas host to the | 
luncheon. 




















rencn 
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Allis-Chalmers 
Appoints 11 


’ 
presentatives have 


seven sales re] 
to district offices by 


Industries (¢ 


been 
Allis-Chalmers 
iddition, 


issigncs 


sTOUp Ir 


rvicemen and 


include: David B 
‘land; John M. Ball 
ty cong ] ( 
uluth; Hugo Forster, 
Pa rick I] New 
Reason’ G. G ind 
V. Rumble, Pitt 
W. Shhelds 


Re agan, 


riwatz 
sburgh 


ts 
Robert Jr., Gordon 


, ] 
igo headquarters; 


; } 


the t 


north cent 
cago headquart¢ 


+} 
Lilt 


southeast 


i! headquar CTs 
Thomas G Bark 
named a service engineet 
7 


ih nea 


quarter 


New Representative 

] d WW Reid has }( 
Whrght Hoist Division. 
Chain & Cal 


SALES TIPS 


PROFITABLE 
SELLING 


the 


rican 


ined 
Ame 


«aS : 


sales 
(re 


repre sent 


A 

NEW 

PROFIT 

DEAL 

FOR 

PUMP 

DEALERS 
and 

DISTRIBUTORS 


Crown Manufacturing Company produces a complete line of quality 
engineered and field tested Self-Priming Centrifugal, 
Electric Powered & Hi-Rressure Pumps Ranging in size from 1“ to 10”. 


Diaphragm, 


Commander 


TAPPER 


what are its advantages? 





NUCLEAR WARNING SYSTEM 


A low-cost electronic system that de- 
tects and protects underground facili- 
ties against an atomic attack has been 
developed by the Army Signal Corps 
McGraw-Hill publi- 


detects an atomic 


reports Electronics, 
cation. When it 


bomb explosion that would endanger ° 





an installation, the system trips relays 
that 
closes blast doors, turns off gas lines, 


instantly sound warning horns, . 
» 
starts radiologically-filtered ventilation 
systems and triggers o series of other 
protective measures. The system is al- 
ready at work at one large military 
headquarters, and further installations 
are planned at U. S. Air Force boses 
in strategic locations throughout the 


country 
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Product of Commander 


Handles a wider range of tap sizes — +00 to 4%" — 
the range of 4 conventional tappers! 

Adjustable torque control prevents top breckage 
No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 

Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole 

Does precision tapping—even with inexperienced 
operators .. . it’s “the Tapper thot thinks for its 
operotor”. 


features that help you sell 


Wider range provides greater utility — reduces tool 
investment for your prospect 
Adjustable torque control 
protection 

Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits o hard spot or bot- 
toms in a blind hole 

Compact, rugged, light-weight—built for production 


tapping 


ossures positive top 


Commander mec. co. 


Chicago 24, Illinois 


Tools 


4217 W. Kinzie Street . 
Builder of Production 


1957 








West Virginia Firm Renovates, Diversifies 


REPUBLIC 


TWIST DRILLS 
REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4"" holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF "CELFOR,”’ CENTURY,” 
REPUBLIC’ AND''U.S. EAGLE"’ BRAND TOOLS 





WEW YORK — CHICAGO — LOS ANGELES 
Wim. S. Bolden Co., Charleston, W. Va., has completed finishing touches on its new 
headquarters on McCorkle Blvd. This industnal supplies department. At other 


lisplay room at 





Packaged 
PIPE NIPPLES ne tools and a new ent 


oat franchis 


and prospects al 


Car Production Lower But Tops 1956 


THOUSANDS 
OF VEMICLES 
250 


Weenly Averages by Yeors Weerly Toto!s 


Seamless Steel 


Pressure Tube Nipples 
A.S.1.M. A-83 and A-106 : . 
FROM STOCK: 180} / q \ 
a” to 1%" Stendard and Extra 
Strong Weights Black Grade 
A 
W 


2” tol '’’”Double Extra Strong 
Weight, Black, Grade “A 
TO ORDER: 
Grode B” Galvanized, Cold 
Drown in Larger Sizes 


® Avoid errors. Nipples are 
Lossitareatiriitiias| SEs eer ° 
SJ PMAMIA A ASONOD'S 
98 937 


Source: Words Reports. Statistics include possenger cors, commercio! 
vehicles, ond trucks produced nm U.S. and Canodo 


marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec - ” 


Fttsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 
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Minnesota Mining 
Promotes Aides 


l'wo executive vice president and W A | i . E Q 
two vice presidents have been elec 


ted by Minnesota Mining & Mfe 


Co DISTRIBUTORS 
Joseph C. Duke and Bert S. Cross ae 


have been made executive presidents 
f coated abrasives, adhe 
vatings and in charge of 
ducts respectively. 
n J. Oakes and Cecil ¢ 
been appointed vice 
s of the chemical products 


; 


the coated abrasives 
: 


ts division respe 


nd Mr. Cr 


Canadian District Chief 
Named by Firth Sterling 
vidson has been assignec 


1 duties of Canadian dis 
er for Firth Sterling Ltd 


will continue to 1 Bai: 


cland. He has been with FAT GIVES YOU MORE TO SELL 


«. Vears 


s announced also that a loc 
n sales force would be or @ Lower stock investment @ More sizes 
oe in high volume items @ _ Rapid delivery from 





Rapid Stock @_ A guaranteed sales plan 
@® Sales training and merchandising help 


We're so convinced Rapistan wheels and casters will be a good 
profit item for you (regardless of any other line or lines you have 
now) that this is our policy: 


If you are not satisfied with the Rapistan wheel and caster line, 
we will buy back from you the Rapistan stock you have on hand 


Write today for an explanation of the Rapistan franchise plan 

I will personally send you complete information by return mail 

as well as a catalog and other details. 7a 
f 


wl K) Z 
/ ae = AlLax.oHy— 


Product Sales Manager 


. 8) The RAPIDS-STANDARD CO., INC 
304 Rapistan Bidg 
id ich 
ACTING LIKE A COUNTERMAN Grand Rapids 2, Mic 


s James Alien, president of Allen Suy fastest growing name’in casters 
ply ¢ ( ‘ , 
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Parker-Kalon Graduate 


Eight Distributors 


Licht 
ittended the 
indoctrination course held by Parker 
Kalon Division, General 
l'ransportation Corp. 


distributor 


The class included: Seated (from 
eft)—Harry Neville, Aikenhead 
Hardware, Ltd., Toronto; Walter 


French, Railway & Power Engineer 
ng Corp. Ltd, 
Wilk, Wholesale 


Hardware 


Supply Co., Des Moines, 
standing 


Co.; Arnold 
Daniel 


Hardware 
Parker-Kalon; Emens 


ark, N. J. 


ind Harold Elfenbein, all of Parker 
Kalon. 





YOU BUY THE BEST 
Shackle Chain HOOKS 















Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


GRAB HOOKS 


Available SLIP HOOKS 
for Chain Available 
Sizes V4" for Chain 
5/16", ¥e" Sizes 4" 
7/16", Ya", 5/16", ¥" 
%” and 2" 


ANCHOR and CHAIN 
Screw Pin SHACKLES 





D 
Forged of HI-STRENGTH STEEL 
Available in sizes 4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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representatives 


15th distributors’ sales 


American 


Montreal; Charles 
(A. 
Inc., New York; Joseph Baatz, Meyer 
& Ruh Co., Bavonne, N. J.; William 
E.. Peterson, Globe Machinery & 
lowa; 
Harold Price, Wholesale 
Rofheart, 
and 
John Zepka, J. Heller & Sons, New- 
Arthur W. H. Towne, 
Joseph Kursman, Walter A. Toepel 











\ three dav sales course for s 
Kalon Division, General American Trans] 





Stamford Firm Completes 


Stockroom of C. E. Cahill & § Stamf 
llowing mpany s m 
taurant, doubles form 


Expansion Project 
aS 





tired 





C. E. Cahill and his son, C. E. Cahill 
Jr., put finishing touches on new sys 
tem for cataloging suppliers’ literature 
One room is devoted to this 
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stockroom wall 
modern 
fhces, maintains stock on perpetual 


Belt inventory lines 


Firm also has shipping room, 
PI 


ntor 
VCNCOry 





Every plant needs a SHOPLIFTER 


THE ORIGINAL 
500 LB. HAND LIFTER) 





More than 10,000 have 
been supplied to over 
50 different types of 
industrial plants 

all over America 













Only *210°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma 
chine parts, loading and stacking. Elimi 





aX 
James F. Bentley 


James F. Bentley 
Joins R. C. Neal 


David B. Voorhees, president of 
R. C. Neal Co., Inc., Buffalo, has 
announced the appointment of 
James | 
of the air hydraulics division 

\ native of Buffalo, M1 


ittended the University of Buffalo 


Bentley to the sales staff 


Bentle 











nates danger of lifting injuries 
1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available 
Write Don Subr for salesmen's catalogue 
sheets and re-sale information 
Performance guaranteed 
ov Sold with a 10-day 


free trial offer 


ECONOMY ENGINEERING CO. 


















4532 W. Lake St., Chicago 24, Ill 
Eastern Sales Office: 342 Madison Ave., New York 17, N.Y 





ind the University of Rochester. H« 
with the Navy during 
World War II and the Korean Wat 

Mr. Bentley was formerly with 


Saw service 


INDUSTRIAL 


Rubber & Supply Co. in a 
DISTRIBUTORS 


sales capacity, followed by a super 
visory position with B. R. DeWitt 
( A. You get faster delivery, 


better technical service be- 





cause we manufacture Dia- 
mond Grinding Wheels ex- 
clusively. No stock required 
—custom orders delivered 
with stock-item speed. And 
exclusive Pressurelok" de- 
sign has top per- 
formance. Write for informa- 


proven 















tion on territories available 


U. S$. Diamond Wheel Company 


Aurora, Illinois 





F. W. SWANSON, JR., left, president 
1 ] 1irman f the hb ard Globe Ma 

& Supply Co., Des Moines 
) ind an award 
r, latest Globe 
lcomed into the firm's 
$] lub. The club is made up of 
salesmen who reached their quota f 


} 
Saiecs 
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Lunkenheimer Fetes Isekeit, 45-Year Man 





Service? 


© oraer S PAN 
BRASS FITTINGS 


To give our customers 
the fastest possible 
delivery service, 

we maintain one of 





. oe 
oat America’s largest stocks 
of Brass Fittings, . bs 
f d by S$ g Chester C. Isekeit, vice president and treasurer of The Lunkenheimer ( " 
manu acture . y -— red at a luncheon marking his 45 vears with the firm. Mr. Isekeit (s from left 
to the most rigid quality ives engraved tray from Paul M. Arnall 


€ sident. H. E. | 
specifications. In many ind E. P. Lunken, 1 president anc tarv, look on 
instances, shipments are 
made “same day.” 
Write for free catalog. 









Vickers Department Has New Sales Head 





Easier to Sell... 


F. V. Gieryn Robert A. Erskine 





\ department sales head and two 
chief engineers have been appointed 
by Vickers Inc. 

Extra large discounts plus FREE sales F. V. Gieryn has bee 

aids give you a whopping big oppor sales manager, industrial depa 

tunity to enjoy handsome profits as ; ; 
authorized Baldor Distributor. No ment. He has been with the 


other line offers so much for you or 





your customers 

@ Ball-bearing motors never need servic 
ing—lubricated for life! 

Totally enclosed, splash-proof motors 
keep out dust, grit, metal particles. Last 
a lifetime! 

Dynamically balanced motors give 
smoother operation, less vibration 
Complete line to satisfy every customer 
demand. % to 3 HP, 6" to 12” individu- 
ally balanced wheels. Bench and pedestal 
types. Every model guaranteed! 


Find out about Baldor’s generous 
sales plan. Write... 


BALDOR ELECTRIC Co. 


4353 Duncan Ave. «+ St. Lovis 10, Mo. 
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pany 12 years and formerly served 
as export sales manager 

Robert A. Erskine has been ap- 
pointed chief engineer, industrial 
department, and will be located in 
the Detroit offices. Carl E. Gunther, 
new chief engineer for the marine 
and ordnance department, will head 
quarter at the Waterbury, Conn., 
plant. 
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Carl E. Gunther 















INC. 


LAVALLEE 






IDE, 


DRILL & 
REAMER 






& . 









L«I 


BLANKS. 


IDE 


mre PAVALLEE™ & 


reamer specialists” 


e Letter Sizes A thru Z 

e Complete Sets 

e Any size from .0135” thru 1 

Highest Tolerances 

e Drill Blanks up to 
vA N00 

000C 





over Y, 

e Reamer Blanks up to 
%" + 0002 

over %” +.0005” 

joyed by L&l 
working for you 
Write for the L&I story today 





CHICOPEE, MASS. 


Just look at these size ranges 
e Fractional Sizes Ys" thru | 
e Wire Gage Sizes #1 thru #80 






Another example of the continuous 
research for customer satisfaction 
and service brought to you by the 


003 
5 


000 
0000 


Why not let these advantages en 
distributors begir 


“the reamer specialists” 


LAVALLEE & IDE, INC. 





Dean J. Deakyne 


Parker Appliance Names 
Two Sales Representatives 


Dean J. Deakyne and James ( 
DuBois have joined Parker Ap] 
ance Co. as sales representative 

Mr. Deakvne has been assigned to 


the metropolitan New York area 


cluding Connecticut. He has be 


with E. F. Houghton & Co. the past 
three vears 

Mr. DuBois will he idquarter 
loledo and cover a new district con 
sisting of northwestern Ohio plus 
the adjoining counties in Michigan 


Detroit). 
For the past six years he had been 


with the H. M. Harper Co 


including Wavne county 





James C. DuBois 





Directs Midwest Sales 


Francis 


pointed midwest regional sale 


ager for Norden-Ketay Corp. In the 
newly created post, he will 
the 


sponsible for held sel] 


firm’s six research, develop 
manufacturing division 
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P. Halas has been ap per 
t les man o'7) 
Fo 








Because you're our strongest 

source for PALMETTO-,Self- 
Lubricating Packing sales we're 
drumming up as much business 
for you as we can . the best 
way we can. 
Current advertisements in leading 
horizontal industry trade journals 
point up the advantages of our 
packings—tell the prospect to get 
‘em from you. We make it easy 
for him to reach you by referring 
in each ad to our two-color insert 
in Thomas’ Register. That insert 
lists every PALMETTO Distrib- 
utor’s name and location! 


PALMETTO lubricant - impreg- 
nated packings are used widely in 
industry because their sealing ac- 
tion is superior, and a few basic 
lubricant compounds make them 
applicable for all industrial re- 
quirements. Outstanding for qual- 
ity, they are a natural supply 
house item easy and profitable for 
you to stock and sell to a “con 
ditioned” market 

For a fast way to help you move 
PALMETTO Self- 
Lubricating Pack- 
ings, ask for our 
Catalog SLP-256R 


(pachng met prfpoanc te ny ppleation 


GREENE, TWEED & CO. 


North Wales, Pennsylvania 











Ku tto: The Handiest 
Carton Opener Made 


Nationally Known and Nationally 
Used—is Now for the First Time 
Offered to You for Resale. 


Now you can satisfy your customer 
requests for the Kutto Carton Opener. 
Kutto is the handiest tool ever made 
for the shipping and receiving room. 
Made of heavy quality steel — it will 
stond a life-time of hard use. 


Complete with 5 extra blades stored 
in handle. 


Now profitable KUTTO business in your 
market area is yours — both new and re- 
placement orders. Stock KUTTOS — Let 
customers know you sell them — add on 
to sales and profit! 


Write today for literature and prices 


MODERN SPECIALTIES CO. 


4301 Ogden Ave Dept. 1D 
Chicago 23, ili 








OLDER 
AFETY 
PEED 


ADJUSTABLE SOLDERING 
IRON HOLDERS 


Three sizes for large 
and smal! irons. Can 
be placed on top of 
bench, fastened under 
bench or clamped to 
bench top or sheli. 
Available with wip- 
ing pad attachment, 
also slide for fasten- 
ing small holder to 
large. 


Write for further information. 
WILDER MFG. CO., INC. 
DEP’T F 
MECHANIC ST. & ERIE R.R. PORT JERVIS, N. Y. 
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L. S. Starrett Adds Four Salesmen 


Richard H. Chace Charles B. Whipps 


Four salesmen have been added 
by The L. S. Starrett Co. They are 
Richard H. Chace, Charles B 
Whipps, Allan B. Carruth 
Robert J. Carney. 

Mr. Chace has been 
the San Francisco area reporting to 


James D. Folger; Mr. Whipps to 


and 


assigned to 


> 


Allan B. Carruth Robert J. Carney 


the Toronto area reporting to 
George L. Whipps; Mr. Carruth 
to the Atlanta area, reporting to Roy 
M. Peckham, southern sales man 
ager; Mr. Carney has been ap 
pointed to the Los Angeles area 
reporting to John E. Holcomb, 
West Coast sales manager 


Charleston Distributor Renovates 


Persingers Inc., 
room. Attractive pegboard surrounds c 
featured product exhibit. Display iten 


num to preserve simplicity and highlighting 


Charleston, W. Va., recently 


ompleted revamping its main show 
r; center of floor is occupied by single, 


rotated, number of items kept to a 


New Supply Firm Opens In New Hampshire 


NDUSTRIAL SUPPLY Gy 


New distributor in New Hampshir 
25 Main Street in Nashua 
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0 la ven 
_ SUPP 


ADUS!® 





IF YOU SELL THESE 
PRODUCTS... 


send for 
the world’s most 
complete, illustrated 
catalog of 


ELECTRIC 
o_o wg 
an 
SAFETY 
CANS 


VALUABLE DATA: 


The world's first comprehensive table 
of lamp and battery operating 
information 

High power searchlights 

All-purpose hand lights 

Safety lights ond lanterns 

Flammable liquid SAFETY CANS 

Olly Woste Cans 


JUSTRITE Mfg. Co. 


2061 N. Southport, Chicago, til 





PRODUCTION 
COSTS G0... 


John 
Hancock Gets Feild Post 
In South with Allen Mfg. 


John R. Har 
\llen Mfg. (¢ 





THE MOST COMPLETE SOURCE 


STAINLESS STEEL 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS —- FASTENING DEVICES 


ALL TYPES 
VA) } ALL SIZES 
bak ve! ANY QUANTITY 
Available also i 
EVERDUR @ MONEL 
ALUMINUM 
NICKEL ALLOY STEEL 


NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


of tiitless 


SCREW & BOLT CORP. 


131 CHURCH STREET, NEW YORK?7WN Y 





CHICAGO 


MOUNTED WHEELS 


Jim Cinquemani 


Oliver H. Van Horn 


Adds to Sales Force 


CHICAGO WHEEL & MFG. CO. 
Dept. 1D-8 
1101 W. Monroe Street + Chicago 7, Illinois 
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2573 
the 


MURPHY 


TYPE A or B 


SEPARATOR 


does a smooth job of 


SEPARATING and EJECTING 


water, oil, scale, and rust from 
COMPRESSED 
AIR LINES 
YOU SHOULD HAVE 
FULL INFORMATION 
Write now 
for FREE Data Sheet No. 2573 





























National advertising has doubled 
sales leads, and we have a few 
active ierritories open. Can you 
sell ovr guaranteed aftercoolers, 
separators, filters, traps? Attrac- 
tive distributor agreements can 
be made now. Write. 


YJAMCO 


JAS. A. MURPHY & €0., INC. 
1422 EAST HIGH STREET 
HAMILTON, OHIO 





No More Rummaging 
Through Stacks of Drills 


ell if to industrial plants, hard 
wore stores, stock rooms. The en 
tire stock of drills can be seen 
at a glance. Compartments with 
rounded bottoms, hold dozens of 
drills Huot’s built-in inventory 
system does away with cost sheets 
speeds up sales. 1412” long 
7\4" high, 74" deep. Hammerlin 
baked enamel finish over steel 
Dispensers for: Fractional, number 
and letter drills. Write for catalog 
pages 
HUOT is pronounced “HEW-OT"’ 





HUOT MANUFACTURING CO. 





55! No. Wheeler St Paul 4, Minn 





SPS Graduates 10 Distributors 


| GRIPOMETER 
} gre, 


Distributor representative from six 
Standard Pressed Stee] C 

fen distributor salesmen grad 
1ated from Standard Pressed Steel 
Co.’s factory course on threaded 


fasteners and Hallowell Products 
Six SPS technical and sales people 
also took the course. 

Shown standing (from left) are: 
Earl R. Rice, Mill Supplies, Inc., 
Thomas | 


New Britain, Conn.; 

McNicholas, Almquist Bros., Los 
Angeles; Stephen D. Dinda, Jr 
SPS; Alexander W. Kiraly, E. W 


Bliss Co., Detroit; William H. Dun 
can, Standco Canada, Ltd.; Thomas 
\. Banks, Mid Island Supply Co., 
Garden City, N. Y.; George 1 

Russell, E. W. Bliss Co.; and C 
Cheyney Brown, SPS. 

Seated are: Charles N. July, De 
ware Fastener, Wilmington, De) 
Edward J. Black, Mill Supplies, In 
Paul H. Nicholas, Almquist B: 
Louis J. Mofta, SPS; Sigismund | 
Nerko, E. W. Bliss; George S 
Miller, Standco Canada, Ltd.; Ned 
Shock, Wessendorff Nelms & (¢ 
Houston; and Warren B. Thomp 
son, SPS. 





KIDS WANT ELECTRONICS 


Electronics even seem to intrigue the 
children. The interest is giving the toy 
industry a $5 million boost, Electronics, 
McGraw-Hill One 
firm hit the jackpot with a transistor 
radio kit. Ranging in price from seven 
to ten dollars, the firm sold 500,000 
Radio controlled cars, 


publication, says. 


kits last year. 
trucks and buses are also big selling 
items, the magazine reports. 











INDUSTRIAL DISTRIBUTION e AUGUST, 1957 





attended 








~ 
4 ¥ 
Earl Sadenwater 


Flack-Pennell Promotes 
Sadenwater to Sales Head 


Earl Sadenwater has been pro 
ted bv Flack-Pennell ¢ Sag 
aw, Mich., to sales manager. Wil 
im L. Markey has been named t 
eed him as warehouse managet 

Mr. Sadenwater joined the firm 
January of this year. He pr 
yusly had been with Reichle Sup 
ply Co., Saginaw, and when he left 


held the post of sales manager. All 
side and outside sales personnel 
ind the inventory control depart 
ment will report to Mr. Sadenwater 
Mr. Markey, who has been with 
the firm 1954, has 
worked in the shipping and order 
He will be com- 


since October 
departments. in 
plete charge of the warehouse op 
eration and will direct the operation 
of the firm’s delivery truck 








Plastic Steel 


PRODUCT 


A DEVCON 


PACKS REAL 
SALES POTENTIAL 
INTO 


EVERY CALL! 


SELL THESE FEATURES 


e As easy to use as modeling clay 


e Hardens in 2 hours 


under water 


e Won't 


even 


rust or corrode 


@ Durable, permanent, light weight 


e Long life 


INTENSIVE ADVERTISING 


in trade and national magazines 
plus data sheets and technical litera 
PLASTIC STEEI 

representatives in your 
demonstrate the 

PLASTIC STEEL to 
Write for 8-page 


savings with 


Storage 


help vou sell 
/ 


ture 
Trained fiel« 
area are ready 
benetit of 


customers 


using 


brochure 
PLASTIC 


tvpes) 


menting 


STEEL (a 


ailable in four 


Lb AR op 
Py ° is Sree 
pow 


DEVCONCORPORATION | . 


7 Endicott Street, Danvers, Mass 


Larry Crosby 


Fort Worth Steel Appoints 
Two District Managers 


( 


Dallas Branch of Wallace 


Moves Into New Quarters 


Philadelphia Chain Block 
Names Agent. Adds Salesman 


1 Chain Block & 


1) 
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DISTRIBUTOR 
OPPORTUNITY! 


Patchmaster 
Pipe Leak Clamps 


Industrial and chemical plants, oi! fields, even 
golf courses make up a wide market tor Marman 


Patchmaster Pipe Leak Clamps 


\ 


Universal Patchmaster Clamp 
Series 7126 Adj. 

master Clamps stop pipe leaks 

to 800 psi 


Stainless stee potch plate and 


stable Pctch 
of pressures up 


clamp, synthetic rubber pod 
conform to any pipe contour 


Sizes for to 4” pipe 


Heavy-Duty Patchmaster Clamp 


A quick 


high pressure pipe leaks. Per 


easy way to stop 


moanentiy repairs leaks and 
n all types of pipe. Flex 

rrosion-resistant band 

component parts conform 
rreguloarities Ww 

>t 


not collapse weak pipe. O 


na gas resistant gasket if 
pe sizes from to 8” and 


@ large range of lengths 


Super Patchmaster Clamp 
Series 7550 Supe 


ter Pipe Leak omps 


Patchmas 
with 
stand pressure pt 

psi. Cont ed patch plote 


and T-bolt clamps ore stain 


— 
= Synthetic 


less stee rubbe 


pod adjusts anywhere 


clamp yet will not slic 


5 - 


for 2 to & pipe 


WRITE FOR INFORMATION TODAY! 


DIVISION 


N 
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Where Do 


Great Ideas Come From? 


From its beginnings this nation has been 
guided by great ideas. 

The men who hammered out the Constitution 
and the Bill of Rights were thinkers—men of 
vision—the best educated men of their day. 
And every major advance in our civilization 
since that time has come from minds equipped 
by education to create great ideas and put 
them into action. 

So, at the very core of our progress is the 
college classroom. It is there that the imagina- 
tion of young men and women gains the in- 
tellectual discipline that turns it to useful 
thinking. It is there that the great ideas of 
the future will be born. 

That is why the present tasks of our colleges 
and universities are of vital concern to every 


American. These institutions are doing their 
utmost to raise their teaching standards, to 
meet the steadily rising pressure for enroll- 
ment, and provide the healthy educational 
climate in which great ideas may flourish. 
They need the help of all who love freedom, all 
who hope for continued progress in science, 
in statesmanship, in the better things of life. 
And they need it now! 





If you want to know what the college crisis 
means to you, write for a free 
booklet to: HIGHER EDUCA- 
TION, Box 36, Times Square 
Station, New York 36, N.Y. 


HIGHER EDUCATION 
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Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 
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HACKSAWS 


NOW COLOR-IDENTIFIED FOR 
EFFICIENT BLADE SELECTION 


Color-identified to help you select the right blade 
for any job... production-proved for better cut- 
ting performance, longer blade life. These new 
Starrett faster-cutting, longer-lasting hacksaws 
are now available through your Industrial Supply 
Distributor in all power and hand sizes and types. 


BAND SAWS 


PRODUCTION-PROVED TO CUT 
FASTER, LAST LONGER 


Starrett-engineered blade construction means 
uniform cutting action, less chance of blade 
breakage. Starrett makes regular, “‘skip-tooth,”’ 
spring temper and friction cutting types for all 
metal cutting applications as well as regular and 
“skip-tooth” types for cutting wood, plastics, 
fibre and non-ferrous metals. Furnished in coils 
or cut to length and welded, ready for use. 
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DOUBLE-WELDED AND SHATTERPROOF 
SIZES FROM 9/16” TO 6” 


These new Sarrett high speed welded edge hole 
saws are designed for long, hard, safe use with- 
out shattering. Use them to cut clean, round holes 
in metals, plastics, woods...any machinable 
material up to 1! ,” thick. Interchangeable arbors 
hold a wide range of saw sizes. Four different 
arbors available to fit power tools, lathes, drill 
presses. 


SINCE 1880 


WORLD'S GREATEST TOOLMAKERS 


BAND KNIVES 
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FOR SOFT OR FIBROUS 
MATERIALS...3 TYPES, ALL SIZES 


Use Starrett FAST-KUT Band Knives for clean, 
fast, efhcient cutting of all soft or fibrous mater- 
ials. No chips, dust or waste. Ideal for stack cut- 
ting, trimming, slicing, Cut-apart operations, et¢ 
Available in a complete range of sizes in straight- 
edge, scallop-edge, or wavy-edge types — single 
or double bevel. 


THE INTEGRATED LINE 
Backed | the Starret t ta { t " 


THE L. S. STARRETT COMPANY, ATHOL, MASSACHUSETTS, 
U.S.A. 








ACCO 


for Better 
Values 


THE COMPLETE LINE— 
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DESIGNED FOR DEPENDABILITY 





Why Top Distributors 


Prefer to 


In practically every line of business, 
you'll find the top-grade distributors 
handling the top-grade lines. In 
valves, you'll find more and more ag- 
gressive, profit-minded distributors 
featuring the R-PaC Valve line. Here 
are some of the reasons why you 
should line up with R-PaC: 

1. You can fill all your customers’ 
valve needs from one reliable source. 
The R-PaC Valve line includes gate, 
globe, angle and check valves in 
bronze, iron, cast steel, forged steel, 
bar stock—all standard materials. 
Also, R-PaC makes specialties such 
as asbestos-packed cocks, Lubrotite 
gate valves, and automatic stop and 
check valves, plus a full line of cast 
steel fittings. 


Sell the R-PaC Valve Line 


2. R-PaC Valves cover an extremely 


broad range of styles, sizes and pres- 


sure classes. 

3. Your customers know R-PaC 
Valves, and accept them without ques- 
tion. This helps you sell faster. 

4. Technical assistance from R-PaC 
sales engineers is available to you, the 
distributor. This means real help in 
selling big orders. 

5. We back up your selling effort with 


a dynamic R-PaC advertising pro- 


eram in leading industrial magazines 
annuals. We with 


free wall charts, catalogs, valve selec- 


and furnish you 
tor slide rules, and hard-hitting sales 
promotion literature. 

Now is a good time for you to investi- 
cate the extra proht possibilities which 
selling the complete R-PaC Valve line 
can bring you. Get a bigger share of 
the valve business in your territory. 
For full information, write our 
Reading, Pa., office today. 


R-PaC Valve Division 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 





